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OF THE TRADE 


YOUR EARLY SEASON 
SUGGESTION— 


No one likes to be caught unprepared in 
a ‘‘weather’’ emergency. When in your 
store, customers will often act on your 
helpful suggestion to be ready for stormy 
weather ahead. Customers select at their 
leisure from complete stocks. ‘Storm 
rushes’’ are avoided in your store. You 
assure yourself the business of -your 
regular customers. You give them better 
fit—unhurried service. Makes sense, 
doesn’t it? 


GAYTEES ADVERTISING BEGINS IN AUGUST 


ISSU 


ES. FULL COLOR PAGES FEATURE U. S. 


WATERPROOF FOOTWEAR FOR THE FAMILY. 


® UNITED STATES RUBBER COMPANY . Serving Through Science 


New York 


Rockefeller 


Center, 








E. HUBSCHMAN & SONS, INC. 

















THE PATENTED SEAMLESS BACK 
AN IMPORTANT DETAIL 





The patented seamless back. 
No seams outside to rip or 
tear. No seams inside to hurt 
tender young feet. 


THE PATENTED SEAMLESS BACK, COUPLED WITH OTHER FEATURES, 
MAKES “KALI-STEN-IKS” A CAPITAL ASSET IN ANY STORE. 
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“VERY GOOD, THANK YOU.” 


Our increasing volume stems from 
quite a number of things. 


Style, first. 


THEN, COVERAGE... EVERYTHING 
FROM TEENS AND WOMEN’S TO 
CONSERVATIVES; from sport welts 





ALONG WITH US, to ride in on the tide 
of AMERICAN GIRL demand that’s cre- 
ated by advertising, publicity and, most 
of all, CUSTOMER GOOD WILL. 


THE AMERICAN GIRL SHOE GIVES YOU: 


and casuals to dressy novelties. 


VALUE IS ANOTHER BIG GUN... 
and it’s more than one retailer who 
has confided that the AMERICAN GIRL 
SHOE is one of the BEST VALUES INTHE _— 3» an extensive in-stock service 
MARKET for THE VOLUME PRICE LINEof — 4, recognized style acceptance 
$5.95 to $7.95. 


We invite you to ENJOY GOOD BUSINESS 


1. a comprehensive and completely coordinated 
line 


2. prices in the volume selling brackets 


5. national advertising and promotion with in- 
tensive dealer tie-ups 














AMERICAN GIRL SHOE CO., 120 Kingston St., Boston, Mass. 
1 Shoe Corp. 


Division: C lidated Nati 





TODAY—MORE THAN EVER-—-AMERICA’S STANDARD OF VALUE 
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The two July issues of the Boot & 
Shoe Recorder reported these signifi- 
cant experiences in key cities. 



































IN CHICAGO ..... 
“Whites experienced an unusually good selling season . . . numbers 
of retailers ran short ... ” “Whites sold far better than a year ago...” 


IN NEW YORK... 
* ... high-style stores report all-over white suede dressy shoes have 
done very well.” 


iN ST. tOUTS .... 
Retailers did not concentrate on dressy white shoes. Result: summer- 
long complaints about poor business and customer resistance to 
novelties. 


IN WASHINGTON .. 
“People said women will wear mostly colors during the summer. . . 
but white shoes are as big a selling item as ever before.” 


IN ST. PAUL..... 
“|. . contrary to early Spring predictions that white would be sup- 
planted by color, it is found that white is the favorite. The strong 
trend toward cotton dresses has re-acted in a demand for white shoes 
which can be worn with a variety of colors.” 


Never underestimate white for Summer. Millions of women in every in- 
come bracket love and want the clean, cool look of dressy white shoes. 


THE RECORDS SHOW THAT WHITE ALWAYS OUTSELLS EVERY OTHER 
SHOE COLOR FROM MAY TO AUGUST. 
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SEE Cambridge FIRST 

















AGAIN at Cambridge THEY ARE FIND- 
ING THE NEW STYLINGS in the NEW 
COLORS THAT THE FASHION-MINDED 
LADY WILL SEEK this Fall and Winter. 


See Cambridge’s New Stadium Creation 
THE VELVET (every-heel-in-one) STADIUM. 


... Stylishly feminine for daytime wear. 

. luxuriously convenient for evenings. 

. smartly practical for spectator sports. 

. the perfect universal-fitting boot for every 
heel height in Milady’s wardrobe. 







The VELVET STADIUM BOOT 
by Cambridge 
full sizes, 4-9, in 
BURGUNDY WINE .. . FOREST GREEN 
... MINK BROWN ... LUSTRE BLACK 


COLORS to blend stylishly with all the coats in Milady’s Fall-Winter Wardrobe 
— Fabric Coats, Toppers, Shorties, or Fur Coats. Feature the complete set of 
these beautiful wardrobe color blends for each lady . . . Burgundy Wine. . . 
Forest Green . . . Mink Brown . . . Lustre Black. 


IT’S EASY to prepare for QUICK PROFITS 


In no other boot have : 
by sudden blustery weather promotions 


we sold so many Wines 


and Greens as in the ... with the (all-heels-in-one) WELVET 
Stadium STADIUM by Cambridge in all colors for 
ON DISPLAY 


pe the wardrobe. 


a. a Cambridge RUBBER COMPANY 
FURST ix Foot Fashion 


CAMBRIDGE 397,MASSACH US ETTIS 
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@ Jewelled touches make important fashion news. 
Sparkling ornaments for pumps give a Fall °49 flair to 


Walk-Over’s Diamond Jubilee Promotion, 


climax to our 75th Anniversary year. 


Star of the promotion, our fit-famous Tosca Pump. 
featuring a specially designed clip in rhinestone brilliants. 
It’s a natural to stimulate the sale of pumps... 

and to dramatize the diamond-bright reputation 


of Walk-Over shoes for Walk-Over dealers! 










Write for catalog of women’s styles in stock ready to ship. 


Walk-Over prices from $12.95. 
Geo. E. Keith Company, Brockton 63, Mass. 
0 New York Sales Rooms : Marbridge Bldg., 822 & 906 


75 years of fine craft hip—1874-1949 
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Mary Janes of Colonial Patent are what 


every little girl wants for best, and every 














mother wants her little girl to have. Colo- 
nial Black Patent is a good will builder 
for a brand or a store, because this pliant, 
shining Patent makes handsome shoes 
that stand up extra well against the wear 


an active child can give it. 


“lentil 


FOR THE BEST PATENT LEATHER SHOES 





COLONIAL TANNING COMPANY, INC., Boston 11, Massachusetts 
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Better Fitting Control 
Means Less Time 
at The Fitting Stool 





You will appreciate the unusual 
range of fitting control which is yours in 
Drew Shoes. The variations and 
orthopedic characteristics of Drew 
ANKLE-FIT lasts, the coordinating of 
patterns to each individual last, 
size-for-size and width-for-width, when 
coupled with Drew's Vita-Pedic 
and other exclusive features, provide 
the best fitting shoes it is possible 
to build. It takes less time and 
effort to fit Drew Shoes. 





The HELEN 


No. 11218 — Black Kid, Calf Trim, Bunion 
Orthopedic Construction, 1342/8 Cuban Heel, 
Pedic 7 Bunion Last, Arch Rest Welt... $7.55 


(Additional for Larger Sizes and Widths.) 


AAAA .... 7toll Rc ....4hwev 
AAA, AA..6%,to1l D,E....4%1010 
i 5% to 11 pete 5to9 


IN STOCK NOW 





























\ = 2 
Drew’ lusi duced heel ts with shorter bockparts 
for haan ‘heal ond onkle ~~ ee a ee po oreo _—— The MARY 
between i outsoles, i shonks ° : 
onced feet tuncilen, scapheld crodling and enclesive heel construction, No. 11039 — Plump Black Kid, Patent Trim, 
added to other exclusive Drew features, make Drew Shoes fit better. Orthopedic Construction, 1344/8 Leather Heel, 
Pedic 7 Bunion Last, Arch Rest Welt... $7.50 
(Additional for Larger Sizes and Widths.) 
PO US? oo) ae, 5to 12 
DREW ORTHOPEDIC LAST PEDIC NO. 7 a 60011 8,C.D,€..4t0ll 
FOR FEET HAVING: Medium length toes, medium or high arch. AA.....-. 6to12 EE, EEE... 410 9% 
Medium length arch, extra full tread. IN STOCK NOW 
FOR FOOT ACTION: One-half size elongation and $° outflare or toe 
eversion. A specially designed and concealed bunion last for diffi- 
cult foot conditions — Reniennies feet, spuaty and splay feet. A Please write for YOUR copy of Drew’s 
MEDIUM BROAD TOE last which may be fitted longer and from one to 
two widths narrower than other ordinary lasts. Ideally suited for padding. catalog and last chart today. 


MEDIUM FITTING 








THE IRVING DREW CORPORATION e LANCASTER, OHIO 
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1. B. Kleinert Rubber Co., Inc. 
485 Fifth Avenue, New York 17 
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When you're 
measuring slipper 
selling power... 
bank on Kleinert’s 
Bedtimers! 

Tops in comfort 
and smartness... 
with a name that 
means quality 


all over! Nationwide 
SATIN SLING 

always a leader! Fine rayon satin 
with gold bound throat and 


toe. Women’s and children’s sizes. 


surveys show 
that 70% of the 
women ... from 
coast to coast... 


know the name RIBBONEASE BUNNY SCUFF 


Kleinert’s. trimmed with soft white bunny fur. For 
That kind of women in seven colors .. . sling back 
an style for children in five colors. 

familiarity 

breeds sales... 

and this year RIBBONEASE SANDAL 

the line is brilliant machine copy of expensive 
hand-knit ribbon fashions. For 

better than ever. . . women in seven colors ... 

highlighted for children... 

by the traffic-stopping ankle strap style in five colors. 

Ribbonease! 


VELVET SLING 

big seller always, bigger this year 
with velvet a fashion first! 
Flexible California construction. 
Women’s and children’s sizes. 


FUR TRIMMED SATIN 
rich rayon satin with bunny fur cuff. 
A top value. 


Women’s and children’s sizes. 


Women’s Styles sizes 4-9 M, 5-9 N 
retail about $2.95 to $3.95 

Children’s Styles sizes 8-3 M only 
retail about $2.95 
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LEA 


BARBARA 

Imitation Snakeskin-Black, 
Town Brown, Wine, 

Pine Green 


Electrosuede-Black, 
Town Brown, Pine Green. 
M 4to9 
*200 


Net 





DEPEND ON Thy Stop FOR Vale 


Crowning glory of all Flex Step shoes is the terrific 
money’s worth you get in every pair. Make the complete in-stock line your 
VALUE line for greater volume and profit. 


FLEX STEP SHOE CORPORATION 


Krischer, Rogers & Fischer 
Women’s Dress, Sport and Casual Shoes 


“T.M. Reg. U.S. Patent Office 20 NORTH FOURTH ST., PHILADELPHIA 6, PA. 
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FALL STYLES 


These original casual arch support shoes 
are sweeping the country. 









Nationally advertised. 
Every pair cushioned by air. 





Size up your stock every week from these 
shoes. 


FOR IMMEDIATE SHIPMENT 


LIFE 
WUARD 
RUM 1704.2—Bleck Sved 
Na | 








6823-2—Black Elk 
1823-2—Black Suede 


PLAY SHOES 


PAT. PEND. 





AUDREY 
6721-2—Black Elk 


1721-2—Black Sued 
ack suede 6726-2—Black Elk 


1726-2—Black Suede 

These shoes can be made in all colors in 

elk and all colors in suede, with 4 to 6 
weeks delivery. 









cunt oR ‘ REFUND oe 







All Shoes 12/8 Wedge. 

Long-wearing oak leather soles. G ©" Guaranteed by ® 
Rubber top lift. Black Elk....... 3-75 NET ao —, 
Widths: AA, B, D. Or 4s Abveanst® a> 





Sizes: 3 to 10. 





BEN SAMELSON, 1202 Haas Bidg. Sales Representatives: PHILIP STERN, 4239 College Ave. 
Les Angeles, Calif. - Indianapolis, Ind. 
California, Washington, Oregon Indiana, Illinois 
B. R. BOYLE, 900 éth Ave. AL. A. EPSTEIN, Box 217, Austell, Ga. 
Red Oak, lowa Georgia, Florida, South Carolina, CHAS. STERNBERG, 119 Mills St. 
Iowa. Kansas, Nebraska, Utah, Louisiana, North Carolina, Alabama, Rochester, N. Y. 
Wyoming Tennessee Western Pa., Western a. %. 
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BOX TOE MATERIALS 


HOW LONGINI USES CUSHION CORK 
to add extra resilience to its Life Guard shoe 





sk The drawing above shows how the Longini 
¢* Shoe Manufacturing Company of Cincin- 
nati, Ohio, uses Armstrong’s Cushion Cork® to 
make its Life Guard dress shoe more comfortable. 

In this shoe, Longini uses a %” thick insert 
of Cushion Cork, This insert is cemented into a 
die-cut irsole to cushion the ball of the foot. 
With every step, Cushion Cork provides ex- 
ceptionally resilient support to minimize jarring 
where foot impact is greatest. 

The Armstrong's Cushion Cork used in Life 
Guard shoes is made of resilient cork particles 
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FLEXICORK - FILLERS 


and a sponged synthetic binder. This produces a 
material that is light, springy, and flexible. Be- 
cause it won't harden or mat down, Cushion 
Cork remains effective and provides extra com- 
fort for the entire life of the shoe. 

One-time buyers become regular customers 
when you fit them with shoes that offer Cushion 
Cork comfort. Be sure to explain this extra fea- 
ture. A few steps in the shoes themselves usually 
lead to a wrap-up. Armstrong Cork > 
Company, Shoe Products Dept., 9609 
Arch Street, Lancaster, Pennsylvania. “7 





CUSHION CORK AND FLEXICORK ARE REGISTERED TRADE-MARKS. 


ARMSTRONG’S SHOE PRODUCTS 


ao) 1 aol vl telihilel. 


CUSHION CORK 
















Are You 
Missing 
a Popular 
Seller 


Penrsars you have considered adding another shoe 

; to your line but have been stymied by the all 
important question: “Which style will pay off best?” 
PUT IT UP TO UNITED LAST! 

As humans, we are naturally not infallible but we can 
reduce your margin of chance to the vanishing point. 
United Last men, in addition to creating style leaders, 
are constantly traveling ... watching ... and listening. 
We're at the shows, we’re on the streets and, in our 
“round table” discussions, we continually analyze 
and evaluate trends the country over. 

With today’s closer margins, it is important that all 
shoe lines which can be made and sold profitably 
receive the manufacturer’s serious consideration in 
order to obtain maximum volume from his operations. 
At all times United Last is ready and able to help. 


UNITED LAST COMPANY 


Boston, Massachusetts 
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Here’s How You Can Cash In 
On the National Advertising of 





@ DISPLAY PIECE 


Free cut-out easel-backed figure of “Little Elbee” for 
window and store display. Approximately 18 inches tall. 


@ NEWSPAPER MATS 


Various sizes... write for 
free proof book. 






RADIO SPOTS e 


Typewritten script ready for 
use on your local radio pro- 


gram. 





LAZY-BUNES 


Reg. U. S. Pat. Off. and Canado 


FLEXIBLE SHANK OXFORDS 
The Utmost in Comfort and Quality 
| 


Full page advertisements in color featuring 


famous Lazy-Bones Flexible Shank Unlined *% ig helt | 
Oxfords, currently are reaching more than y LAZT SOS, 





twelve millicn shoe wearers all over the nation 
through Good Housekeeping, Parents’ Maga- 
zine and Seventeen. On this page are shown 
some of the store display material Lazy-Bones 


PP 





Shoemokers supply their dealers FREE—a o 
service that enables dealers to tie in with and (oh Came 
cash in on Lazy-Bones’ hard-hitting national ; 
advertising program. (ent teed, “A Sone 
a ee 
LAZY-BONES DISPLAY CARD 


Easel-backed reproduction of advertisement appearing in 
Good Housekeeping and Parents’ Magazines. 


@ LAZY-BONES DISPLAY CARD 





e DOG HOUSE DISPLAY 


Attractive molded “Dog House” 
display piece—8'” high. 


Easel-backed reproduction of advertisement appearing 
in “Seventeen” Magazine. 







CUT-OUT SHOE INSERT e 


Miniature cut-out of “Little Elbee” 
for insertion in shoe. Space avail- 
able for inclusion of price. 


PRICE TAGS 


Attractive two-color, 
third-dimensional price 
tickets to be attached to 
shoes. 





If you haven't received your kit of the above sales-making material—or if you 
need an additional! supply—write us today. It will come to you without charge. 


THE LAZY-BONES SHOEMAKERS 


Division of 
THE JUVENILE SHOE CORPORATION OF AMERICA 
10th Fleer Shell Building - St. Louis 3, Me. JS 9022 
13 
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How NEOLITE SOLES 


a more stylish shoe... a more comfortable shoe 














RARER OI Memeo 











@ Flexible... need no breaking-in. 
® Light in weight . . . hold the shoe in shape. 
® Damp-proof . . . don’t burn the feet. 


@ Preserve the smart, flattering lines. 
@ Add extra daintiness at the instep. 
@ Enhance the beauty of edge and bottom finish. 





MARK 
THIS MARK! 








Without this name 
it’s not the same! 
Insist on genuine 


NEOLITE! 









i you feature NEOLITE Soles 
on your lines, you don’t sell just 
shoes. You sell style . . . wear . . . com- 
fort . . . economy! 


No wonder more and more people 
are asking for shoes with NEOLITE 
Soles. No wonder 30,000,000 satisfied 


users now step on NEOLITE. 


Your selling job is made easier by 
the biggest, strongest advertising cam- 
paign ever put behind any brand of 
shoe product. Month after month, full- 


color, full-page ads in Life Magazine 
tell 26,000,000 readers about NEOLITE 
for the whole family! Week after week. 
on leading radio stations across the 
country, 50,000,000 name-building 
messages pre-sell listeners on NEOLITE 
as an improvement over leather for dress 
shoes . . . street shoes . . . play shoes! 
- »@ -*& 

Let NEOLITE show you the way to 
bigger sales. Always specify genuine 
NEOLITE Soles—and look forward to 
a sounder, more profitable future. 
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can make your shoe: 


..@ more economical shoe ...a more salable shoe! 











® Outwear leather over 2 to 1. ® World's best advertised shoe product. 
® Save on shoe repair bills. ® High public acceptance and demand. 
® Prolong the life of the shoe. ® Worn by 30,000,000 people. 





MEOLITE. AN ELASTOMER-RESIN BLEND. T. M—THE GOODYEAR TIRE &@ RUSSER COMPANY 


Make any shoe a Better Shoe! 
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““Look-a-likes’’—shoes of identical design by 
Belleville—hit the mark with your father 
and son customers. 


You see, matching pairs by Belleville are made 
in two size runs: boys’ (1 to 6) and men’s 

(6 to 12). The boys’ size run is made over 
separate and special lasts from the men’s. This 
means greater fitting accuracy. 


To Belleville’s exactness of fit, exceptional 
comfort, and rugged construction ...add a full 
measure of guality—uniform, dependable, 
established quality. That’s the Belleville formula 
for sales success—tested and proved by three 
generations of Belleville customers. 


Belleville Shoes retail profitably in the $5.50 
to $9.95 retail price range. For further 
particulars, just drop us a line. 





©. 


BELLEVILLE SHOES — 
NATIONALLY ADVERTISED in 
September SPORT and 

OPEN ROAD for BOYS 










“22s 025222255 Style No. 7668, Style No. 4668, 
Men’s Last, = Boys’ Last, 
Sizes6to12 ||. ‘Wes Sizes 1 to 6 







BELLEVILLE SHOE MFG. CO., BELLEVILLE, ILLINOIS 
New England Distributor: KREIDER-CREVELING SHOE CO., 602 Atlantic Avenue » Boston 10, Mass. 


BUYERS KNOW: “BELLEVILLE SHOES ARE HONEST SHOES” 
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shoes- sell easier 



























































with soles= by. 







































































More sole satisfaction in 








Wear, Comfort and Style! 








Yes, shoes do sell easier 








— with Soles by Rajah. 


Rajah | Fine Soles for Fine Shoes 


Pat. OFF. 





ALFRED HALE RUBBER COMPANY. NORTH QUINCY 71. MASS 
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VALUE is the key word to retail 

shoe volume these days. Which means that 
Tarsal-Treds, with their superb styling, 
custom-fitting features and moderate prices are 
your best buy. A complete line in every 

way, Tarsal-Treds are nationally advertised 
and backed by prompt in-stock service. 
AAA-EEE 4/11. Order now—give your Fall 


sales a real lift! 


VERNA 


THE H. C. GODMAN COMPANY ° COLUMBUS 16, OHIO 





Any recognized work shoe manuiacturer can 
furnish your work shoes with genuine Barbour 
Stormwelt — plus the extra selling power of 
Stormwelt tags and the Stormwelt promotional 


Work Shoes sell more easily . . . in 
larger volume . . . at a better profit... 
when you promote them as 


“WEATHERSTRIPPED” 


rN with Genuine 
BAR 


BOUR \ 


PATENTED 


= 
Wear 
“WEATHER STRIPPED” 


Wark Shoes 


for WBAVY DUTY o.us Comrort 


RBOUR 


Normal 


stati. clit; Mitt: anhalt Swi el 


Qrrndts “‘Weatherstrips”’ 
Qreondts Holds The Shape 
Qyenndss Styles The Edge 


BARBOUR WELTING COMPANY, Brockton 66, Mass., U.S.A. 


penis Sc 


The SOLID LEATHER STRIP that 
STYLES as it ““WEATHERSTRIPS”’ 
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A NEW MOCCASIN- TYPE OXFORD 


/\ with hand-sewn vamp 


Added to Edwin Clapp’s unparalleled details of fine shoemaking, 
the hand-sewn vamp of this full leather lined shoe is the exact 


; ; > 
style touch that creates a new and exclusive oxford for men who 


wisely prefer 


“AMERICA’S FINEST SHOES FOR MEN” 


Cdluin legge Sthoes 


EDWIN CLAPP & SON, INC., EAST WEYMOUTH, MASSACHUSETTS 


aes 





messy chore of putting on and taking 


_ off rubbers all day long is gone. 
_ ETONIC All-Weather Shoes keep feet 
dry without rubbers— it’s as simple as 
that! And as health authorities recog- 
mize, dry feet mean maximum protection 
against colds! 
ETONICS for sure fire profits. 


MAIL THIS COUPON TODAY! 


CHARLES A. EATON COMPANY 
Brockton 64, Mass. 


Please send me details on Etonic A/l- 
Weather Shoes, “Big 4” Dealer Profit 
Plan and Automatic Re-Sizing. 


Store 
Buyes 


Addres; 


FOR THE FIRST TIME... 


A REVOLUTIONARY NEW KIND OF 
LEATHER SHOE... 
WATERPROOF-VULCANIZED TO... 


Yes—sensational new All-Weather Etonics give you something abso- 
lutely different to sell in quality men’s shoes. Literally, there are no other 


_ Shoes like them in America. And they're available in America’s largest 


In-Stock range of styles, sizes and widths! No matter what your custom- 
er wants in shoes, Etonic makes it—‘‘Double Weather-Sealed’’*! 


peel slay Ley as : 
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All In-Stock 


| ETONIC'S ENTIRE LINE 
iS NOW “DOUBLE 
WEATHER-SEALED” ! * 


KEEP FEET DRY WITHOUT RUBBERS! 


ETONICS ARE 


 Amertea’ 2 Only 


“‘DOUBLE 
WEATHER-SEALED ‘’* 


3700 
One of 8 Fu 
leather-Llined, 
Double Weother- 


Sealed* Styles 


The ‘Roya! Guard”, 
“Double 
Wecther-Sealed 


THIS 
WARRANTY SEAL, 
Symbol of Master 

Shoe- Making 
Quality, is at- 


tached to every 





pair of Etonic 
All-Wecther 


THE FIRST BASIC CHANGE IN MEN’S SHOES IN TWO DECADES! 
They’re America’s biggest shoe news today ~ Double Weather-Sealed*” 
Etonics! Leather soles and sole seams are waterproof-vulcanized by an 
exclusive process. A full-length rubber “gasket” midsole keeps water 
from soaking up through inner sole. On wet pavements, in country 
mud, water stays out, feet stay dry without rubbers. Yet you get fastayo 
exclusive Etonic features at no extra cost! sy / *PAT. PEND 


Ee) 


| Retail, Most Styles : 


ETONIC “2 


Nationally Advertised 


MADE IN THE BOOTSHOP OF CHARLES A. EATON, BROCKTON, MASS. — Fine Bootmakers Since 1876 e 
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GERBERICHS' pring The Best In Boys Shoes 


To The BROADEST SHOE MARKET In America 

















GERBERICH Dealers "get them young" with exactly the styles they want and with 
just the Quality that makes friends of parents too. Yes, the Gerberich line is a long 
line in both styles and sizes. Each pattern is suited to its own size range. Starting 
with Youths 12!/2-3, this comprehensive size run takes them straight through Boys 1-6 
and Big Boys 6!/-11 keeping a continuous selling contact until they graduate into 
your men's department. Gerberichs' Quality builds satisfaction and assures repeat 
business all the way. No wonder Gerberichs continue to be “America's most popular 


line of boys shoes" with consumer and dealer alike. 


YOUTHS 
12'/-3 


BOYS 


1-6 


BIG BOYS 


6!/>-1 | 








fad 
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GERBERICH- 
_ PAYNE SHOE CO. 


Pay A 


Poll-Parrot’s 


powerful, new 
advertising 

helps you sell . 
more shoes! | ; an 


4 Wy ™ 
[tes 
af we: : 
GH FA! ate 3 











VISION SHOW 


C/NETWORK EVERY WEDNESDAY, 5:45-6:00 P.M.! 


(EASTERN DAYUGHT SAVING TIME) 









It’s a scoop! Poll-Parrot is the first children’s shoe brand to use network television. 
The HOWDY DOODY show is tops in video... it won the 1949 Peabody Award 
as the outstanding children’s program in either radio or television! Beginning August 
17th, this famous variety-puppet show will sell Poll Parrot shoes for dealers in every 
city covered by the NBC television network. Every Wednesday, thousands of children 
and their mothers will be exposed to Poll-Parrot’s Pre-Tested selling story. But that’s 
not all... Poll Parrot advertising also includes national magazines and newspapers, 





all through the year! When you sell Poll Parrot shoes . . . Poll Parrot helps you sell them! 


Let Bower DOOvY help YOU sell— 
Gs 


—PollsParrot 
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AND STAR:BRAND SHOES FOR BOYS AND GIRLS 


Robe rts, lohnson ea Rand DIVISION OF INTERWATIONAL SHOE COMPANY > ST (OUIS 3 MO 
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Youll be ahead weaiti 
“till October ~ age 


to see new 
1950 Kedettes 


The original colorful casuals that wash! 






Who invented this American playshoe idea? 
Kedettes! It’s over 10 years since we started 
this vogue for easy-walking, easy-on-the-eyes, 
fast selling leisure shoes! 


KEDETTES are still first in this field! 


a ee a ets ae 


® First in styling for foot 
flattery. New Kedettes, 


* First in popularity with 
well-dressed millions of 
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FEATURE KEDETTES! 
It Pays, because Kedettes 
Profits are Plus Profits 


women. Kedettes in your 
window bring customers 
into your store. 


® First in craftsmanship of 
making better volume-sell- 
ing shoes. Kedettes are 
Quality Controlled, from 
fabrics to finished shoes. 


| & UNITED STATES 


every year, are just what 
women want! Colors keyed 
to best fashion knowledge. 


® First for Washability — 
all fabrics are especially 
fast-color dyed. Soles won’t 
come off, because of special 
patented soling methods. 
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See 


beg 2 rs 
<a aD AP DR Dk Ss eh aa 


Again in 1950 | 
it will pay you 
to — 


HERE IS THE FAMOUS KEDETTES 
RE-SALE PLAN 


To help boost your profit figures with 
these famous play shoes 


A National Advertising in 4-colors will 
be seen and noted by women in National 
Magazines. The name Kedettes means style 
and value, economically priced. 


B Displays—attractive counter, depart- 
mental, and Window set-ups instantly iden- 
tify your store as Kedettes headquarters. 


C Free dealer mats. They're based on 
national advertising with lively copy and 
smart illustrations. 


D Spot Radio announcements—all ready 
to hand over to your station announcer. 


E Kedettes Salesmen have re-sale helps, 
will pian salesperson forums. Ask to see 
Evidence. 


EXTRA SALES FOR SPECIALTY STORES 


When a customer buys Kedettes, it’s easy 
to make ensemble sales with other acces- 
sories. Kedettes are styled to harmonize. 


ESIRUBBER COMPANY . ROCKEFELLER CENTER + NEW YORK 


September 15, 1949 
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Retail Price 
$9.95 to $13.95 
Some " Mello-Strides” 
Slightly Higher 


Fitting stool acceptance . . . built on quality leathers, 






MATIOMALLY ABVERTISED IN SATURDAY - 
EVENING POST, ESQUIRE, LOOK, LIFE. ANB SPORT 







expert design, honest craftsmanship, the exclusive 
“Mello-Stride” feature . . . the John C. Roberts Shoe 
has it! You give yourself the full benefit of this forceful 
sales factor plus the big pre-selling power of large-scale 
national advertising when you sell the John C. Roberts 





Shoe. Then, too, there’s a comprehensive dealer adver- 
tising program and an in-stock immediate delivery service 


to help you. See our representative, or write us. 


el 
FRIEDMAN-SHELBY DIVISION: INTERNATIONAL SHOE COMPANY - ST. LOUIS 3, MO. 


NEW YORK OFFICE: 551-553-555 MARBRIDGE BUILDING 
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for the 


right 





style 





at the 






BACK STAGE... Ballet in black 
Elk or Genuine black Suede. 
M4to9...2.00. Also in black 
electrostatic Suede... .. 1.50 











right 





time! 

















a NOB fe step is 
































A LU Years of experience in the 
——F*—FN field have provided a keen 
TN I ability to select “hot’’ styles 
| again and again! Turn this 
“know-how” into greater shoe 
sales for your store . . . whether you sell 
sports, casuals, dress shoes, correctives, 
or all four. And we offer a convenient “in-stock” 
service to every dealer. Write today for 
literature on other Flite-Step sales-making styles. 





EL PASO . . . Moccasin in antiqued 
black, burgundy or brown Elk. 
PEED os wae SS ose 2.75 


IDEAL SHOE COMPANY e Cor. 4th & ARCH STS. e PHILADELPHIA 6, PA. 
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“BY MACHINE 


BY HAND 
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..these olip Lasting = «ie 
Cements Apply Easily 
Adhere Beite! * 


Users tell us that they look for dependability 







above all other features in cements for slip last- 





ing .. . and that is what they obtain with these 

job-tested adhesives! When new or special 

cementing problems arise, ask the United man 3 Favorite Latex Type Cements 

to demonstrate the cements available for that for Sock Linings, Platforms, and Covers 

operation so that you can select the particular e Be Be Tex 860 — Applied three ways. Heavy 
: . ; ; viscosity. Strong bond. Good drying time without 

cement which will best suit your production heat or can be force dried. Overnight tack. 

conditions. e Be Be Tex 861 —A recent addition. Heavy vis- 


cosity. Strong bond. Good drying time without 


heat — can be force dried and remains extremely 
Be Be Bond ee 


e Be Be Tex 819 — Medium heavy. Strong bond. 


Be Be lex Cements Dries fast. Overnight tack except when force dried. 


Products of B B Chemical Co. 











UNITED SHOE MACHINERY CORPORATION, BOSTON, MASSACHUSETTS 
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TYER’S 


COWBOY BOOT 


Sure to he 
of the Winter Season 










The younger generation has found cowboy boots irresistible 
and for them Tyer has gone the limit in copying the real 
Western ranch style in rubber. Mothers like them too, because 
the children wear them gladly and because they’re easy to 
put on or take off. 


Cash in orf the cowboy craze with a real cowboy style. 





NOTICE the harmless all-rubber spur. NOTICE the double pull-on straps. 
NOTICE the cut of the top and the high vamp-—just like a real cowboy 
boot. NOTICE the fine detail, the foxing, the crepe-type sole. Made with 
a white leg trimmed with red or a beige leg trimmed with cordovan. 


8025 Misses’ Cowboy, White leg with Red 8026 Child’s Cowboy, White leg with Red 


trim, sizes 12 to 4 trim, sizes 5 to 12 
8225 Little Boys’ and Misses’ Cowboy, Beige 8226 Child’s Cowboy, Beige leg with 
leg with Cordovan trim, sizes 12 to 4 Cordovan trim, sizes 5 to 12 


Whole sizes only 





RUBBER COM PAN Y 
Audouer, Massachusetts 


UW. S. 4. 


Branch: 159 Duane St., N. Y. C. 
Sales Offices: 189 W. Madison St., Chicago - J. L. Loftus, 620 S. Manhattan St., Los Angeles 
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Other Famous 
BRAND NAME SOLES 
of the Gro-Cord Family 


All four soles, shown below, are business 

Soled Shoes Mean builders. You can absolutely rely upon these 
Brand Name soles to give your customers, old 

and new, complete satisfaction; and you know 

MORE PROFITS ! ! what that means to your shoe business. Nearly 


every leading manufacturer can supply you 
Here is a sole thai makes every customer “foot with shoes having these famous Brand Name 
soles. Order NOW and watch your sales 


happy;” that increases the number of times the 
volume GO UP! 


cash register rings each day. 
When you stock GRO-CORK soled shoes you have 


all of these sales features: Flexibility; Shock Absorp- a) 
CORD-ON-END 


tion, Light Weight, Long Wear, Slip Resistance, 
Two times best by octual test. 


Insulation against heat and cold, Waterproof, Non- scien the genuine, orignal : 
Marking, and they won't pick up metal chips. longer ‘wan, ipsa 


There exists a gigantic market of adults and pace rer Mapa cork brown 








youngsters! Shoes with the famous GRO-CORK soles 
will more than satisfy the needs of this vast market! NEO-CORD 

The finest industrial sole made 
Start getting your share of that market now by today. Seest cord and Daten 
specifying shoes with GRO-CORK soles. GRO- proaece o scl, that a 


acids, heot and is slip resistant. 


CORK soles are GRO 


made of pure rub- 





: RAW-CORD 
ber impregnated A RPS as 
3 eat priced cord 
with cork. construction Shown in 
Ss Oo L E s style . ” 3002" ‘brown (non- 
marking), 3001 biack. Also 


ovailable in style 3052 brown 
(non-marking), and 3051 black. 
Real profit makers! 


KING “B” 


Sportsmen, everywhere, unani- 
mously oN ore 
eS ee cotton af ah 





Excivsive monvfacturers of official Boy Scout soles in the 
United States and Canada 





FREE Sales Helps for You 
Use the smart looking, two-color folders as hand-out 
pieces or stuffers to be sent out with your invoices. 

Display shoes to an advantage with an attractive, G R O- c a R 4 R us & 8 E R .< 8 , 
attention-getting easel. Occupies small space. Made LIMA, OHIO 
for NEO-CORD, GRO-CORK or GRO-CORD. The 


latter is available in sizes to accommodate men’s or 
boys’ shoes. Send for yours today. 











Canedion Picnt: 
GRO-CORD RUBBER CO. of CANADA, LTD. 
Tillsonburg, Ontario 


, 
Want to Save 7% to 9 


? 
per pair on heels: 


iIt-Up-Heels 
& Fibre Built-Up 

. = , ify Leather 

wey Ee 








of According to some *Uthorities on 
TEuments in foot health. the built-up leathe, hee} 
More built-up leathe; heels, is resilient 4nd the Te is 
aside from the obvious one that they 8irls ang Wo, 
oe ‘ j 
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made 
ed” The 


ENGINEERS D RESEARCH 
LABORAT TORIES: Glenville Conn.— 
— Glenville, 

burgh, N. Y 


New 
ions * Westerly. R. |. 


Shoes [ 


mensely popular slippers are made of 
American elt Company y's x UPERIOR 
line of slippet felts, PT ced in colors so 
bright and true and fa 

to come directly from 

own paint pox...Once e again it is prov 
that American Felt is for American feet! 


GENERAL OE avi OFFICES: © - Glen- 


ville ® Road, Glenv! 
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Whether you make 
or sell shoes 
consider these 


Steps 
Getter Edge 
Ma king ! 


Well-made edges are one of the im- 


portant details that improve shoe ap- 





pearance. Edges with a well-defined 
profile . . « edges that are smooth, 
solid and rich in tone, complement the 


color and style of the upper. 


The three machines shown each con- 
tribute to better edge making. Each 
assures a higher level of machine 
performance. Each requires far less 
effort by the operator. Together they 
become a highly effective unit for the 
steady production of attractive edges. 
For complete details, contact the near- 


est United branch office. 








G/C Edge Trimming Machine — Model L 


Siaoother, highly accurate edge trimming at con- 
siderable time-savings over earlier equipment is 
assured by this high-speed machine. It makes pos- 
sible great accuracy while requiring less skill, as 
proved in hundreds of installations. Freedom from 
vibration is attained by improved design of the 
entire shaft assembly with superior bearings . . . 
better lubrication . . . frequency-changer motors 


and no reciprocating parts. 
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This machine offers for the first time superior 
mechanical inking of attached sole edges. The 
controlled ink flow results in more uniform inking 
and better finished edges. Results in greater clean- 
liness, too, with savings in the Bottoming, Treeing 
and Packing Rooms. Look for these advantages 
over hand work, particularly on women’s close edge 
styles where the machine makes possible substan- 


tially more volume. 





G/T Sole Edge Inking Machine—Model A (6/C Twin Edge Setting Machine — Model F 


This new machine is smoother 3 WAYS— in op- 
eration, in appearance and in the edge it produces. 
The iron makes 5600 strokes per minute—2200 
more than preceding models and the shorter stroke 
greatly reduces vibration. Sets better edges more 
rapidly and with minimum operator effort and fatigue. 
Has balancing system for quiet operation. Either side 
of the machine can be shut off when not in use, thus 


reducing wear, maintenance and power consumption. 
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Kahle, W. P., Footwear Co. 
Kay Karzmar Casuals 
Kline, H. J. 

Knights-Allen Co., Inc. 
Kramer, Martin, Shoe Co. 
Lamont Footwear Co. 
Little Folks Footwear Co. 
Maley, Svlvia 













WHEN IN CHICAGO 2, : 
VISIT OUR TENANTS: AA O— 


Advance Woolskin Shoe Co. 


American Footwear 
American Maid Footwear Co. 
B & M Shoe Corp. 

















Manistee Shoe Mfg. Co. 
Miller Shoe Co. 
Minnetonka Moccasin Co., Inc. 































































































Becker, Walter H. \ Moberg Bros. 
Bendheim, Sol KISS Moncey Products Corp. 
Boot & Shoe Recorder * ., Mondl Mfg. Co., Inc. 
Bowen, Barney %» a Monroe Footwear Co. 
Carolyn Shoe Co. / Ai |S = < Mooercraft, Inc. 
Chapman, Julian H. y 4a ™ ® Moore, Joseph 
Chicagoland Footwear y Y ~~ N ie Municipal Shoe Co. 
Conformal Shoe Co. \ if j Nie) Si Northern Footwear Co. 
Consolidated Slipper Corp. ty VA ri ™ 5 4 NS Nurse Shoe Co. 
Cossack Bootees, Inc. : Ws y SETUPS NN O’Connor & Goldberg 
Del Rey Footwear Co. AL AV | SAOSIN Patterson, Warren D. 
Desco Shoe Corp. f A j A II SSMS # Peth, Chas. L. 
Dodd, Dorothy, Shoe Co. f 44 | ime IN 7 ~ IN Sik Porto Rico Shoe & Leather Corp. 
eames Meounaer Otte 04 MASI INSIBIS  Rattenberg, ML 
Empire Specialty Footwear Co. J Aik y} SS Ws TT]K Red Goose Shoes 
Engquist, Howard J.. Sr. & Je. f Wy ft ~ 4 Nig R Dr. Reed Cushion Shoes 
Enna Jettick Shoes, Inc. B4 g? Vi ~ \l/S&{ Renee Footwear Co. 
a = Son oa - ( 4 y ‘i Sis ~ Lf nig ag gal Co. 
eltman urme Shoe Co. 1 AC AE IP) RS S ex oe Corp. 
Foss, Allen A. f Vi Z\ A: SIs ~\< Roberts, John C., Shoes 
Franzen Shoe & Slipper Co. 47 a ||_ = ia Ross Slipper Co. 
Friedman, I. | Li A Ai ae YW WANK Saco-Moc Shoe Corp. 
Friedman Shelby Shoe Co. Div. ‘ iy Ar rl % S Sia Sawyer Moccasin Co. 
~‘ey “tage “ Shoe Co. A if (| SJE UL = — = Co. 
ary, Fre ; Z| iim Poa ta oe Co. 
Gerbo Slipper Co. fl f Aa ssi]! | F Starlet Footwear Corp. 
Greene-Crescent Slipper Co. Biz f Bb: on | Wl Sie | Sterling, R. E. 
Heel Hugger Shoes pe 2 ts a F Sun Valley Boot Co. 
Higham, M. S. A STI] SS AJE] 49 Swan Shoe Co., Inc. 
Hi-Grade Footwear ! >= stale |L Todd’s Reliable Product 
Hollywood Shoe Co. i TAYE] ~~ s Vinciguerra, C. 
International Shoe Co. ' x Walker, E. J. 
International Shoe Co., Hide Div. ——S _—s« Walker, G. F. 
Jones, Maurice H. ii Walker, Grace, Shoes 
Wax, Simon B. 
LL - Wendt, Fred H. 
Ti, , oe Wingstep Shoe Co. 
US bMS PAS e 
REPU meet «HOME OF THE CHICAGO SHOE CLUB 
ae © « 
FEYWrY { PPE, For Information on Building and 
g ‘ L & UK ly ts SA ae. 4 g 
Sa GF D I N G ly ; a Offices, Please Write or Phone 


STATE & ADAMS i TL ICAA CHAS. 6. LINDEMANN 


tee! CORDON STRONG & C0. 
ONE HALF BLOCK FROM 209 S. STATE STREET 
THE PALMER HOUSE HArrison 7-819! 
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OT SELLING INSULE IN HISTOR 


Now Available in White, Black, Brown, 


Red, Green and Gray for Open 
Toe and Open Heel Shoes! .« 


MIRACLE 
OF WALKING 
EASE! 


Feather-light .. . 
Soft as the 

softest sponge. 
Washable. 


LIKE WALKING 
ON PILLOWS! 


Millions of Tiny 
Air Bubbles 


wo" 


GRAY 
cen 


















MADE OF 
LATEX FOAM 


60¢ Makes Any Shoe An AIR-CUSHIONED Shoe 


Relieves Painful Callouses, Tenderness, Burning 
Feeling ... Gives Foot a Soft Bed to Rest Upon, 
Eases Pressure on Nerves in Soles of Feet... 


Cushions Sore Heels. Keeps Feet Cool 
in Summer, Warm in Winter. 


Not since the introduction of Dr. Scholl’s 
Foot-Eazer 45 years ago has anything for 
cushioning the feet proved as sensational a 
seller as the new Dr. Scholl’s AIR-PILLO 
INSOLES for men and women! 


Made of feather-light, washable, sanitary 
Latex Foam, this sell-on-sight Insole is now 
available in 6 colors for wear in open heel 
and pen toe shoes — White, Red, Black, 
Brown, Gray and Green. 

Dr. Scholl’s AIR-PILLO INSOLES in- 
stantly convert all shoes into air-insulated, 
air-ventilated, air-cushioned shoes; give the 
wearer glorious pillow-like walking ease. 
Wonderful, too, for relieving minor pains, 
cramps, callouses, burning and tenderness 
on bottom of the feet. 
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NATIONALLY 
ADVERTISED 


In THE SATURDAY 
EVENING POST... 


LIFE 


LADIES’ HOME 
JOURNAL 
AMERICAN 
WEEKLY 


And In Other 
Publications 








Many Dealers Are Buying In Gross Lots! 
You never featured a specialty for the feet with such a 
universal appeal to women and men alike as Dr. Scholl’s 
AIR-PILLO INSOLES. Just slip a pair into a customer’s 


shoes and the sale is invariably made. 


Big Value, Big Profit At 60¢ Pair! 
Dr. Scholl’s AIR-PILLO INSOLES retail 
at 60¢ pair; wholesale, $4.80 dozen. Sizes, 
Women’s, 3 to 10; Men’s, 6 to 13. White, 
packed 3 dozen assorted sizes of men’s and 
women’s, in Display Container. 

Wide Style For Men's Work Shoes 
Sizes 6 to 13. Retail, 75¢ pair. Wholesale, 
$6.00 dozen. 

Get In On This Sales Bonanza NOW! 
A trial order will convince you that Dr. 
Scholl’s AIR-PILLO INSOLE is one of the 
hottest sellers ever produced. Let us have 
your order NOW! 


THE SCHOLL MFG. CO., INC. 


213 West Schiller Street, Chicage 10, Ill. 
62 West 14th Street, New York 11. N. Y. 
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Not all of them, of course. But all who come to your store after reading their Ladies’ Home Journal. Beginning 
this month, a series of ads in this great magazine will explain to its five and a half million women readers the 
advantages of “Lastex” yarn woven into the linings of shoes. These ads will make every woman who has ever 
suffered a pinched toe, cut instep, gapping shoe, or floundering heel—yearn for, ask for, insist upon Lastex 


in her shoes. All you have to do is provide yourself now with an ample stock of the new shoe styles made with 


Lasky ...the miracle yarn that makes things fit 
Gap U6 Pt Om 


an elastic yarn manufactured exclusively by 
UNITED STATES RUBBER COM PAN Y « 1230 Avenue of the Americas, New York 20, N.Y. 
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for you, too, there’s 


Tue S Sip ta Ttott —_—s 


the only... the original 
Cushion Foundation Shoes for Children 





You sell new SAFETY, COMFORT and FIT exclu- 
sive in Storybook Cushion Foundation Shoes 

. .at budget-wise prices. You sell a line backed 
by national advertising in Parents’ and Ladies’ 
Home Journal, two of the most potent middle 
market magazines. You make FASTER SALES, 
BIGGER PROFITS, with this complete tot- ec 
through-preteen line, soundly made, sensibly fe 
priced. Write today for a representative to 
give you all the facts. IVES ACTIVE ARCHES 


95 95 GENTLE SUPPORT 


THRIFTY 











These springy cushions 
sell Storybooks instantly! 


USHIONS HEELS FROM 
JUMPS AND JOLTS 




















STORYBOOK SHOE COMPANY » DIVISION OF GENERAL SHOE CORPORATION ' NASHVILLE 1, TENNESSEE 
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INVITE YOUR CUSTOMER to look for the 
NORZON ® fobric trodemark which “glows” 
right through the shoe under X-Ray light. 


For your protection... Mr. Retailer... and for your 
Customer's sake ... make the X-Ray test on receipt 
of every shipment of NORZON Shoes. 


History-making, fast-selling NORZON, naturally has its imi- 
tators. People like to climb aboard a popular band-wagon! 
In fact, some manufacturers have even substituted other 
material when “genuine NORZON fabric” was specified in 


retailers’ orders. 


To prevent substitution and eliminate all guesswork, we the 
makers of NORZON have devised new, positive proof that 
tells at-a-glance whether you and your customers are getting 
what you paid for... “genuine NORZON fabric”. Specify 
‘genuine NORZON fabric” in your orders to your manu- 
facturer. Check each shipment by X-Ray. This way you and 
your customers can be certain that you're getting your money's 


worth . . . There is only one NORZON fabric. 


THIS IS WHAT YOU SEE! The NORZON ® 

fobric trodemork hos been imprinted on For newest NORZON color samples write to our sole 
ocie-cars igo.“ naaamaatatl distributor of NORZON fabric, Phillips-Premicr Corp 
ment visible under X-Roy! 


( PATENT PENDING ) 186 South Street, Boston, Massachusetts 


— 
 NORZON is the registered trodemork of Behr-Monning Corporation 
for its electrocested pile fabric. 


BEHR-MANNING ©» #f Soren comm» TROY, NEW YORK 
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370—Wine-Glo 
Tomahawk 
Monk Strap 
Loafer 


NEW SPECIALLY DESIGNED 
LOAFER LAST 


wit Glove Wt 


Now you can cash in on the terrific popularity 



















of juvenile loafers — and not worry about cus- 

tomer dissatisfaction. RUGGIES bring you the 
newest, most advanced, most improved last. 
Brand new pattern. Brand new wood. 
Thoroughly tested and tried. 
Makes loafers fit like a glove. 
Believe it or not — you'll need 


441—Wine-Glo Tomahawk 
2-Strap Loafer 

440—Brown Tomahawk 
2-Strap Loafer 


a shoe horn to slip ‘em on. And 
how they hug the foot. 


For more information on the 
nation's outstanding com- 
plete juvenile welt line 
— at popular prices" 
— write for our free 
catalog at once. 


447—Wine-Glo 
Tomahawk 
Loafer 

448—Brown Toma- 
hawk Loafer 


NEW YORK OFFICE 
Room 1059 Marbridge Bidg. 
47 W. 34th St., N.Y.C. 


For misses and growing girls 
Sizes 12'/2-3 and 3!/2-11 
All Widths. In Stock 





New England Distributor: KREIDER CREVELING SHOE CO. — 602 Atlantic Ave., Boston 10, Mass. 


KREIDER’S SONS ===:=::: 


= MANUFACTURING COMPANY Palmyra, Penna. 
















ITHCO 


at 4 un torn boot 











Quality Leather 
top for comfort 


and light weight + KR Handsome 


Electrified 
Shearling Cuff 









Water- Tight! 
Vulcanized {— Easy to get into— 
Rubber Shell -} with heavy-duty 
2v2" high zipper 
Completely 
Shearling Lined 
Made to fit for warmth 
various heights A 
of heel Made in Black 


or Brown 


Here's the finest, most practical, Storm Boot to date—completely lined with 
shearling, and with a vulcanized rubber shell and high quality leather uppers. 
The water-tight rubber shell is 21/4” high. 

This is the first truly weather-tight, leather-topped boot, and it is made by 
an established company that has been making shearling lined footwear for over 
50 years, and who originaied the Storm Boot. 

For a reliable source for your storm boot requirements—depend on Athco. 
Send in your order today. Sizes 3-10, Brown and Black: 


Ideal as a spectator boot to be worn at football games and all outdoor 


ATHLETIC SHOE COMPANY 


924 North Marshfield Avenue Chicago 22, Ill. 


MAKERS OF SHEARLING LINED FOOTWEAR AND A COMPLETE LINE OF ATHLETIC SHOES 
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DANCE PARADE 


RIGHT: 
Black Colt 
Flexible Sole. 
Leg 4 


¢5101 Black Leather 
5201 White Leathg 
5501 White 
Dyeable * 

3/2-9 Mis 12/o-3 $2.35 





































¢5102 Black Le 04 Grolfing Girls’ LEFT: 

¢5202 White © 5304 Big Suede Soft, All-Leather Ballerinas for 

©5502 White 3/2 $2.45 Street or Indoor Wear. Faille 

Medium ang A Mediungfend Slirns Lined. Non-Skid Sueded Sole. 
Cushion Heel Seat. Leather Sock 


Lining. 
3!/2-9 ©5302 White Colt 
° 5405 Black Suede 
* 5605 Cherry Red Leather 
5503 White Satin 
©5402 Black Colt 


THERE’S A WWhirkor FOR EVERY DANCING@/NEED / 
ARETE Sea 
HAND MADE AND HAND LASTEL 


Colt with 





MWMERICA is on g 
bu can capi 
Bales ag 
dang 


Genuine Patent Leather 






Cleated Heel 
©5603 11-3 Youths $3.00 : 
©5604 3!/2-6 Boys $3.75 White Elk. Cleated Heel. 


©5203 Child's Patent 8'/2-12 
©5206 Child's White Elk 


©5204 Misses’ Pate 
¢5207 Misses’ White 
LIVERY ©5205 Growing Girls’ Pg 


PACKED IN OUR ©5208 Growing Girls’ 
ee Showing Complete Medium and ne : 


ATTRACTIVE Line of Slippers and Casuals Lip Taps included with order. 
WHIRLER BOXES NATIONALLY ADVERTISED 


DISPLAY MATERIAL AND MATS ON REQUEST 





Medium Widths 
Lip Taps included with order. 














if 


Ate fik $3.00 





FJootucar COMPANY, INC. 


158 DUANE STREET, NEW YORK 13, N. Y. 
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FIRM “FOOTING” ror BETTER BUSINESS 


onco New Cushion Welt Insole for Goodyear Welt Construction 
Spells Better Shoes... Lowered Costs... More Profits for You 
Also Available for Cemented Rib Process 










Onco channeled insole 
with lip set 








Onco 
channeled 







insole 





Onco channeled insole, 
completely fitted, 
ready for the shoe 






You're on firm ground when you sell quality. And with this 





revolutionary new Onco Insole you'll make better shoes... 










footwear packed with sales appeal. 





ieek inte h—and you find This new insole .. . latest Brown Company “first”, 


Perfect uniformity of iron caliper. . . 
Uniform flexibility. E Seat be lets customers walk on air . . . provides 
sole is identical. resiliency that gives new spring and zip to the 


Exceptional strength of channeled 


rib—for accuracy and permanence step ...new deep-down wearing ease next to 


- Cie ea ee the foot. Shoes need no breaking in. Customers enjoy “old shoe” 
Insole rib is extra-firm, for better side 

lasting and inseam sewing operations. comfort from the first . . . cushion comfort and flexibility never 
Uniformity and improvement of foot before available in genuine Goodyear Welt Construction. 


surface appearance—high scuff resis- 
tance for the life of the shoe. 


Wili not crack, harden or be affected 
by foot perspiration. shoemaking operation! Your regular Goodyear equipment channels 


Moulds and conforms perfectly to the tte | 
ot te ei and fits it. Actually, costs are lowered! 


worn, because of OncoComfort Depth. 


Yet, this new Insole development requires not a single extra 


Step out... stay out front in sales. For better business through better 


shoes, specify Onco. You'll “win in a walk!” 








onco 


We ~ 





BROWN COMPANY, 500 Fifth Avenue, New York 18 


46 Boot and Shoe Recorder 














RARE COMFORT 
RICH STYLING — 


THE DOUBLE-APPEAL OF MASSAGICS MAKES REPEAT SALES EASY 













perer tes, 






THE BRIARWOOD 
Model 2233 
Hand-Sewn Vamp 









This famous line also 
sold and advertised 
under the name— 
Porto-Ped 
Air Cushion Shoes. 


WEYENRBERG- 


Long after price is forgotten the comfort remains! That’s why 
Massagics . . . America’s No. 1 Comfort Shoes . . . are also 
first in repeat sales . . . dependable profit-producers for you 
in any competition. Massagic Air Cushion Shoes need only 


to be worn to be appreciated . . . to make an owner your 
friend for life! Famed for foot-ease, these shoes are also ultra- 
smart...eye-stoppers that bring you new customers constantly. 
WEYENBERG SHOE MFG. CO,, Milwaukee 1, Wisconsin 


Backed by year-after-year advertising in SATURDAY EVENING POST © COLLIER’S * ESQUIRE * TRUE 


A Cecabeor ShOC0 
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WHY QORPING' ARCH DEALERS 





&, 
a , 





< IN PINK OR BLUE I. 


. a Ys 


Do at ist Do 


JumpingJack dealers are first - & best} 
From coast to coast hundreds of thausands of these replica 
Jumping-Jack shoe banks are being distributed by wide awake, 
progressive Jumping-Jack dealers—building more sales, 
more friends, and more profits for the months to come. Every 
shoe distinctly imprinted with each dealer's name and address. 








aeYinr—__ ee EN ——_ sean 
FE a ——t(i 


FOR ALL CHILDREN 6 MONTHS TO 4 YEARS 


VAISEY-BRISTOL SHOE COMPANY, a on 
; ROCHESTER 3, NEW YORK 
MIDWEST PLA MONETTY MISSOURI; EASTERN PLANT—SKOWHEGAN MAINE 


Made iin Cana y the Savage Shoe Company Limited Preston Ontario 





aa 
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CRAFTSMANSHIP 





—Pride of Craftsmanship—what has happened 
to it? 


—Was a time when we could point with pride to 
so many articles—not necessarily hand made— 
but put together with great care, precision and 
satisfaction. 


—But today, in our mad acceleration, we seem to 
have lost our skills. Emphasis seems to be on 
quantity—with Quality fighting an up-hill battle. 
We now seem to strive to get the thing made in 


the fastest possible time. . . . 


—wWith the result that the manufactured product 


has lost. some of its intrinsic value. 


—TIn the face of the progressive strides made in the 
various manufacturing and machinery fields, as 
well as the new processes, it would appear that 
there could be a meeting point, where care, pre- 
cision and satisfaction can catch up with greater 
production and speed. 


—-We know there are enough skilled craftsmen in 
all industries to point the way and build up a 
greater appreciation for their product by those 
subtle. almost intangible arts that build quality 
into an article. 


—We need to broaden their number and scope. 


FU Yo 


President 
Boot anv SHoe REcorpEr 
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fall ads 


WILL PRE-SELL 
THOUSANDS IN... 


Lire 
GOOD HOUSEKEEPING 


PARENTS 











VAISEY-BRISTOL SHOE COMPANY INC. 


ROCHESTER 3, NEW YORK 








Tse FLorsHem SHoe Company, Cuicaco 6 Makers of fine shoes for men and women 
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Nig 
N ewsreel a 


The Federal Trade Commission has taken another look at what it terms 
"the concentration of productive facilities" in the United States -— this time 
covering the year 1947. 


As far as the footwear industry is concerned, FTC states in a report 
to Congress that 15 firms in this industry control 57.5 per cent of the net 
capital assets, which places footwear manufacturers in the commission's 
"moderate" concentration group. 

(EDITOR'S NOTE: National Shoe Manufacturers Association, in its weekly NEWS 
BULLETIN, August 26 issue, takes issue with the above classification so far as 
the shoe industry is concerned. The association maintains that the basis of 
classification used by the Commission, namely percentage of net capital assets 
held by three or more firms, may lead to erroneous conclusions. In the case of 
larger shoe manufacturing firms, for example, three companies mentioned in the 
report also own tanneries, one engages quite extensively in retailing, one 
manufactures textiles and two operate rubber plants, all in addition to their 
shoe manufacturing operations. Most of the larger shoe manufacturers own their 
factory buildings while many of the smaller ones do not. "Assuming that the 
Commission is correct in saying that 15 corporations control 57.5 per cent of 
the 'net capital assets' of the industry," NSMA holds that "it does not follow 
that these or any other fifteen firms produce anywhere near 57.5 per cent of the 
total production of shoes.") 


Covering 26 industries, the report places footwear 18th in the listing 
which reveals the extent of control held by the single largest firm in the 
industry, with International Shoe Company controlling 23.6 per cent of the 
industry's total assets. The report further states that an additional "16 per 
cent of the industry's facilities is owned by Endicott—Johnson Corporation, 
bringing the total for the two to some 40 per cent. In contrast to this high 
degree of control by the two leaders, the remaining accounts for relatively small 
proportions of the industry. The next 13 corporations own only 18 per cent of 
the industry's net capital assets, the remaining 42 per cent being spread over 
a large number of small corporations." 


Other firms covered in the FTC's listing are as follows (with per cent 
of control): Brown Shoe Co., 3.8; General Shoe Corp., 3.4; Florsheim Shoe Co., 
ae Craddock-Terry Shoe Corp., 1.6; George E. Keith Co., 1.5; and the Selby 
Shoe Co., 1.4. 


Over—all, the report states that 46 per cent of the total net capital 
assets of all manufacturing firms in 1947 was concentrated in the 113 largest 
manufacturers. 


Almost none of the material presented by FTC is new. Most of it is 
taken from previously published compilations of the Department of Commerce, the 
Securities & Exchange Commission, trade associations and business publications. 


The commission refrains from economic and political comment on the 


"concentration." It finds and contents itself with simple reporting of the 
totals and percentages in each industry. However, the importance of the report 
to businessmen lies not so much in the content but in the fact that FTC is cir— 
culating the report in Congress and official Washington as part of its perennial 
campaign against "bigness" of any kind. The House Judiciary Committee, 
currently conducting a monoply investigation, is almost certain to find wide 
use for the document. [TURN TO PAGE 82, PLEASE] 
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“BARCLAY” 
IN-STOCK—Brown Elk with contrasting Brown Calf 


Saddle. Leather Soles 6%2-9. Brown 
Avonite Soles 912-4. 


Style +2880 +3880 
Size 62-9, BE 9-13, BE =: 132-4 B-E 
$3.75 $4.05 


Price $3.45 


$4880 





dwards 


SHOES FOR CHILDREN 


Edwat S 4 4 - ’ 4 4 
{ “¥ | 
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For... those who realize the need of a strong profit line, to 
offset the short markup of those lines whose retail price is estab- 
lished by the manufacturer ... those who have traffic because of 
satisfactory service in the past... those who prefer all their shoe 


dollars being spent for shoes and not “extras” . . . those interested in 


a top profit operation . . . in more shoe for less money . .. the Mode 
Art program was designed. A definite plan for a definite purpose. If you 


are not acquainted with the “Mode Art story,” a note to this office will 


bring you details by return air mail. 


$9.95 $10.95 Dealers Everywhere 


MOULTON-BARTLEY, INC. 


710 North 12th Street St. Lovis 1, Mo. 
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BOOT and SHOE 


MYRON HALGAS of Halgas 
Brothers, Syracuse, New York, 
says: 


“Now, more than ever, it is neces- 
sary for the retailer to watch styles 
if he hopes to obtain the best mer- 
chandising results possible. It seems 
advisable to buy new styles care- 
fully. We base many of our buying 
decisions on the sales results in 
other cities, as reported by the 
Boot anD SHOE RECORDER—mak- 





ing allowance for known likes and 
dislikes of Syracuse women and of 
our customers in particular. We fol- 
low this method not only for styles 
but also in picking colors which we 
believe will sell well. 

“Long experience has given us 
sort of an intuitive sense of what 
our customers will buy and what 
they will not. This serves to check 
any inclination to go overboard on 
some styles which are selling big 
in other cities, but which experience 
tells us are not apt to click in our 
store. 

“We prefer to buy lightly of un- 
certain styles, try them out, then 
reorder as often as necessary. if 
heavy demand materializes. This 
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method saves us many markdowns 
and inventory losses and under 
present market conditions seems a 
sensible policy. During the abnor- 
mal days of the war and immediate- 
ly afterwards, we had to buy what 
and when we could. Any other 
course would have been impossible. 
But the greater availability of shoes 
and styles today makes a more cau- 
tious buying policy just as neces- 
sary. The greater the number of 
styles. the greater is the possible 
number of buying mistakes which 
can-be made.” 
* * * 

T. ROBSON. sole director of Joshua 
Robson Ltd., Leicester, England. 


writes: 





“As one of your subscribers, | 
thought I might pass on to you 
something that actually happened 
and which might well draw a smile 
from your readers. 

“At my show room at 61 Granby 
Street, Leicester, an average, well- 
dressed young girl of about 28 years 
was being shown brown court shoes. 
She commented on how difficult it 
was to get an adequate selection of 
brown shoes in any of the shops 


and followed it up by saying: 
understand it; I 
thought most cows were brown’.” 

= = * 
D. ALLYN GARBER, editor of the 
Department Store Economist, one of 
the Chilton papers, commented re- 
cently: 

“Several years ago we asked 
hundreds of merchants—and many 
audiences—whether or not they real- 
ly needed goods of many kinds— 


“‘T cannot 





had the money to pay for them—but 
refused to pay the then current 
prices. You know what the answer 
was: people had become so price 
conscious that every display card in 
a store, and every advertisement they 
read, looked to them like the muzzle 
of a holdup shootin’ iron. 

“Now, of late, we’ve been asking 
people—-regiments in numbers—and 
again audiences—since prices are 
now down within reason—and they 
have the money to buy—can they 
find the merchandise? The answer 
in too many cases is what you 
have guessed: ‘NO!” 

“It’s not only trite and thread- 
bare, but nonsensical, to recommend 
balanced stocks or inventories, be- 
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cause that is so relative. Nobody 
knows what a balanced stock is: but 
if a merchant is missing a lot of 
sales for good demand merchandise 
—things that are being manufac- 
tured in quantities; then he certainly 
is out of balance—and in most in- 
stances it is his own fault. We didn’t 
say ALL instances. 

“We emphasize with all our 
strength—that this—RIGHT NOW 
—is the golden opportunity of all 
times in history—to have all the 
help necessary to keep the wanted 
things im stock.” 





JOHN BEHM, manager of the Nis- 
ley Shoe Store, Wilkes-Barre, Pa., 
says: E 

“Proper selection of salesmen is 
one of the most important, yet most 
difficult, problems facing shoe re- 
tailers. Customers are not now in- 
clined to put up with some of the 
things which happened in shoe 
stores during and immediately after 
the war. On the other hand, we 
all know that customers are not 
always in the right. It takes almost 
unlimited patience to sell shoes, es- 
pecially to women. Therefore, | 
would rate patience as the most im- 
portant virtue of a good shoe sales- 
man. 

“Tact is also highly valuable. My 
method of handling new salesmen 
is to keep an eye on them during 
their first few days as they wait 
or. customers. You can soon tell if 
a man has what it takes to succeed 
in your store. 

“The most common fault, in- 
competence, can generally be over- 
come by careful training in sales- 
manship, merchandise information 
and proper fitting procedure.” 


FREDERICK KAYSER of Wether- 
by-Kayser, Los Angeles, Calif., says: 
“Now is the time for good public 
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relations. We have all bought our 
shoes for Fall and we all know that 
there is going to be no major break 
in prices this season. It would be 
sound policy for us to tell the con- 
sumer, not as individual organiza- 
tions but as a whole, that shoe prices 
will remain constant but that value 
will be increased in the form of bet- 


ter workmanship and materials.” 
* 7 * 


DANIEL BLOOMFIELD, Director 
of the Boston Conference on Dis- 
tribution announces: “Distribution 
in a Changing Market” and “World 
Aspects of Distribution” are the 
themes of the twenty-first annual 
Conference to be held October 10 
and 11, 1949. 

“What is the road ahead for dis- 
tribution? How can the barriers 
to a free market be overcome? 
How can we maintain competition 


in marketing? What can be done 
to make distribution more efficient? 
What is market research accom- 
plishing? What basic policies must 
be developed to meet new market 
conditions?” These are some of 
the questions to be considered. 

“The Boston Conference is open 
to all who are interested in the fu- 
ture of American Business,” said 
Mr. Bloomfield. 


oe 72 © 


J OE STETTEN of the May Com- 
pany, Los Angeles, describes the 
round-robin of sales: 

“Today we have a vicious situa- 
tion—each organization cutting and 
re-cutting merchandise to meet com- 
petitors’ prices. Many women have 
come to expect a seasonal shoe at 
sale prices. Through our own action, 
we have put a whip-lash into the 
hands of the bargain seeker.” 





“Shine, mister?" 
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“A girl who wears ‘Follow Me’ clocks in her seamless hose 


always gets her man,” says Joan 





. up and coming 


FALL 
HOSIERY 
STYLES 


Take 
Their Cue 
From Shoes 


Manufacturers of Women’s Hose Have 

Studied Shoe Patterns and Colors to 

Produce Closer Coordination than in 

Previous Seasons. Colors Blend with 

Shoes and Ready-to-Wear. Construc- 

tions Provide for Opened-Up Vamps 
and Sling Backs. 


fashion student. The clocks are an innovation at the back 


of the hose instead of at the side. 


COLOR and construction continue to be the two sell- 
ing points in hosiery. In color, ready-to-wear and shoe 
siyles have been studied more carefully, it seems, than 
in previous seasons. Recognition of the importance of 
brown as well as black in clothes this Fall has led to the 
introduction of both brown and off-black shades. Some 
“off-blacks” have been given a slight bluish cast, making 
them suitable for wear with Winter navy and other of 


the deeper blue tones, as well as with the navy blue shoes - 


that are selling this Fall. As to brown, hosiery manu- 
facturers are offering several shades of brown, from a 
warta, deep shade to go with mink and sable furs, to a 
much more greyed brown more generally wearable with 
a range of ready-to-wear colors and finally to a beige 
with a warm tan tone. 

A group of lighter colors includes beige with a rosy 
cast, with a sunny undertone, with a greyed cast and 
with a taupe tonality, each manufacturer, of course, 
showing variations on these basic groupings. Manu- 
facturers have keyed colors to special leathers. success- 
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fully making colors to blend with the warm Cognac 
Brown shade, the greyed blue known as Blue Spruce 
and the light warm tan important in camel hair coats 
aud closely reproduced in a new leather color. In 
general, it can be said that the range of hosiery colors 
for the Fall and Winter consists of very wearable, flatter- 
ing shades, neither too dark nor too light. Volume busi- 
ness is expected, as in other seasons, in middle-of-the- 
road colors, but a few hosiery companies note the sur- 
prising early response to off-black, a color that might be 
expected to sell later in the season. It should also be 
noted, in speaking of color, that some companies are 
making iridescents. 

In constructions, there are several noteworthy develop- 
ments. One is the increase in the number of companies 
making 60-gauge hose. This closely knit stocking in a 
15 denier weight is extremely fine and sheer. The em- 
phasis put on heels is also very newsworthy this season. 

[TURN TO PAGE 86, PLEASE] . 
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Subtle color combination, style fea- 
ture of embroidery on a black suede 
dinner-into-evening sandal. Marino. 


Carrying out the ready-to- 
wear theme of black and 
white for evening, an un- 
usual combination of 
white kid with black vel- 
vet. Herbert Levine. 


High-iding pattern in all- 
over gold kid shoe. La Valle. 
bial ET ag 
: 3 


¢ 


Black suede with intricate, all-over 
design stencilled in gold in a ain- 
ner or evening shoe. Jerre 


PARTY SHOES 


Embroidery, Jewel Trims, Stencilling, Emboss- 


ing, Combinations of Materials, New Openwork 


Treatments, All These Give Novelty and Charm 


to the New Dinner and Evening Shoes. 






































.Rhinestone-studded black s+tin 
sandal to coordinate with im- 
portant trend in costume jew- 
elry. A PreView by Tupper. 





Openwork design in all-over gold 
kid evening pump. DeLiso Debs by 
Samuels Shoe Co. 


ee . 
> 
> “sn * ° =. 


h OF Fantasy... 


VELVET, taffeta and satin are three of the leading 
materials in evening dresses for the coming formal 
season. Certain shoe materials are style-right with all 
of them; gold and silver kid especially so. To many 
women an evening shoe means a gold—or, to a smaller 
number, silver—kid shoe. Taking this almost basic 
material, manufacturers have worked out some inter- 
esting new ways of using it in very open shoes. Start- 
ing with narrow strips of the leather, they have 
knotted and twisted it into graceful, airy sandals, 
pumps and high-riding effects, both smart and flat- 
tering. 

Velvet shoes have been the style news now for sev- 
eral months. A year ago the trend began. The opera 
pump in black or jewel tone velvets sold in a limited 
way last Winter. This Summer they gained added 
fashion importance because many of the models at the 
Paris dress showings wore them. They were con- 
sidered just as style-right for afternoon as for evening 
wear. Velvet combined with other materials has been 
registering strongly in ready-to-wear, including such 
ideas as velvet collars on tweed coats or dresses. Now Vd SG, “Oe 
velvet is very important in the evening picture. Here lf AG 

[TURN TO PAGE 82, PLEASE] ee 
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Opposite page: Illustrating the importance of combina- 
tions of fabrics in ready-to-wear, an off-the-shouider 
evening dress from Hattie Carnegie’s 1949-50 Fall and 
Winter collection, of aqua satin and blue taffeta, 
Photograph courtesy New York Dress Institute. 
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SHOE NEWS 
PICTORIAL 


During the filming of Look for the Silver 
Lining at Warner Brothers, June Haver who 
portrayed Marilyn Miller stepped into Miss 
Miller’s stockings—literally. Willys of Holl- 
lywood, who supplied the opera-length ny- 


lons worn in the film, brought a pair of 
bejeweled stockings made in 1925 for Miss Guests at a recent cocktail party and Spring showing given by 


Miller at a cost of $2500. They fit. Amalgamated Leather Cos. at the Hotel Sheraton, St. Louis. 
Included in the group are: Roger Drew, Johansen Bros. Shoe 
Co.; Miss Helen Reed, Harper’s Bazaar; Paul Roberts, Rice- 
O’Neill Shoe Co.; Miss Betty Jones, International Shoe to.; 
Harold Dreckhaus, Selwyn Shoe Co.; William Simpson, 
Amalgamated Leather Cos., Inc. 





As a result of a nationwide coal strike in Aus- 

tralia, bootmaking apprentices have to take 

turns to provide bicycle power to operate the 

buffing machine at a Sydney suburban boot 
repairing depot. 


For three years these 
wooden soled 


“See my new pair of shoes,” cried Stasia, 
if he could afford half a little Polish girl. Her shoes came from 
a month’s wages to buy a shipment which was part of the 33,776 
a new pair, he could ¢ pounds contributed to the American 
not get them because, Friends Service Committee by manufac- 
as a DP, he receives no , turers in the United States 
ration card in Austria. 





Miss Frederica White of Se- 
attle, W ash., has been collect- 
ing all kinds of toy slippers 
and boots for 16 years. Ske’s 
shown with only a few of 
the 550 pieces, all caretully 
tabulated in her collection. 
They are from all parts of 
the world, range from a :7th 
century child’s shoe to beot- 
shaped bar glasses. 


The shoe-check girl at the Nags Head Beach 
Club at Nags Head, N. C., does a good business 
with Summer cottagers entering the very in- 
formal island night club. Guests in evening 
dress or blue jeans are equally welcome; the 
atmosphere is easy-going and neighborly. 


Marcel Hansenne, French mid- 
dle-distance runner, waves 
farewell with his running 
shoes as he retires from com- 
petition at the Jean Beuin 
Stadium, Paris, after winsing 
the 800-meter championship 
of Paris. 


William Braitsch of Wichita, Kansas, had a near “run” on his shoe store 

recently when the C. B. Sprague family purchased 36 pairs of shoes. The 

purchase was made preparatory to a three-year residence in Venezuela 

where Mr. Sprague is employed. Included were 13 pairs for each of the 
two children, six for Mrs. Sprague and four for Mr. Sprague. 


; 
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Mrs. Irene Sharlin, fashion co- 
ordinator, Fleming-Joffe, Ltd., 
explains the merchandisng 

points of a shoe to memrers 
of the Shoes and Leathe: Ac- 
cessories class, City College 
School of Business. Mrs. Shar- 
lin appeared as guest lectw er. 











When a cowboy boot and a fancy one at that is poised 
for the action for which it was built it becomes an effi- 
cient part of the cowhand’s work equipment. 


Rows of stitching around a decorative cut-out pattern 
not only sew together the two pieces of leather, but also 
accentuate the design itself. 


THE 


COWBOY 


AN AMERICAN 





Fitting the boot to a last, selected and modified to 
conform to individual specifications, results in com- 
fortably-fitting footwear. 


WHEN George Washington crossed the Delaware with an 
army whose feet were bound in rags, he defeated an enemy 
whose boots and persons were known as Hessians. The boots 
were used for indoor and outdoor wear and shaped to fit the 
calf of the leg. The front, however, was somewhat higher 
than the back and curved gracefully from a point immediately 
below the knee to a point somewhere near the middle of the 
calf. Sometimes there was a tassel in front but otherwise it 
was a plain boot and as suitable for all occasions as one pair 
of boots could reasonably be. It was naturally a popular boot 

and remained in favor for a great many years. 
The Hessian boot was modified by the Duke of Wellington 
who wore a short boot under trousers held in place by a strap 
[TURN TO PAGE 82, PLEASE} 
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BOOT 


INSTITUTION 


Finishing a custom-built boot requires the workman's 
attention to an endless variety of details. 


Shaping the back of the heel is done after building 
the heel to conform to the customer’s specifications 
for height and pitch. 


The Cowboy of the American W est Will Continue - 
to Ride the Range in the Same Boots He Wears ssa oe nti: adn hae oe By 
to the Square Dance on Saturday Night. Many ee 

Types of Boots Have Come and Gone, but the oe : 
Cowboy Rejected Them All and Built His Boots 


Without Outside Help or History to Guide Him. 





Photos by RAY J. MANLEY ~~ 


Extreme left — Stitching and A cattle country youngster 
p watches the old maestro try 


cut-out patterns and combina- 
tions of the two are so varied out his newly-arrived boots, 


that, along with different types and dreams of the day when 

of leather, the bootmaker he can wear a pair like them. 

turns out a bewildering va- -_ 
riety of styles. & ~ 


Me eee 
Bi Sp Mh man 


The fashion show put on by the store attracted men as well as girls. Here one of the young models displays 
one of her favorite styles for school wear. 


The Appeal Is to YOUTH 
In Coast Shoe Store 


: ; : ic IN an effort to appeal to the youth and young minded 
a oes a eens 9 Sapo: sale ee of a small town, Harold Berk, Arnold Lovick and Nathan 
The circus clown wallpaper in the background is one of Levich converted a former conservative shoe store into 


ip devlews which eppasth to the younger set. a store with an open invitation to the youth of On- 
. tario, Cal. 

The first step in the renovation of the Bootery, which 
they had newly purchased, was a redecoration of the 
back room. This portion of the store is now turned 
over to the very young and is decorated with gay circus 
clowns on wallpaper above red leather couches placed 
around the walls. Also for the amusement of the 
youngsters is a real merry-go-round horse which rocks 
back and forth on a platform. On one wall is a dis- 
torting mirror which has never failed to amuse young- 
sters, while a stuffed kangaroo is there to be touched 
and petted. 

The main room of the store is devoted to shoes for the 
teen-age customer, mainly in the casual and school 
type lines. Young salespeople with a fresh point of 
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The Owners of Ontario Bootery, Ontario, California, Converted 


a Conservative Shoe Store Into One With an Open Invitation 
to the Youth of the Community. Here's How They Did It. 


Se ee ee a | 
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view are always present to aid school girls and young 
women in solving their shoe problems. 

Recently the three young owners of the store con- 
tacted Berk Sandler, representing Sandler of Boston, 
and arranged to put on a fashion show devoted ex- 
clusively to school shoes. 

Five young models from the Junior College were con- 
tacted and asked to act as models. The girls wore several 
different shoes of their own choosing—an excellent de- 
vice which helped promote both the shoes and the store 
to their friends. This effort to introduce the store to the 
young girls of the town served also to bring in the 
mothers and even several men interested in the pro- 
cedure. 

The shoes modeled were those advertised in the girls’ 
favorite magazines such as Seventeen, Calling all Girls, 
Charm, and so forth. That the show was a success is 
proved by the store’s continued popularity with the 
youthful customers of the community. 
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Left to right— Harold Berk, Arnold Lovick and 
Nathan Levich, owners of Ontario Bootery, discuss 


In thus renovating their store and centering their ap- ways and means for converting their newly pur 
peal on the young fry and their teen-age sisters, the ye eins i into — expressly to 
% - z in e needs o oung a young- 
three partners who operate the Bootery have tied in spr background is a dole case featuring casuals 
with a trend which has swept the country—a trend and play shoes. 


which evolved when, in the wake of war, it was re- 
alized that youngsters constitute a far larger potential 
market than do their mothers, and certainly their It is less influenced by seasons and more apt to pro- 
fathers. duce an even flow of business: and, at least in the case 

Furthermore, it has been reasoned by wide-awake of children of less than teen-age, staples and semi- 
retailers that the youth market is steadier, more con- staples sell best,*thus lessening the risk inherent in 
ducive to all-the-year buying than is the adult market. building up an adequate inventory. 




















We Sold Em by the Dozen 


Shoe Salesmen, Like Topsy. “Just Growed”™ 


BEFORE selling shoes wholesale I had served my ap- 
prenticeship at the fitting stool. My first experience in 


the shoe business was when | assumed the job of “mana- 
ger” of a little country store in Richland Center, Wis- 


consin. I dusted off the merchandise, wrote the small 
ads for the weekly paper. kept the girl clerks busy, 
swept the floor and basement and worked from 7 A.M. 
to 9 P.M. 

The shoe department consisted of two shelves of 
shoes for the family. If you didn’t get the weekly ad 
over to the newspaper in time for that rushing publica- 
tion, they would run the previous week's ad over again. 
I broke up that system by cancelling all advertising 
until they would finally come over to pick up the cur- 
rent ad. My boss, Sam Bowen, was a lovable old fel- 
low who had lived his life surrounded by that store 
and he backed me up by telling the publisher that | 
was the advertising man when they tried to go over my 
head. 

Fit shoes? I didn’t even know what a size stick looked 
like. We fitted by trial and error until we found a pair 
that “felt good.” When Mr. Bowen sold out his business 
I went to the only department store the town afforded 
where I rearranged the shoe stock. put large sizes in 
the window to show the customers that we had all 
sizes, swept out my department and sold dress goods. 
This shoe department boasted a coasting ladder and 
had shoes to the ceiling, but still no widths. 

From there I walked into Marshall Field’s women’s 
shoe department in Chicago. Still no training of any 
kind, but I did learn to use a size stick. When the store 
refused me a salary comparable to those paid to some 
of my fellow workers whom I regarded as about as in- 
efficient as I was, I went on to Lordsburg, N. M., where 
I learned to understand and talk a little Mexican. We 
sold “Zapatos” at good prices, drank tepid water. lived 
in an adobe house, took another novice snipe hunting 
and left him alone in the night four miles from town. 

On one occasion a sandstorm drove sand in around 
window sills, and the smothering dust filled the store. 
When the top of a window blew in, it finished the job 
of sifting sand into every pair of shoes, and even every 
bolt of dry goods had to be unwrapped and brushed out. 
Roberts & Leahey were an old firm in Lordsburg. and 


a lot of freight was unloaded at our doors. After hours 


66 


a- a pastime I would help the town’s one jeweler. | 
pulled apart a lot of clocks which he had never seemed 
to get around to repair. I got them washed in coal oil 
but never could get them together again. 

The jeweler stuttered so badly that I got so I could 
run him a close second at it. Our cooperation ceased 
when he married a “mail order” wife and he had to fix 
up the back room for living quarters. I was all agog 
one morning to find that he was married quietly the 
day before. His wife was crying her heart out and 
papering up the windows so they would have a little 
privacy on the town’s main street. She proved to be 
very capable and was quite happy after she became 
used to the idea that all jewelers are not millionaires. 

On Saturday nights the cowboys would whoop it up 
and spend their money for whatever struck their fancy. 
An ex-school teacher primed the town’s pumping sta- 
tion and spouted poetry as long as anyone would listen. 
He went barefoot and happy. probably because nobody 
knew how to fit his feet properly. When the Wild West 
palled and the Pacific Coast beckoned I drifted to Los 
Angeles. There I spent several months around the movie 
studios. occasionally securing a day’s work as an extra 
at a $1.50 a day. When dress suits were required they 
cost us a dollar a day. Then the filling station gave 
me a job at $10.00 a week while I fought the “native 
son” bogev. but finally I landed in Bullock’s shoe de- 
partment at $15. This was quite adequate and we rented 
a modern three room apartment for $13 a month. 

The first training course to give us any concept of 
ccrrect fitting was a course by Dr. Scholl. I studied 
and passed with sufficient credits to land in Wetherby- 
Kayser’s basement, where PM’s were good, and after 
two years I was ready for the big time. Stock shifting 
was done at night in those days. and most of the shoe 
dogs hankered for an easier life. When the downtown 
stores began to close on Saturday nights we would go 
dewn on lower Main Street to work until midnight and 
make a few bucks to help out on the grocery bill. Satur- 
day night trade was jovial and it was simply a matter 
of “wrapping ’em up.” 

We joined the parades for Wilson who “kept us out 
of war” and then went East to Wisconsin where we 
pitched hay. milked cows. fed pigs. plowed corn and did 
all the things we could to help the war effort and try to 
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Third Installment in a Delightfully Whimsical Series of Reminiscences of a 


Traveling Man in the Early Days of This Century. 













by 
PATRICK 
MORGAN 
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We were a 


save the old homestead from foreclosure. 
little too late to save the 240-acre pioneer farm which 
my grandfather, a Civil war vet, had homesteaded and 
my stepfather had mortgaged, so we settled the folks 
on a little place and hied us back to the Family Shoe 
Store in Madison, Wis. There I won one of Dr. Scholl’s 
prizes for a window trim and when the Boss wouldn't 
give me a $5 raise I went looking for a wholesale job. 
I figured I could sell more shoes and make more money 
as a traveling man. 

That was when I met one of the finest men I have 
ever known, W. G. Colvin, manager of the Chicago 
wholesale house of Rice & Hutchins. He always wrote us 
fine letters when we were on the territory and if he had 
any criticism he would not mention it until we met face 
to face at “sample getting time.” Then he would quietly 
outline his program and iron out any differences of 
opinion and always send his men out with a big smile 
and a pat on the back. Whenever we won a prize for 
top sales for the week on Educators he would enclose a 
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My enthusiasm was too much for a buyer in Audu- 

bon, lowa, who showed me the door in no uncer- 

tain terms when I compared his stock unfavorably 
with my line. 


chuckling note with the check and we would work our 
fool heads off for him. The boys at the warehouse used 
to ask me, “Morgan, how the devil do you sell all those 
shoes in North Dakota?” I would say, “Why, I just 
line up my samples, smile at them and they start buying 
shoes,” which was as near the truth as I could get. But 
they would look at me with a knowing grin and say, 
“Hah, you’ve got something on the ball.” 

Be that as it may, I was enthusiastic about my line 
and firmly believed in it. But once my enthusiasm got 
too much for a buyer in Audubon, Iowa. Showing him 
our line and comparing one of the-shoes on his shelf, 
I folded up the sole and said: “Just look at the differ- 
ence.” He riled and slammed into the back room but 
[TURN TO PAGE 96, PLEASE] 
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H dito rial OE 


Retailer's Role in Government 


CRITICISM has sometimes been heard that retailers, We are convinced that this calls for a much wider and 
as a group, do not take as much interest as they should ™ore direct participation of individual retailers, large 
in public affairs. To a considerable extent it is a valid and small, if this great branch of American industry is 
criticism. Most other economic groups, with the excep- © do its part in the salvation of free government under 
tion perhaps of the white collar workers, have more to 0UT American constitution. f ; 

say about how government should be conducted and In most of the states, this Fall’s election will be con- 
exercise more influence on the making and administra- fined largely to local offices and local issues. They are 
tion of our laws. This is particularly true with respect important, of course, but their results will have little 


to the Federal government as distinguished from the influence on the policies to be pursued by the F ederal 
states, counties, cities and other local subdivisions. government in Washington. The present Administration 


Most retailers are busy men, preoccupied with their will be in control of the executive branch of the govern- 
own responsibilities and tied to time-consuming tasks ™ent until January, 1953. Next year, however, the 
from which they find it difficult to escape. Some shoe biennial Congressional elections are coming up, and 
merchants have found the time to serve in important Congress shares with the Administration responsibility 
municipal posts and a number that we can recall have for the conduct of our government. Never in American 
represented their communities in the legislatures of their history has a congress been chosen that has had to face 
states. They are the few, however, rather than the many. ™ore serious problems than the 82nd Congress will have 

As a result, the largest and potentially the most pow- ‘© face. These elections are a long way off, it is true. 
erful section of the business community exerts very much But it is not too early for every American to begin to 
less influence than it should in determining what laws think about them. As we see it, this will be a time 
are to be passed, how they are to be administered, how when considerations of partisanship should give way to 
much money must be raised by taxation for Federal, 2” effort to nominate and elect men who have the char- 
state and local government and for what purposes it ter, ability and sound judgment to qualify them for 
shall be spent. the job. 

Contrast that situation with the influence that labor The 80th Congress and the 8lst Congress have made 
unions, farm organizations, veterans’ groups and vari- Some wise decisions but they have also made mistakes. 


ous other sectors of the population exert in the halls of This has been particularly true of the manner in which 
Congress, in state legislatures and city councils and it they have made use of the spending powers entrusted 
becomes readily apparent that here is a problem that to them. In a time that will undoubtedly go down as 
calls for earnest consideration and positive remedial a boom period in American history, with taxation near 
effort. Not only is an important cross section of Ameri- an all-time peak, the Congress has voted to spend bil- 
can business practically without a voice on many ques- lions of dollars in excess of the government’s actual 
tions vitally affecting its own interests, but the nation revenue, with the result that the Administration has 
is denied the advice, counsel and intelligent assistance once more resorted to the depression expedient of deficit 
that could come from a more active participation of financing. In a period of relatively high prosperity, the 
retailers in public affairs. nation sees its budget out of balance and the national 
We make this statement without prejudice to the splen- debt again increasing toward an all-time high. If a 
did work that has been done by organizations like the nation is unable or unwilling to maintain a balanced 
American Retail Federation, National Retail Dry Goods budget and try to liquidate some portion of its debt in 
Association, the National Shoe Retailers Association in times of relative prosperity what will become of that 
our own field and some other similar groups. Their ation’s finances should a serious recession recur? 
efforts have been invaluable in many a legislative crisis Most retailers seem to think there is little they can 
affecting retail business. But we maintain that there is do to influence decisions made in Washington on such 
another more comprehensive and even more vitally matters. They are mistaken in this respect. Numerically 
important job to be done at the grass roots, where gov- and in actual voting strength the retail group is far 
ernment under a democratic system really originates. [TURN TO PAGE 120, PLEASE] 
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“WE ARE PROUD OF OUR HEALTH SPOT SHOE 













































i FRANCHISE” 
| HEALTH SPOT SHOE SHOP 
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says G. M. NEWCOMB 


lus the our the 
These — bs to be haPPyse are but & Fe pusiness. owner of Health Spot Shoe Shop, 
time earn & subere proud of our Health “Po 125 East Grand River, Detroit 26, 
reasons why ¥° very sincerely yours, Michigan. 


G. M. Newcomb 


See our exhibit at 
the Convention 
Suite—804A— 
805 A—806.A— 
Stevens Hotel, 
Chicago. 





TYPICAL HEALTH SPOT SHOE STORE 





There are a limited number of dealerships open in towns of 
15,000 or over to men with experience in the shoe business. 
A Health Spot franchise is a way of earning a substantial living 
selling a staple line of quality footwear backed by support 
from the home office by way of inventory and cost controls, 
merchandising advice and sales assistance. Write giving per- 
The most comfortable sonal details and your business experience. If you can qualify 
men’s shoe in America , . . : 
we'll train you with our methods and help you start a business . 
HEALTH SPOT S-060 : 
that will be profitable now and for years to come. 


HEALTH SPOT SHOE COMPANY oconomowoc, wisconsin 
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HOW TO USE A MAT SERVICE 











—— 


THE small town shoe merchant obviously cannot afford 
to hire a highly paid advertising staff to turn out the 
kind of advertising he wants. Usually, he will turn to 
his newspaper for assistance. The local newspaper simi- 
larly does not have the resources to supply its advertisers 
with costly illustrations, copy, headlines, etc., as can the 
metropolitan dailies. 

As a result of this need, the advertising mat service 
was born and has grown to its present size. The modern 
advertising mat services are the main sources of adver- 
tising material for small retailers. They afford an end- 
less supply of illustrative matter and ideas for news- 
paper advertisements. 

Most of these companies are located in large cities 
where they employ excellent artists, copywriters, idea 
men, etc., to produce generalized advertisements which 
can be adapted to individualized stores. While the cost 
of the initial work is high, the total is broken down 
among the thousands of subscribers who utilize the 
service. A small monthly service fee makes available 
to advertisers and newspapers all over the country a 
complete and professional staff. In this way, almost 
every business man can afford “big city” advertising. 

In the form of inexpensive mats, the service company 
supplies retailers with effective advertising material. In 

. addition to the mats, a proof book is supplied. This 
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by IRVING SETTEL 


One of a series of articles offer- 
ing the shoe retailer the meuns 
of producing sales-compelling 


advertisements. 


The Advertising Mat Ser- 
vice Offers an Endless Sup- 
ply of Illustrative Matter and Ideas 
for Newspaper Ads to the Retailer 
in the Smaller Community. Are You Taking 
Full Advantage of This Useful Service? 


shows the illustrations as they look in printed form. 
In addition, the books usually contain copy, suggested 
ads, radio material, etc. 

There are two types of mat services for which the 
retailer will have use. The general “newspaper service” 
supplies the local newspapers so that they, in turn, can 
supply the advertiser. The “retailer mat service” caters 
to retailers, selling the material on an exclusive fran- 
chise basis. Only one shoe dealer, for example, can 
subscribe to certain mat companies within a specified 
area. The price is determined by the size of the city, 
circulation of the paper, etc. 

Either one of the two mentioned above can be ex- 
tremely useful to the small retailer who cannot. afford 
his own advertising department. The mat service is 
very flexible. There are many ways a retailer can 
utilize it effectively. However, the extent of its use 
depends upon the ingenuity of the user. Let us examine 
some of the ways which can be employed for the maxi- 
mum effectiveness and economy. 


Make Use of Your Newspaper’s Mat Service. 
Whether or not you subscribe to an exclusive service, 
make frequent visits to your newspaper office. Go 
through the general newspaper service, choosing the 
[TURN TO PAGE 86, PLEASE] 
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QUEEN QUALITY SHOE CO. ¢+¢ DIVISION INTERNATIONA 
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by EDWARD SPASEK 


How's YOUR INVENTORY? Print- 
ers’ Ink reveals: “Lower than nor- 
mal inventories account for 30 per 
cent of lost retail sales, a nation-wide 
survey of the country’s largest stores 
shows. When shoppers, particularly 
clothing shoppers, can’t find what 
they want, they don’t buy.” Are your 
shoppers and customers walking out 
for this reason? 


* + 


ADVERTISING TESTS are suggest- 
ed by Marion Harper, Jr., president 
of McCann-Erickson advertising agen- 
cy. New York City. He believes it 
would be worthwhile for each com- 
pany or store to put aside 5 per cent 
of its advertising appropriations for 
consumer tests of its advertising. In 
this way the advertiser can discover 
which of his advertisements are more 
effective. It’s a suggestion with merit, 
for unproductive advertising means 
wasted dollars. 


.> 2 @ 


WHAT IS the U. S. shoe and leather 
industry going to do when the pres- 
ent domestic supply of vegetable tan- 
ning materials dries up? This was 
the question discussed at the recent 
American Leather Chemists Associa- 
tion meeting in Spring Lake, N. J. 
Tanning acids toughen leather and 
keep it from rotting. Supplies will 
probably keep dwindling for another 
10 or 15 years. As the chemists see 
it, new domestic tanning material 
sources have to be found, and the 
solution must provide tanning cheap 
enough to be practicable and to keep 
shoe and leather prices from soaring. 

Twenty years ago the U. S. obtained 
60 per cent of its tanning materials 
from chestnut trees, and the rest from 
hemlock and oak bark. But the chest- 
nut blight destroyed that source. Now 
tannin is made from dead trees which 
will be used up in another 10 years 
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Step a 


Pertinent Paragraphs on Business Progress, 
Shoewise and Otherwise 


or so. Today 70 per cent of the 120,- 
000 tons of tannin used in America 
annually is imported. Chemical tan- 
ning agents have been developed, 
chemists have searched for another 
vegetable tanning agent. Recently, 
they found sumac and canaigre. Of 
the two, canaigre, grown in South- 
western U. S., seemed to be the best, 
because it could be planted and har- 
vested yearly and would also yield 
starch and sugar by-products. The 
problem now is money to put the 
canaigre program over on a big scale. 
* oa * 


U Pp, NOT DOWN—Sumner H. Slich- 
ter of Harvard University and one 
of the nation’s top economists, said 
recently in the New York Times that 
“the upturn in business is not far 
away.” He gave three reasons for ex- 
pecting an early recovery: “(1) The 
large and growing volume of govern- 
ment expenditures. (2) The fact that 
the appreciable postponement of con- 
sumption by individuals has now been 
going on for about a year. (3) The 
fact that for four or five months con- 
sumption has been running ahead of 
production.” He points out that ex- 
penditures to date have been limited 
not by inability to buy, but by unwill- 
ingness to buy. He warns that many 
businesses seem to be carrying caution 
by extremes, and by letting their in- 
ventories fall too low, will undoubtedly 
miss opportunities to sell goods. 
* 8 # 


“FOR SALE: One pair of men’s 
shoes, size 14. Reason for selling: 
Going back to Alabama.” This ad ap- 
peared in a Washington, D. C., news- 
paper. 
* oa = 

Guess WHO will spend a lot of 
money on clothes this year? “That’s 
no guess, it'll be my wife,” says you. 
And you're right. According to the 
Domestic Distribution Department 


Chamber of Commerce of the United 
States, married women will spend an 
average of about $220 this year on 
clothes, while married men will spend 
only about $150. But be glad you're 
married, for single women, the big- 
gest spenders, will average about $300. 
Single men, $230. It is estimated that 
women will spend an expected $1.29 
billion on shoes and slippers this year. 
and $380 million on handbags and 
purses. These figures were based on 
37 million married women, 12.5 mil- 
lion single women in families, and two 
million not in families. 
= * = 
SANTA’S COMING — Christmas 
ideas for smaller stores are being 
offered to members and non-members 
alike by the National Retail Dry 
Goods Association. Compiled in book- 
let form are 49 tested ideas for pro- 
moting Christmas business, sample ad- 
vertisements, data on an over-all holi- 
day plan and lists of Christmas mer- 
chandise. Cost is $2 to members, and 
$3.50 to non-members. Write to: Small 
Stores Division, National Retail Dry 
Goods Association, 100 West 31st 
Street, New York 1, N. Y. 
= * 


* 


SHINE, MISTER? An enterprising 
shoe shine boy had this sign on his 
shoe shine box in front of the Indiana 
State House: “Pedal habiliments ar- 
tistically lubricated and illuminated 
with an ambidextrous facility for the 
infinitesimal remuneration of 15 


cents.” 
* * = 


ADVERTISING THOUGHT FOR 
THE DAY—Lester Leber, writer 
of “One Adman’s Opinion” (Tide) 
recently wrote, “In front of me is a 
collection of more than 25 shoe ads. 
None is smaller than a half-page and 
most of them are full-color pages. 
Practically everyone shows a shoe or 
shoes on a wooden form, with all the 

[TURN TO PAGE 92, PLEASE] 
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SMART SHOES FOR GRACEFUL POISE 


She just can’t resist. So if you 
are looking for a smart business 
opening in the season ahead — 
look ahead with Miracle-Tread ! 





TO RETAIL PROFITABLY 


6H 179 


MIRACLE-TREAD DIVISION = Craddock-Terry Shoe Corp.; Lynchburg, Va. 
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CHILD’S SALLY 





& 


Now and next month, every time you sell a pair of leather shoes 
— whether to men, women, or children 
— you'll ring up plenty of DOUBLE PROFITS by suggesting 


a protective pair of fine quality LaCrosse boots or rubbers. 


Your customers will appreciate the extra service 


which makes them all set for future bad weather. 


LA CROSSE RUBBER MILLS COMPANY . tecrosse, wisconsin 
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BACK-TO-SCHOOL SHOES 
STILL SELLING IN BOSTON 


Boston shoe stores and shoe depart- 
ments carried over into September 
their high-pressure promotions of 
back-to-school footwear, and many of 
them attribute to the sale of these 
shoes the fact that they ended August 
with figures which compared favor- 
ably with the same month of last year. 
A few claimed slight gains although 
most were content to report that 
despite the heat wave which prevailed 
during July and most of August, unit 
sales, at least, were close to 1948 
figures. 

Earlier predictions to the contrary. 
the teen-age school and college group 
is believed to have bought more of the 
moccasin-forepart type of casual than 
any other, mostly in browns although 
a few of the higher colors moved dur- 
ing the latter part of August and the 
first week of September. There was 
some demand for novelty casuals, such 
as crepe-soled suede loafers with high- 
riding vamps with zipper openings at 
the side which sold at the A. S. Beck 
store for $3.99; and two-strap styles, 
also with crepe soles, which sold for 
$4.99. 

Another example, in a somewhat 
higher price bracket, were suede cas- 
uals in woodland shades—warm tans. 
browns and greens — with platform 
soles and wedge heels, some with side 
straps and others with the conven- 
tional instep strap, promoted in the 
shoe department of the R. H. White 
Co. These sold for $8.95. 

Women’s dress shoe business had 
been quiet except during a few cool 
days. Another point to be considered 
in connection with this quietness is 
that Fall stocks have not yet reached 
their peak, partly as a result of late 
ordering and partly to circumstances 
over which retailers had no control 
such as slowing up of factory produ- 
tion because of labor and other diffi- 
culties. Stores thus affected have not 
been in position to promote their Fall 
lines as vigorously as they would 
otherwise have done. 

An interesting trend found in a few 
of the independent shoe stores is to- 
ward adopting the department store 
practice of almost continuous promo- 
tions throughout the Fall and possibly 
even the Winter. “These promotions. 
special buys or special types of shoes,” 
it was explained by one merchant. 


September 15, 1949 





“will not show in the windows but 
will be pushed inside the store and 
by other means.” 

That this method of promotion has 
been successful is proved by figures 
released September 1 by the Federal 
Reserve Bank of Boston which notes: 
“In the face of a widely publicized 
recession, New England department 
stores sold a larger physical volume 
of goods during the first six months 
of 1949 than in the corresponding pe- 
riod of last year. Dollar sales de- 
creased only 1.1 per cent (the country 
as a whole decreased 4 per cent) dur- 
ing the perod. Since prices declined by 
an even larger percentage, an increase 
in the total unit volume is indicated. 
Stores in Boston actually increased 
their dollar sales by 0.9 per cent dur- 
ing this period.” 

* = * 
COLLEGE BUSINESS UNDER 
WAY IN NEW YORK 


THE end of August and the first few 
days in September saw college busi- 
ness just beginning in New York 
stores. Moccasins, oxfords and young 
pumps on flat heels have all been sell- 











Shoes for the returning student were 
shown early in September in this ad 
of Franklin Simon, New York. 









ing in a limited way in college girls’ 
departments. Although a number of 
crepe sole shoes have been promoted 
in newspaper ads, the general opinion 
is that they are not very popular 
among college girls in this area. 
Where they are selling best is on ox- 
fords, either saddles, plain or moc- 
casin toes. One store carrying college 
types reports that a camel color is the 
newest most outstanding color. After 
that. red calf shoes are doing un- 
usually well. Another store with a 
large young clientele reports a little 
demand for navy blue on both high 
and flat heels. In the young pumps 
being promoted for college, a ballet 
type and a square toe, both on flat 
heels, are noted as very popular. One 
high fashion store is showing, and 
selling, a low cut bicycle-type tie. A 
more classic bicycle tie is the number 
three best selling pattern in another 
college department. The number one 
pattern in this store is a bootie. 

Aside from college business, wo- 
men’s shoe departments are selling 
some black suedes and an unusual 
number of blue suedes. One store has 
reported “more blue suedes sold than 
ever before in the department’s his- 
tory.” This same store also notes that 
the ankle straps and pumps selling 
now are more opened-up than is usual 
in the Fall. As to the popularity of 
these two pattern types, this store re- 
ports them running neck and neck at 
this time. Flats, especially on wedge 
heels in casual shoes, are being bought 
by women to a greater extent. One 
high style store has been selling a 
flat wedge heel fringe tongue shoe 
very successfully to its women cus- 
tomers. 

College business in men’s depart- 
ments and stores is also beginning to 
open up. As in the case of some girls’ 
departments, some men’s are selling 
two and three and even more pairs to 
a customer. One store, specializing in 
young men’s shoes, reports business 
considerably better than last year. 
Their customers are buying wing tips, 
cordovan and Scotch grains, moccasins 
and crepe soles. 

* * = 


ST. LOUIS FALL BUSINESS 
OFF TO SLOW START 


THE Fall season in St. Louis started 
slowly, although special promotions 
built around high fashion or excep- 
tional values or both clicked in several 
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instances. However, in such cases pro- 
motions were backed by large news- 
paper space and the traffic that re- 
sponded, was, more often than not, 
interested only in the advertised mer- 
chandise. Special promotions as ve- 
hicles for stimulating interest in other 
Fall shoes have not, as this is written, 
been particularly effective. 

Buyers here believe that women, by 
late August anyway, had not yet be- 
come interested in building up their 
Fall shoe wardrobes in earnest. Their 
interest has been only “very mild,” one 
buyer expressed himself. 

There appears to be more interest 
in reptile leathers here at the start of 
the Fall selling season than has been 
the case for a number of years, how- 





ever, and downtown shoe men predict 
a good season on shoes made of snake. 
lizard and alligator skins. Black suede 
continues as the number one wanted 
material in Fall shoes, however, al- 
though there is more of a demand for 
calfskin than was true at this time a 
year ago. 

But call it continued price resistance 
or more consumer selectivity, or by 
any other popular term, the feminine 
consumer this Fall is a sharp bar- 
gainer, St. Louis shoe men agree, and 
it will take a lot of selling to move 
merchandise. Casual shoes in the 
$6.95 to $8.95 range are the volume 
sellers at the moment, while the vol- 
ume range in dress-up types runs 
from about $10.95 to $12.95. 


ee €@ “@ 


SCHOOL PROMOTIONS ON 
IN SAN FRANCISCO 


BACK.-to-school-and-college footwear 
has been receiving a strong promo- 
tional emphasis by shoe retailers in 
San Francisco. For the grammar and 
high school age groups there has been 
a wider variety of styles than has been 
available for several years and also 
a wider range of prices. Parents are 
not spending quite as freely and are 
looking for practical qualities and 
styles as well as lower prices. 
Business has not been too brisk, and 
some stores are cutting prices to at- 
tract trade. I. Magnin & Co. put on 
a Back-to-School sale the last week 
in August and offered their entire 
stock of children’s shoes at 20 per cent 
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A selection of styles, from low flat 
to high heel models, as offered by 
Haggerty's in Los Angeles. 





off. These included play, school and 
dressy types. 

Sommer & Kaufmann used a little 
different slant in appealing to the col- 
lege-bound students by featuring cape- 
skin bedroom slippers in bright red 
and sky-blue at $3.95. 

Many of the stores along Market 
Street are featuring men’s shoes in 
their displays this month, with the 
brown and black brushed leather mod- 
els receiving a great deal of attention. 
The customer response here has been 
good. 

In women’s shoes the black suede 
numbers are in demand, with black, 
brown and navy calf running a close 
second. Some stores are also showing 
suedes in smoke grey, wine, brown 
and blue. Nailhead decorations are 
popular. Hale Bros. Grant Avenue 
store is showing python models in red. 
green and brown, all with matching 
bags, to give a variety note to their 
displays of calf and suede numbers. 

Merchants here rate the prospects 
for Fall business as good. 


. 2° 


SCHOOL STYLES FEATURED 
IN MINNESOTA 


Minneapolis. 


Witu fashion shows promoting col- 
lege and business girls’ Fall styles 
the principal merchandising theme, 
shoes have come into their share of 
attention as correlating fashion notes. 
All shoe stores and departments have 
been playing up strongly back-to-col- 
lege shoe styles. 

Color is having good acceptance. 
Rusty shades, dark greens and some 
blues are attracting attention. Black 
and brown are still first in sales. 

Casual shoes are having their usual 


featuring as young styles, with some- 
what heavier emphasis in display. De- 
mand for this type of shoe is stronger 
than ever, according to most mer- 
chants. Styles offered are in wide se- 
lection. One noteworthy demand is 
for black in casuals. 

Nicollet Avenue shoe stores have 
devoted full windows to casuals alone, 
displaying dress shoes in separate win- 
dows. 

In other footwear fashions, opera 
pumps are leading. The Baker Co. 
featured opera pumps as suit and 
dress accompaniment in black or 
brown suede and in hunter green. 

Maurice L. Rothschild caught at- 
tention with shoes made in Switzer- 
land of black and brown suede, sell- 
ing at $19.95. John W. Thomas & Co. 
featured alligators in sandals or sling 
pumps, selling for $22.95. 

Except for the interest in school 
shoes, sales have been light. Very 
hot weather has had its effect on sales. 
Fall buying on the part of customers 
has been postponed, waiting for cooler 
weather to choose Autumn costumes. 
Merchants are optimistic, however. 
and look for good business later in the 
Fall. 

* £ #., 
Saint Paul. 


LaBor trouble, involving department 
and other stores, has cut sales in . 
all lines and has had its effect in re- 





ducing shoe sales. Clearance sales had 
about been completed and Fall styles 
were scheduled for heavy promotions 
when the trouble began. All stores 
report that business as usual is being 
carried on, but sales are slowed down. 

With the school promotions that 
have dominated the shoe picture are 
those for college men. Boot style shoes 
for campus wear are catching on. 
These have side buckles, and buckles 
over the instep. Heavy soles are still 
favorites, with brown moving well for 
Fall wear. 

Children’s shoes have sold better 
than those for adults. Quality shoes 
of nationally known makes continue 
to be in demand for children. Long 
range economy in better wear is the 
deciding factor, and stores have 
pushed children’s shoes strongly. Shoe 
stores in neighborhood locations re- 
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Two Shoe Departments in 


Remodeled Store 


Burrato, N. Y.—In 1905 L. L. Berger opened a small 
women’s apparel shop at 500 Main Street, here. Through 
the years the success of this enterprise resulted in a stead- 
ily growing business, requiring additional selling space. In 
1928 Mr. Berger, therefore, moved to a larger, six-story 
building at 514518 Main Street, and in 1942 he opened 
The Casual Shop at 508-510 Main Street. Later these two 
stores were connected by means of bridges across the third 
and fourth floors. A further expansion program just com- 
pleted has remodeled these two smaller stores and the shop 
that was between them into one large, six-story women’s 
specialty store, modern and complete to the last detail, with 
every item possible of women’s apparel or accessories. On 
the second floor of this beautiful store of L. L. Berger Co., 
Inc., is the shoe department. with a small moderate price 
department on the fifth floor. 
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Main shoe department of the L. L. Berger Co. At the front 
of the department, facing the elevators, is an open dis- 
play rack showing different types of shoes, usually fea- 
turing seasonal or specially advertised merchandise. The 
Casual Bar is across from this, also facing the elevators. 


The main department is 80 x 25 square feet in size, with 
a color scheme of grey and chartreuse on chairs and other 
furnishings and a deep-napped carpet of old-rose. There 
are 54 chairs and two love seats for the accommodation of 
customers, and nine regular clerks in attendance. Colors 
are blue and yellow for the fifth floor section, and there are 
20 seats and three salespersons. Buyer and manager of 
these departments is Morris Gandel. 

The department policy is to follow closely all new colors 
and silhouettes and to introduce them to Berger patrons 
through newspaper advertisements, store and window dis- 
plays and at the fashion shows held once or twice a month 
in the store. Models, also, display various items of apparel 
in different departments on the main floor almost daily and 
here, too, shoes play an important part. 

Shoes are promoted in close coordination with other de- 
partments of the store. They are displayed with handbags 
in the first floor handbag department, where they are shown 
with bags of matching colors and materials. There is a 
“Casual Bar” at the front of the shoe department, facing a 
bank of elevators, where shoes and handbags are dis- 
played. The fifth floor section also has a small bar at one 
side where shoes and matching handbags of lesser price are 
displayed. 

Windows have many shoe displays, both alone and in 
coordination with other articles of apparel. The main shoe 
department adjoins those for millinery and sportswear and 
the fifth floor department is also a part of a similar arrange- 
ment. 

The shoe department places four or five advertisements 
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they certainly 


make the most 


of You... 


SHOES 


They’li flatter you and they’il 
delight your pocketbook because 


they are the finest quality 


you can find ot... 


7.95 109.95 


Write us for the store nearest you. 
— PETERS SHOE COMPANY, SAINT Louis — 


and you 
can make 


the most 


dollars, 


j 
| 
| 
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port very good sales of these shoes. 

Pumps are leading styles for women 
for street wear. Field-Schlick showed 
an exclusive model made with pinked 
vamp panel and comfortaple walking 
heel, in black, navy, brown suede or 
polished calf. 

While many closed shoes are being 
offered, open toe and heel seem to be 
holding their own. One showing of 
high grade alligators was all of this 
design, presented in sandals and 
pumps. Platforms are still good, but 
with somewhat lower platforms in de- 
mand. 

Black suede is still number one in 
sales. Some stores are making an ef- 











fort to sell colored shoes to match cos- 
tumes, promoting through advertise- 
ment a complete color scheme. 

Fall offerings are noted for good se- 
lection in styles. Many stores say re- 
orders will be frequent rather than 
having initial heavy stocks. Medium 
price merchandise is expected to lead 
in sales. 

* = * 


ACTIVE FALL SELLING 
IN CHICAGO 


Cuicaco retail shoe business began 
to recover from its Summer dol- 
drums by mid-August, with fairly ac- 
tive selling of Fall shoes pointing to 
a normal Fall business. Continued hot 
weather, with only a few cooling 
respites, prevented any sudden spurt 
of buying of dark shoes, however. 
Most clearance sales finished up in 
July, so that the majority of sales 
made in August were in Fall merchan- 
dise. It was generally estimated that 
August figures would about equal 
those of a year ago. 

First Fall selling reports show black 
suede accounting for 75 to 80 per cent 
of the business, and this includes all 
types of shoes. There is a growing 
trend to brown and black calf in some 
of the higher priced salons and de- 
partments. Red, green and blue are 
selling well in calf, and blue continues 
in demand in suede. Brown elk is 
moving well in casuals and in some 
walking types. High heels have taken 
a spurt and are in greater demand 
than for some time. even in stores 
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which generally do a medium heel 
business. Flats are still getting the 
play by chains and lower priced shops 
and are selling as well as ever. Ank- 
lets are still good as dressy shoes in 
all price ranges. Back-to-college busi- 
ness was better during the early Aug- 
ust selling period this year than last. 
The kiltie tongue oxford has been a 
surprising seller, in some quarters 
keeping pace with the crepe sole 
loafer. 

Following unusually heavy concen- 
tration of promotion on back-to-college 
footwear, most stores have now turned 
their full attention to regular Fall 
shoes. Black suedes are being pro- 
moted most heavily, although smooth 
leathers and reptiles are also being 
shown. 

Most retailers are confident that the 
Chicago area will experience good 
shoe sales during the next three 
months. Inventories are in good con- 
dition, with most stores now carrying 
only current stock. Orders are being 
placed conservatively and most stores 
and departments are sizing up every 


week. 
* * « 


LINCOLN BUYERS OPTIMISTIC 
FOR FALL 


SHOE buyers in Lincoln, Neb., take 
an optimistic view of the Fall season 
and are confident that the business is 
there if the merchant will dig hard 
enough. Most buyers believe they 
can make or better last year’s volume 
figures for the coming season; a few 
expect to drop slightly. 

One buyer said he will stage more 
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Heels on the way up were promoted 
in this fashion by Marshali Field & 
Company, Chicago. 












promotions this Fall than a year ago 
in order to build traffic. Proof that 
it works was contained in a July pro- 
motion, he pointed out, wherein 
house slippers for youngsters were 
given a window and a large depart- 
mental display. The slippers sold in 
good volume and also boosted other 
sales in the adjoining children’s and 
women’s shoe departments. 

The Lincoln buyers agree that the 
public is “cagey” where prices are 
concerned. The average customer 
won’t buy if the mark-up is too high, 
one buyer asserted. But the money is 
in Nebraska, he added, and if you 
get the right shoes at the right prices 
and actually “sell” them, business 
will be just as good as last year. 

Although July and August were 
concerned mainly with clearance sales 
in most shoe departments here, there 
was good acceptance of Fall fashions, 
particularly black suede sling pumps 
with platforms, in the salons featur- 
ing fashion merchandise. All buyers 
admitted that heavier markdowns 





were necessary to clear stocks this 
past Summer. but all declared they 
would go into the main Fall selling 
season with stocks in as good or 
better shape than a year ago. 

A buyer who deals largely with the 
farm trade declared that if the corn 
crop finishes anywhere near as good 
as it appears now, business will be 
good this Fall and Winter. His vol- 
ume for the first seven months of this 
year is about seven per cent below 
the preceding year. | 

A chain store manager said his 
business probably would wind up the 
year about five per cent below last 
year’s figures, but explained that the 
1948 figures were exceptionally good. 
His biggest drop was in women’s 
fashion shoes, whereas women’s cas- 
ual and play shoes registered a larger 
unit volume than last Summer. Work 
shoes maintained men’s department 
sales in fair shape, while children’s 
shoes were approximately up to last 
year. 
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The best way to get ready for fair weather selling is to make 
your children’s shoes of durable Colonial Velka. It’s avail- 
able in all the wanted colors and white. You'll find it eco- 
nomical to cut, easy to work, easy to sell. Write now for 
color samples for Spring. 


COLONIAL TANNING COMPANY, Ime. 
Boston 11, Massachusetts 








RECORDER SURVEY OF CURRENT CONDITIONS IN SHOEMAKING CENTERS 


Max “cli tity and Markets 


New England 


ALTHOUGH South Shore manufacturers of high priced 
shoes for men continue to report that business is quiet 
and that orders received are sporadic and not conducive 
to efficient plant operation, makers of medium grades re- 
port a decided pick-up in orders received. In some cases. 
cutting will not be completed until mid-October by which 
time, if retail selling is as good as they hope it will be. 
reorders may be expected. Much the same conditions are 
found in the field of lower grade men’s dress shoes, and in 
the same grade of work shoes. Better grade work shoe 
manufacturers are not so busy. 

Lincoln Street wholesalers say that back-to-school orders 
for children’s shoes were larger than last year and that the 
sale of men’s slippers and rubbers is now beginning to show 
sizable volume. 

The demand for low priced women’s shoes, many of them 
novelties retailing for as little as $3, continues strong; and 
a few manufacturers of women’s medium price shoes report 
somewhat better business, although it is evident, in this 
category, that at least some of the business yet to be booked 
will be shipped from floor stocks which have been built 
up as a result of current buying practices. Road salesmen 
for both manufacturers and wholesalers say that few re- 
tailers are willing to buy very far ahead and prefer to await 
the results of Fall buying by the consumer before making 
up their minds as to future commitments. 


Chicago 
From present estimates, business in manufacturing and 
wholesale quarters in Chicago is running equal to a year 
ago as to units, and approximately five to eight per cent 
behind in dollars. Fall business is showing a gradual im- 
provement and a definite tendency toward a regular and 
normal situation during the next two months. 

The greatest problem facing the entire trade at present. 
in the opinion of even conservative thinkers, is the possi- 
bility of shortages by middle or late October. Retailers are 
buying cautiously and closely. sizing up every week, and 
few are over-stocked. Should business be stimulated to any 
degree, manufacturers would not be able to meet the de- 
mand. Many state that they do not have the leathers. nor 
could their production schedules be adjusted. 

Many factors point to the possibility of a marked upturn 
in business. Illinois employment figures have shown no 
appreciable decline in the past two months, nor have de- 
partment store sales. A recent report of the Chicago Asso- 
ciation of Commerce and Industry states that Chicago's 
total retail sales in 1949 may duplicate those of a year ago. 
Dollar sales gains of independent retailers in the Chicago 
area reporting to the U. S. Department of Commerce for 
the first six months of 1949 compared with the first half 
of 1948 were one per cent ahead in Chicago and two per 
cent ahead in the entire Cook County area. The semi- 
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annual report of Wieboldt Stores, Inc., local department 
store chain, disclosed improvement in earnings of $124,789 
for the six months ending July 31, 1949, by comparison 
with the same period in 1948. 

Further evidence of confidence in the future is seen in 
the opening of four elaborate new retail stores in the Chi- 
cago area the first week in September. 


St. Louis 


THis market was still noncommittal on Fall business pros- 
pects during the last days of August. The tempo of re- 
orders had speeded up, but initial buyer reaction to fill-in 
lines prevented crystal gazing. “Retailer buying has been 
indicative of no trend,” one manufacturer declared. “Where 
one of our customers commits himself for sizable reorders, 
there are three others who either continue to hold off or 
confine their buying to such a small scale that it is in- 
consequential.” 

One explanation of this continuance of restrained buying 
is that Fall buying at the retail level has been slow in start- 
ing, as producers have been informed by their dealers, with 
the result that retailers haven’t had the opportunity to make 
a fair appraisal of what they want to go heavy on and what 
they want to go light on. “We have had reports from many 
sections of the country.” said another manufacturer, “that 
women this August just haven’t shown the usual or expected 
early interest in Fall footwear.” Also, as mentioned in a 
previous issue here, there is a feeling among manufacturers 
that retailers delayed buying because of the belief that they 
could obtain fast reorders, regardless of how late they might 
be placed. 

As this was written, it appeared, however, that despite 
the uncertainty surrounding the fill-in business, the pros- 
pects for Fall were still bright, although a heavy portion 
of the buying will come late. Some few buyers, it was 
pointed out, who previously had decided upon the variety 
of patterns they would stock for Fall were beginning to 
place size-up orders. But the percentage of dealers who 
had reached this stage in their buying was notably less than 
existed during the late days in August a year ago. Of the 
reorders placed during August. opened-up shoes comprised 
a large portion, manufacturers reported. indicating that 
again the demand for such footwear would be a highlight 
of the Fall selling season. 


New York 


“THE next period will show a more optimistic approach 
to business on the part of retailers.” This remark by a 
manufacturer reflected the attitude of the manufacturers 
as a whole. They believed that business would be good 
from now on. Although their complaints about retailers 
listed such criticisms as too much caution, delayed buying 
and unbalanced inventories. they expected that the last half 
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a HOT’ Shoe for a 
COLD Day! 
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HERE IT IS: The Golo of Dunmore “FROSTY” Boot—one 
glimpse and you'll understand why buyers from coast to coast 
hail it as the “biggest hit of the winter season.” 

Combines all the chic smartness of a jodphur and the 
dashing appearance of a ski boot. Perfect for the out-of-doors 
during the cold seasons — designed for foot comfort and 
warmth. 100% SHEARLING LINED, light weight, with 
unusual flexibility, water repellent—built on a special last, 
which permits the foot to slip in easily. Comes SMOOTH or 


SMOOTH with RUFFY TOP in matching color—BROWN, Famous built-in quality featured 
BLACK or GREEN. ye 20 ———— casual styles, 
; 5 eae - ” all superb Goodyear welts with 
Write today for details if you want to get the jump on this *hennnel flecible aeadons 


“hot” Golo of Dunmore number. 


insoles. 


Division of Golo Footwear Corp. 
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The Cowboy Boot—An American Institution 


under the foot. Englishmen, eager to 
imitate him, followed his example to 
the exclusion of other ideas in foot- 
wear. The fashion spread to this coun- 
try and retained its popularity in 
America until the outbreak of the War 
between the States. Blood and thunder 
senators of the days of Daniel Web- 
ster dressed in such a style, and a 
tough nut like Andy Jackson presided 
in the White House in them. Gay blades, 
so dressed, duelled and died in the 
French Quarter of New Orleans. And 
heroes and villains, artists and adven- 
turers, gamblers and bankers com- 
bined to make an era that was swept 
away by the inevitable conflict. And 
with the era went the mode of dress 
that characterized it. 

Wellington was not alone among the 
heroes of Waterloo in the fashioning of 
boots, however. Blucher, his German 
ally, who either saved the British or 
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was saved by them, depending upon 
whose version one reads, conceived the 
idea of lacing boots the way shoes were 
laced, and now both shoes and boots 
of that type bear his name. 

The more recent English boot has a 
comparatively high top of stiff leather 
fitting fairly closely just below the 
knee and widening somewhat toward 
the ankle to facilitate movement of the 
leg within the boot. Although the En- 
glish boot is a contemporary of the 
cowboy boot, it owes its character to 
natural ancestors who bear no rela- 
tionship to the Western boot. Nor can 
they, for the Western boot has no an- 
cestors. Like Topsy, it “just growed.” 

The English boot and its forbears 
are seamed along the back, one piece 
of leather being rolled to form the top. 
The cowboy boot top is made of two 
pieces of soft leather seamed along the 
sides. To enable one to walk in a hard- 


shelled English boot or one of its rela- 
tives, it is necessary either to widen 
it near the ankle or to use soft leather 
between the foot and the top, or both. 
A cowboy boot is made of leather soft 
enough for dancing and presents no 
problems of that kind. 

Completely unlike any European 
boots, the Western cowboy boot has a 
high heel and elaborate decoration. The 
high heel serves a definite purpose in 
the cattle business and can hardly be 
thought of in terms of fashion. On the 
other hand, colorful design has served 
to beautify boots without in any way 
destroying their utility or raising the 
illusion that Western horsemanship is 
tainted with the effeminate. The cow- 
boy boot is exactly what its name im- 
plies—a boot, and a very real boot, de- 
signed for use by a cowboy, rugged, 
imitating nothing, without precedent, 
and a permanent part of the Western 
scene. 





Party Shoes Show 
Touch of Fantasy 


[CONTINUED FROM PAGE 59] 


we show a shoe combining black velvet 
with white kid, very novel and dramatic. 

Satin is slated to be an important 
evening material for both dresses and 
shoes. In addition to very simple satin 
sandals and pumps dyed to match a 
Gress, there are jewel-trimmed satins. 
Jewels, especially rhinestones and 
pearls, are strongly in the style picture 
as evening shoe trimmings. Rbhine- 
stones show up beautifully against the 
black satin shoe shown here. Pearls 
have been very effectively used on black 
suede or satin. 


Black Suede for Formal Wear 


Black suede, by the way, has been 
so treated this year that shoes in this 
leather are dressy enough to carry right 
over from dinner into formal evening 
wear. Two examples of such treatments 
are shown here in the embroidered black 
suede sandal and in the gold-stencilled 
one, the latter giving almost the effect 
of a brocade. In brocades, there will be 
a number of beautiful weaves in rich 
and delicate color combinations. 

So there is, altogether, an interesting 
variety in evening shoes, as well as in 
evening dresses. And don’t forget, when 
it comes to dresses, there will be more 
with ankle-length skirts than we have 
seen in a number of years, and this is 
a good style for the evening shoe 
business. 
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Washington Newsreel 


[CONTINUED FROM PAGE 52] 


J. G. Schnitzer, the Commerce De- 
partment’s top expert on leather and 
shoe matters, was scheduled to leave for 
Europe in mid-September on a special 
Marshall Plan mission for the Economic 
Cooperation Administration. Along with 
an ECA official, Mr. Schnitzer will 
spend about a month in the more impor- 
tant ECA countries to discuss their 
hide, leather and textile programs for 
the current fiscal year. He is also sched- 
uled to address the International Coun- 
cil of Tanners in Paris on September 29. 

Reflecting in part the trend toward 
increased production of footwear in re- 
cent months, the Bureau of Labor Sta- 
tistics states that the leather and 
leather products industries reported a 
moderately- lengthened work-week dur- 
ing the normally slow month of July. 
The average work week for July was 
37.2 hours as compared with 36.7 dur- 
ing June. Average weekly earnings 
were $42.07, a slight decline from the 
$42.21 recorded in June. 

April production of leather footwear 
in Austria reached a postwar high of 
318,045 pairs compared with a 1948 
monthly average of 189,088 pairs, ac- 
cording to the Department of Com- 
merce. 


Employe Selection Survey 
Made by Pattern Industry 


Boston, — George A. Schultz, asso- 
ciate director of the National Shoe 
Pattern Manufacturers’ Association, 
announces the recent completion of a 


survey of the industry in an effort to 
establish better methods of employe 
selection. 

The survey and study was made by 
four graduate students of Harvard 
University School of Business Adminis- 
tration. Phases covered by the group 
include job descriptions, testing pro- 
grams, professional guidance services, 
other industry procedures, state and 
federal requirements, and a survey of 
present employes and several of the 
employers in the industry. 

The report submitted includes de- 
scriptions of the pattern making proc- 
cess, a tentative apprentice training 
program, job specifications, character- 
istics required in prospective employes 
and several suggested forms for appli- 
cation of the methods to be used in 
employe selection. 


Shoe Retailer Heads 
Parking Project 


ALLENTOWN, PA.—Park & Shop, Inc., 
a parking enterprise owned and oper- 
ated by 48 cooperating members, mostly 
retailers, has taken an option on prop- 
erty at the northwest corner of Ham- 
ilton and 10th Streets, where it is 
planned to erect a 300-car parking sta- 
tion at a cost of $300,000. 

Park & Shop, headed by Harvey L. 
Farr, president of Farr Bros. Shoe 
Stores, now operates 10 lots with a ca- 
pacity of 1000 cars. Mr. Farr said that 
more than 100,000 cars were parked on 
its lots last year and some 16,000 tick- 
ets were stamped by member stores. 
Allentown’s answer to the downtown 
parking problem, now in operation for 
more than two years, has attracted 
nationwide interest. 





Boot and Shoe Recorder 


















IN STOCK 
#186 Hand-stained 
brown grain Oxford 
on the Drexel Last. #185 
in black Scotch grain. 
Advertised in HOLIDAY 
and TIME magazines. 











Lp clwinr Cngagement of a Perennial Favorite .. . 


a shoe that sells and sells . . . the best selling of the 1949 styles now 





in stock. The new In Stock Catalogue is now ready ... write us if you 


haven’t received your copy. E. T. Wright & Co., Inc.. Rockland, Mass. 
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SEE IT NOW! 


The mothers of those “hard-on-shoes” children 
have taken to CAT-TEX with great enthusiasm! 
They know, from experience, CAT-TEX wears longest, 
takes tough punishment without flinching and, in 
all, delivers more value by far than any other soling 
material! Non-slip and waterproof, too — extra 
good reasons why you, should join 
other quality shoe manufacturers 
and swing to CAT-TEX! Write for 
samples © 
Made by makers of famous Cat's Paw product details 
Cat's Paw Rubber Co.; Inc. Baltimore 30, Md... NOW! 






















Are You a Good Store Manager 


To answer the question of how good a store manager you 
are, here are five questions to ask yourself: 

1. How much of your time is spent with your customers? 

2. How much of your time is spent with your employees? 

3. How much time do you spend with salesmen and on 
routine details? 

4. How much time do you devote to community activ- 
ities? 

5. How much time do you spend in planning and cre- 
ative work for your store? 

Each of the above phases of shoe store operation is im- 
portant, but not on an equal basis. Most of the emphasis 
should be placed on the last two points, because a good 
store manager devotes more than half of his time to plan- 
ning for his business and to community activities. 

If the thought of improving store service and merchan- 
dising is in the back of your mind when you talk to cus- 
tomers, so much the better. At least ten, and not more 
than twenty per cent of your time should be spent in em- 
ployee relations. Training, supervising and ironing out 
difficulties are important and must not be minimized. On 
the other hand, this time should not be wasted in idle chat- 
ting with employees. 

Salesmen’s visits are an important part of good store 
management, but they can be time-consuming. Good sales- 
men, like good store managers, realize the importance of 
time and don’t waste it. When a sales interview is being 
extended beyond reasonable lengths, it should be cut short. 

Community activity is one of the most important parts 
of progressive shoe store management. Many sales are de- 
veloped by building community good will, and by taking an 
active part in local affairs. By increasing the number of 
people you know personally, by getting better acquainted 
with these potential customers, you will increase their con- 
fidence in you and your store. Customer confidence in a 
retail store is one of the strongest weapons for fighting 
competition. 

How much time do you spend in planning and creative 
work for your store? If it is less than ten per cent, some- 
thing is wrong. As you read articles and advertisements in 
business publications plans should arise from the ideas 
expressed. Studying every angle of a suggested stock con- 
trol plan, the pros and cons of credit business. and the 
new styles shown in advertising will be an aid to creative 
planning. 


Two Shoe Departments 
In Remodeled Store 


[CONTINUED FROM PAGE 77] 


each week in the local daily newspapers. These are either 
2 x 8 or 3 x 10 inches in size. Departmental and window 
displays are as closely coordinated with these advertise- 
ments at all times as is possible. Models also show adver- 
tised merchandise. . 

A careful record is kept of all shoe sales, the file includ- 
ing customers’ names and addresses, styles preferred and 
size of shoes. The department then follows up with phone 
calls or mailed personal notices announcing special sales 
or introductions of new styles or trends. This personal in- 
terest is much appreciated by Berger patrons, many of 
whom buy their shoes exclusively from this store where 
courtesy and efficiency are considered as essential as qual- 
ity merchandise. 
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REPEAT SALES 


ARE A CINCH! 
When you sell... 


~Winturop 


Yes sir, Winthrop dealers know they can 
Se expect an unusually high percentage of re- 
. 


- BCC peat business on Winthrop Action-Free shoes. 
<n They know that once a man experiences the 





















fF Ft. hUhTRDlhUC COC TFrhcC eCUhPThlCMS 


old-shoe flexibility and smooth cushion- 
comfort of Action-Free Shoes, he’s sure to 
“come back for more.” There’s plenty of 
style and long-lasting value to “second the 


notion,” too. 


$ 
$ 
.-- AND HERE’S THE REASON WHY 
$ Winthrop’s 5-layer, comfort- 
constructed Action-Free insole 
$ Flexible leather covering 












Pas = Cork cushion 
Foundation leather 
insole with “% inch 
leather moulding 


Duck reinforcement 


Cork filler 




















13° $10 915 oe Wins ROP 


(Some Higher) 
Other Winthrop Shoes as low as 
$g9o5 


—— SHOES 


$695 to $895 

















WINTHROP SHOE COMPANY, DIV: INTERNATIONAL SHOE COMPANY, SAINT LOUIS 
NEW YORK SALES OFFICE, ROOM 914 MARBRIDGE BLDG, 
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How to Use a Mat Service 


material you can use. This is usual- 
ly available free of charge to news- 
paper advertisers. 


Make Use of Both New and Old 
Service Books. 


Just because a book is out of date 
does not mean that it should be dis- 
carded. It is often easy to find interest- 
ing and usable material in last year’s 
books. This holds especially true in 
fields where styles do not change too 
rapidly. 


Use the Mat Service As An 
Idea Source. 


With pad and pencil in hand, thumb 
through as many mat services as pos- 
sible, as often as possible. Make notes 
of headline ideas, body copy, layout 
ideas, etc. Many services contain radio 
copy which can be used with slight 
changes. Sometimes, complete cam- 
paigns are published which can be used 
as a guide in planning your own. 


Use the Service As Holiday 
Reminders. 


Most mat services publish the follow- 
ing month’s calendar with all holidays 


[CONTINUED FROM PAGE 70] 


marked for retailers. This can act as a 
reminder for the planning of special 
events and the possible promoting of 
items. 


Use the Books to Get Up 
“Individualized Ads”. 


You may feel that you do not want 
to use the general type of advertising 
which is offered by mat services. It 
may not serve your purpose. It may 
not be in tune with your town’s buying 
trends. Even if you feel this way, you 
do not have to use the complete ads as 
published. Instead, you can make ex- 
cellent use of the proof book. Your 
artist can use the illustrations, the 
hand lettering and even the blocks of 
copy. It will save him the trouble of 
drawing similar articles and save you 
the expense. He will merely use the 
parts he wants and make up the ad to 
suit your store. Remember, the service 
books contain pictures already screened 
on fairly good paper stock. A complete 
paste-up can be made and reproduced 
as a line engraving rather than an 
expensive halftone. 

You can also make use of the mats 
in part by cutting out the illustrations 
you need. Send these to the newspaper 


with whatever copy you want. They 
will make up a stereotype for you and 
set the copy around it. Here, too, is a 
saving and a flexibility of use. 


Other Sources of Advertising 
Material. 


In addition to the mat services, there 
are many other sources of advertising 
and inspirational material. It is pos- 
sible, for example, for the retailer to 
obtain an inexhaustible supply from the 
manufacturers of the items sold in the 
store. Upon request, many of these 
organizations will supply retailers with 
mats, proofs, direct mail material, 
radio copy, etc. These are usually fur- 
nished free of charge or at a small fee 
to cover cost of making. Check with any 
manufacturer’s salesmen or write di- 
rectly to the manufacturer. He will be 
happy to send all advertising material 
available since it advertises his own 
items. 

Accumulate all the mats, service 
books, manufacturer’s material, etc., 
and keep a perpetual file. This will pro- 
vide you with an excellent source for 
all future advertising in newspaper, 
radio and direct mail. 





Hosiery Styles Take 
Their Cue from Shoes 
[CONTINUED FROM PAGE 57] 


Much of it stems, of course, from the 
centinued. popularity of open-back 
shoes. Reinforcements are being con- 
stantly refined so that they disappear 
under the foot at the back. Some stock- 
ings are being made entirely without 
heel reinforcements. As to toe rein- 
forcements, the “shell” toe is generally 
taken for granted. Here again, the 
completely “‘nude” stocking with no re- 
inforcements is limited to a certain 
number of extremely style-minded hos- 
iery companies. Most of them feel that 
a low shell outline is sufficient for the 
great majority of opened-up shoes. All 
of them are very much interested in 
shoe styles and the necessity of styling 
their women’s hosiery to go with shoes. 

The idea of selling a “hosiery ward- 
robe” is an ideal toward which all pro- 
motion-minded hosiery manufacturers 
are looking. As one expressed it, “A 
hosiery wardrobe, 15 denier stockings for 
evenings, 20 denier for dressy afternoon 
and cocktails, 30 denier for general day- 
long wear.” Other manufacturers stress 
color as an even more important ele- 
ment in selling a hosiery wardrobe, with 
a woman buying different colors to set 
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off the colors in her clothes and shoes. 
It is certainly an idea that retailers 
should have in mind and develop in 
their promotions and displays, even if 
only in a small way. The shoe merchant 
who carries other accessories can as- 
semble a group of shoes, bags, hosiery 
and any other accessories that he has, 
show them against the background of 
one or more ready-to-wear colors in 
tweeds and build a promotion around 
this theme of coordinated accessories 
for daylong wear. With a different set 
of accessories, say dressy daytime shoes, 
bags, ete., and a background of fine 
broadcloth, velvet or taffeta, he can 
promote the idea of the right stocking 
color and weight for such dressier wear. 
Successful promotions will not only im- 
press the customer, and encourage her 
to buy more hose, but will give the store 
prestige as a fashion center. 





Army-Type Shoes Sell 
At Macy’s for $4.99 


New YorK—A lot of New York’s 
young men and other men not so young 
must have felt that they were back in 
the Army when they visited the second 
floor shoe department of R. H. Macy & 
Co. the last week in August in response 
to an advertised sale of brown and 
black oxfords, made over surplus mili- 


tary lasts, at $4.99 a pair. A section of 

the department had been assigned to. 
this special sale, cases of shoes were 

piled high and pine board counters pro- 

vided. Nothing was lacking but the 

supply sergeant to make the scene remi- 

niscent of wartime. 


Customers called for the color and 
size they wanted and clerks slid the 
shoes in cartons across the counter. 
Then the customers found a seat and 
tried them on. If the first try-on was 
O.K., it was only a matter of a minute 
or two to make change and get the 
shoes wrapped up. Business was more 
than brisk and by Friday of that week 
a good many sizes were sold out. 

Merchandise bore the imprint of the 
Braintree Shoe Co. 





Shoe Corporation Reports 
Sales Increase 


CoLUMBUS, OHI0O—The Shoe Corpor- 
ation of America and wholly-owned 
subsidiaries reported that sales for the 
six months ended June 25 of 1949 
amounted to $17,956,671, compared with 
$16,612,669 for the same 1948 period. 
Net profit for this year’s six months’ 
period was $848,539, equal to $1.90 per 
share, against $879,688, equal to $1.97, 
a year ago. 
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CONSISTENT Promotion BUILDS BETTER SALES 
ror CONNOLLY SHOE COMPANY 
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makes shoes of K 
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There's nothing 
Kid and Kan. 





kid owkangaroo 


BUILDS CONSISTENTLY 
BETTER QUALITY 
FOR THIS LINE, TOO 





A\ter: manufacturers like Connolly Shoe Company, Stillwater 3, Min- 
nesota, are placing energetic promotion behind rich looking, comfortable 
Kid and Kangaroo shoes. In Life, September 19th and Saturday Evening 
Post, September 24th, they call the attention of American men to the 
smartness, strength, softness and pliability of the leathers from which 
their shoes are made. Wise selection of Surpass tanned Kid and Kan- 
garoo by Connolly, enables them to justify this promotion with real 
performance. 
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you need 
all four vitamins 
for a healthy 


children’s shoe business! 
a brand that mothers 
know and respect 
construction features 
you can promote 


perfect fit 
for every foot 


one resource 
for tots through teens 


If youre missing one or more of 
these 4 “vitamins” with your pres- 
ent brand or brands, Pollyannas can 
stimulate your children's shoe busi- 
ness! Send for our salesman to 
prove it! 





STYLE No. 8828 





A. & KREIDER SHOE CO. ANNVILLE, PA. 


NEW YORK CITY SHOWROOM Maorbridge Bidg., 47 W. 34 St. 
West Coast Representative: J. 8. Hamelin, 219 W. 7 St., Los Angeles 







Yuletide Sales Ideas 


ATMOSPHERE and the spirit of Christmas are two of the 
greatest sales aids which the retailer can have at Christ- 
mas time. Excellent display to create atmosphere for the 
holiday season can be used by almost every store owner. 
Herewith are a few display and sales ideas that have been 
employed successfully in the past. 


Old Christmas Cards 


Did you save last year’s Christmas cards? If you did. 
you ll find that they have some lovely scenes which can 
make an effective window background. With such a win- 
dow feature your gift wrapping service and say that you 
include a free Christmas card with the purchase. 


Christmas Poems and Carol Sheets 


Much Christmas music is played during this season. but 
many people do not know all the words of the songs, except 
a few of the more widely known. Why not publish the 
words of well known Christmas songs and carols in your 
newspaper ads? Urge folks to clip and save them. 

Or. you can publish a Christmas song sheet to give to 
customers, with the page at the back listing your specials 
for Christmas. The outspread sheets, too, can be posted 
around the store in conspicuous locations and can also 
serve as display backgrounds. This latter is especially true 
if the songs are printed on attractive colored stock. 


Early Christmas Promotions 


One alert retailer last year ran an ad advising folks to 
“Do Your Christmas Snooping Early at Our Store,” and 
it attracted much attention. The Christmas shopper likes 
to hunt for gifts. He will spend more time looking for gifts 
than he will for regular merchandise during the regular 
season. Give him a chance to snoop early: he'll love it. 


Letters from Santa 


Millions of children send letters to Santa every year. but 
very few of those children get letters in return. Some stores 
find it a good policy to advertise that if children deposit 
Santa Claus letters in the store mailbox early. Santa will 
send them a letter in return. This thrills many youngsters. 
and the letter they receive is colorful. kind and considerate. 
One store owner secures the names of all elementary school 
children in the city and sends each a letter. inviting him to 
come to the store, meet Santa and talk to him. Each visit- 
ing child is given a badge to wear, which says he is a mem- 
ber of the store’s Santa Claus club. 


Animated Displays 
Every merchant knows that animated displays attract 
much more attention than still displays. If the store owner 
can afford them. there are many excellent animated holiday 
displays on the market. which can be relied upon to draw 
the attention of numerous shoppers. either when stationed 
in display windows or somewhere inside the store. 


Group Pricing 
Most Christmas shoppers have a certain amount to spend 
for each person on their gift list. Naturally the mass of 
people would be interested in gifts up to $5 to $10. It 
might be worth your while to arrange several displays show- 
ing only $3. or $5 or $10 gifts. This would simplify shop- 
ping for some of your customers. 


[TURN TO PAGE 99. PLEASE] 


Boot and Shoe Recorder 














AMERICA’S MOST FITTING FOOTWEAR 
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The 
DIPLOMAT 


In MEDIUM and 
NARROW WIDTHS 


This eye-catching 
DISPLAY CARD 
will increase your 
Sales and Profits. 
It is included in 


each shipment 


at no extra cost. 


Get set for the Fall Slipper Season .. . 


Od. er 


HUBER slippers NOW! 


Made of fine kidskin uppers, full- 
grained outsoles, leather linings. 
moulded counters and rubber 
heels. Their easy-flexing, USMC 
cement construction makes them 
easier to sell. 


IN STOCK, for immediate delivery, six styles, in 


all color combinations. e WRITE for CATALOG and PRICE LIST 


HUBER supper co., ive. + aviston, 1. 


“Makers of fine quality men’s slippers since 1932” 





New Store Opened 


Detroir—The Westown Shoe Store 
Was opened recently at 15147 Wyom- 
ing Avenue, in the northwestern sec- 
tion, as a family shoe store by Thomas 
A. Nover. Location is the one which 
formerly housed the Westown Boot 
Shop, owned by Nathan Steinbock, 
which recently closed when the latter 
opened new Rody’s Shoes in another 
nearby location. 


Mr. Nover has been in the shoe busi- 
ness in this area for about 20 years, 
and was formerly buyer for Tukel’s in 
the suburb of Hazel Park. 


90 


To Redecorate Shoe Store 


NEw HAVEN, CONN.—Optimism over 
the possibilities of Fall and Winter 
business is expressed in the recent de- 
cision of M. H. Samuels of the Samuels 
Shoe Shop, here, one of the city’s fash- 
ion shoe centers, to renovate and re- 
decorate his store. 

The store will be entirely remodeled, 
a new lighting effect created through 
the use of new type continuous fluores- 
cent lighting. Interior color scheme 
will be pale green and grey walls, dark 
green carpeting, with mildly modern 
furnishings of bleached wood with coral 
upholstering. 















New Juvenile Shoe 
Department Opened 


HUTCHINSON, KAN.— Wiley’s store 
recently opened a “Young Kansans” 
department for children and teen-age 
girls. The new department which fea- 
tures shoes and clothing is located on 
the second floor in the new addition 
over the Fox building in Hutchinson. 

Free soft drinks were served to cus- 
tomers at the new department during 
the week. 

The “Young Kansans” department 
is divided into five sub-departments. 
These are the Layette, the Small Fry 
(3 to 6 years old) ; the Grade Schoolers 
(7 to 14); and the Teen Age shop 
(junior and senior high girls.) A Girl 
Scout section is also part of the new 
department. Four times the area is 
occupied by the new department as was 
occupied on the second floor where the 
children’s and girls’ departments have 
been located. The boys’ department 
will be expanded later, Phil V. Wiley 
said. 

All the latest ideas for selling chil- 
dren’s and girls’ merchandise have been 
incorporated. These are a colorful in- 
terior decorating scheme, mirrors, a 
large concealed-type wrapping room, 
and a number of fitting rooms. Built- 
in ceiling lights, spotlights, and fiuo- 
rescent lights in the wall-cases com- 
plete the pattern. The new department 
is completely air conditioned. 





British Urge Greater Care 
In Fitting Children 


LONDON, ENGLAND— Alarm at the 
possible damage to children’s feet 
through inefficient shoe fitting has been 
expressed by a Government department 
in Britain, following disclosures that in 
certain areas children’s feet are suffer- 
ing as a result of incorrect fitting. 

The B. O. T. have called the attention 
of the Footwear Distributors’ Joint 
Council to the investigations in York- 
shire by the Research Association, 
which have revealed a high proportion 
of foot defects among a representative 
selection of school children. The de- 
partment cooperating with the Minis- 
tries of Health and Education, are con- 
sidering the resulting problems and 
have suggested that retailers could do 
a great deal by insuring the correct 
fitting of shoes before sale. 

The problem is of long-term charac- 
ter and involves the ability and willing- 
ness of manufacturers to obtain the 
right lasts and the availability of suit- 
able materials for the manufacture of 
children’s footwear. The training of 
sales assistants to insure correct fitting 
is also urged. 


Store Changes Ownership 


SHELBYVILLE, TENN.—Stock and fix- 
tures of the Miller-Jones Shoe Store 
here have been bought by J. C. Burns. 
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Today's youngsters go all out 

for the “he-man" styling that's so 
typical of the American Boy line. Rugged 
... Sturdy... tough... truly built to take it. 
And set off by finely crafted details that 
speak shoe perfection at a glance. 
Featuring a balanced line in boys’ shoes 
with a strong continuation run of basic 
styles carried in the young men's 64 to? 
size range, American Boy sets a lively 
All-American pace for the selling season 
ahead. 


NATIONAL SHOE COMPANY TO RETAIL 


Division of Craddock-Terry Shoe Corporation = — GG ona OP 


Lynchburg, Va. 
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51 Different Styles — 


Many colors and 





materials in this 


top quality line. 
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Smoot 


h leat 
Hard Leather wi Urper — 
$/12 $2.30 
















POPULAR 

DESIGNS = - 
ATTRACTIVELY 9750 — 
PACKED FOR 

COUNTER 






DISPLAYS 


° 
ORDER NOW 


TERMS 2% Oct. 10th 
. 


MAT SERVICE 












FOR CATALOG 





A. G. BEHN Séoc Zo. 


"ARLINGTON. NEW JERSEY 
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Step by Step 
[CQNTINUED FROM PAGE 72] 


perfection and vitality of a well laid- 
out corpse. The sole attempt to stand 
out from the crowd is made by Nettle- 
ton, which illustrates shoes on feet 
so that you can see what they look like 
with socks and trouser legs.” This 
reaction. a personal one, is substan- 
tiated by a research reaction con- 
ducted by the National Association of 
Display Industries last year. When 
shoes were displayed with trouser 
legs draped over them, more people 
stopped to look. Make a note of this 
when preparing ads or displays. 


* * & . 


TALK ABOUT MONEY—The Fed- 
eral Reserve Board reports that the 
liquid assets of U. S. consumers 
reached a peak of $132 million in 
1948. The board believes that there 
is no reason for consumer demand to 
fall off. These assets, it points out. 
could be used to “reinforce demands 
for all kinds of consumer goods and 
services, for investment in business. 
housing and as nest-eggs in case of 
need.” On the dark side, however, 
the board said that a “growing seg- 
ment of the population has been un- 
able to accumulate any assets what- 
ever. and that this group may have to 
fall back on credit if it wishes to buy. 
... This group includes those families 
with “incomes between $1.000 and 
$3.999. about three-quarters of whom 
had already exhausted their sav- 
ings. .. . The most popular form of 
liquid assets was revealed to be gov- 
ernment bonds, followed by savings 
accounts and checking accuunts. The 
board found that “checking accounts 
are much more frequent among spend- 
ing units with incomes of $5,000 or 
more than they are at lower income 
levels.” 
¥ = * 


$ HOES FOR THE PRESIDENT’S 
FRIEND—In the New York Herald 
Tribune the other day, political car- 
toonist Dan Dowling drew a shoe store 
scene in which President Truman and 
Uncle Sam were the principal charac- 
ters. The cartoon. entitled “A Hard 
Order to Fill.” was concerned with 
the Truman Arms Program for 
Europe. President Truman, symboliz- 
ing the arms program, was holding 
his hands about two feet apart, and 
saying. “I'd guess something about 
this size.” But, Uncle Sam, holding 
a shoe-fitting device labeled “Estimate 
of Europe’s Needs.” says, “I could 
fit him a lot better if you'd bring him 
in.” Spoken like a true shoe sales- 
man, we thought. 
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Predicts Big Shoe Buying 
Period Ahead 


BostoN—In a _ recent statement, 
Eugene A. Richardson, director of the 
Shoe Manufacturers’ Spring Opening 
to be held in New York at the Hotel 
New Yorker, Oct. 16 through Oct. 21, 
said that due to the unprecedented 
Summer business done all over the 
country on play shoes and other in- 
stock styles, he anticipates that one of 
the biggest buying periods lies im- 
mediately ahead. Space for this shoe 
exposition, celebrating its twenty-fifth 
anniversary, has been practically sold 
cut, he said. : 

Mr. Richardson believes that because 
of short stocks on hand, retailers will 
soon be buying heavily on Fall and 
Winter light Goodyear welts, closed 
toes and walking shoes, especially. 
There is also due to be a return to 
ballerina shoes, he predicts. These 
various types of shoes in the $5 to $6 
price brackets he sees as an important 
factor in creating continuing sales 
through the Winter and early Spring. 
There will be no Fall and Winter let- 
down, according to Mr. Richardson. 
New merchandise is essential, he says, 
new styles, new materials, and especi- 
ally new colors. 

Six hundred lines displaying for the 
first time at the Shoe Manufacturers’ 
Spring Opening will give those who at- 
tend a chance to have first call upon 
the production facilities of manufac- 
turers making these offerings, he said, 
adding that “being present at the 
Spring Opening is a ‘must’ for the pro- 
gressive retailer.” 


Fall Shoes Shown at 
Store Opening 


SAN ANTONIO, TEx.—One of the most 
modern women’s shoe stores in the 
Southwest was opened here recently by 
Paul’s Shoes to celebrate its 25th anni- 
versary in this city. 

The new store is located at 224 E. 
Houston Street, directly across from 
the old store, next door to the Majestic 
Theater. 

Charles Weiss, manager of the new 
store, said full lines of new Fall fash- 
ioned shoes were especially selected for 
the opening. 





Compo Executive Honored 


New Yorx.—Otto Bors - Koefoed, 
manager of the metropolitan New 
York territory, who joined the Compo 
Shoe Machinery Corporation in 1929, 
the year the company started in busi- 
ness, was given a farewell party by 
his associates in the New York office 
upon his recent retirement. 

The party was held at The Wivel, 
New York’s Danish restaurant, and a 
beautiful gold wrist watch was pre- 
sented to Mr. Koefoed by his associ- 
ates. In addition to his family, close 
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You're an experienced shoe man 


CARRY THESE... 


they mean 


MORE SALES! 





Style 124 (black) 
Style 125 (brown) 











.- you know good shoes the 


minute you lay your hands on them. And you know what your cus- 
tomers want in the way of comfort. These New Balance last, kid, 
seven-eyelet Bal oxfords are in stock in both brown and black 
with traditional Dr. A. Reed cushion comfort to bring you more 


satisfied customers... more sales... 
plete Dr. A. Reed line, write for the In-Stock catalog. 


more profits. For the com- 


*Walker Comfort enjoys real shoe and foot comfort, the kind he gets 
when he wears Dr. A. Reed cushion shoes. 


L vores. DtAReed .. 


/ CUSHION SHOES / 


{ 


-THE SHOE WITH THE SOLE OF COMFORT 





friends and office associates, guests in- 
cluded William Solar, first vice-presi- 
dent of Compo; William J. Duffy, 
district manager of the Pennsylvania 
territory, and Mrs. Duffy, and J. B. 
O’Brien, new manager of the metropoli- 
tan New York territory; Mrs. O’Brien 
and Miss Clare O’Brien. 

Mr. Koefoed first worked on the de- 
velopment of Compo machinery, then 
as shoe factory consultant on the in- 
stallation of Compo equipment and the 
solution of shoe making problems be- 
fore his promotion to the managership 
from which he has just retired. 


CSRA Style Committee 
To Meet 


MONTREAL, QUE.—Canadian Shoe Re- 
tailers Association announces that the 
date of the Spring Style Committee 
meeting has been set for September 19. 
It will be held at the Mount Royal 
Hotel, Montreal, and will include a 
larger representation of the various 
branches of the industry than the first 
committee meeting which was held last 
Spring to discuss the Fall prospects. 
The Association expects to have its re- 
port in the mail by September 28th. 
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\RSI........ 


in BEAUTY... 
PERFORMANCE... 
building SALES! 
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PRIMEX is designed (1) to speed the 
buying decision (2) to get new, perma- 
nent customers (3) to modernize and 
beautify your store. Its many mechanical 
improvements are unequalled for build- 
ing sales and customer goodwill. 


* new X-ray unit 
LOOK AT * new low step 
THESE * new 3-Ray penetration 
STAR * new wide platform 


FEATURES * mew compact size 
* new safety 


PRIMEX offers a variety of harmonizing styles 
for all types of store interiors. For full details, 
write PRIMEX EQUIPMENT CO., Dept. 9B. 
135 So. La Salle Street, Chicago 3, Illinois. 


PRIMEX s4e7% 2, 


SHOE FITTERS 
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Shoes in the News 


Wirn the advent of cool weather, most retailers begin to 
plan their stocks of protective footwear for the stormy 
and wet days ahead. Manufacturers of this type of mer- 


Women’s warm boot with 
mouton collar, felt lining 
and insole; Tyer Rubber Co. 








chandise have been working out new ideas which are 
calculated to make these items not only utilitarian, but 
attractive and appealing to both the male and the female 
customer. Warmth is provided in Winter storm boots 


Non-skid rubber, light 
weight and unlined, with 
rubber cleats which provide 
a snug grip; Tingley-Reli- 
ance Rubber Corp. 





through the use of such treatments as fur collars, shearling 
or felt linings. Special processes have been instituted to 
ensure the fit of this footwear and to increase its wearability. 


* * 5 


F OR the twelfth consecutive year, the Neiman-Marcus 
Award for distinguished service in the field of fashion 
was presented at the Neiman-Marcus Fall Fashion Exposi- 
tion held at the specialty store in Dallas, Tex.. September 


Asymmetric spiral dancing 
sandal from the Neiman- 
Marcus collection by David 
Evins in black or white or 
dyeable ottoman. 





5 and 6. This year four awards were presented—two io 
French designers and two to American designers. David 
E. Evins, American shoe designer was one of the recipients, 
selected “for the new delicacy he has given to shoes and his 
original thinking which has greatly influenced the shoe 
business.” Presentation of the awards was made by Stanley 
Marcus, executive vice-president of the store. 
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Ar a recent sales convention held at the Drake Hotel, Chi- 
cago, the Mishawaka Rubber & Woolen Mfg. Co. an- 
nounced a completely new line of rubber soled canvas shoes. 
The new line, to be known as “Jets,” is made of new jet- 
blown “Dura-Kool” fabric, especially treated to provide ex- 
ceptional resistance to abrasion; the uppers are said to 
wear much longer than untreated fabric of equal grade. 


The “Medina,” a blucher pat- 
tern oxford with duck cov- 
ered full cushion insole with 
Arch - Gard, natural crepe 
rubber outsole and leather- 
grain finish binding strip. 
Uppers are of specially treat- 
ed “Dura-Kool” fabric. 





According to officials of the company, for years rubber 
footwear manufacturers have sought to achieve a balanced 
relationship between the wear of the canvas upper and the 
rubber sole now made possible with this new fabric. 

The fabric is claimed to be especially light. flexible, and 
cool, requiring no cloth backing, thus increasing its breath- 
ability. It is said to clean easily because dirt. grease and 


liquids do not soak into th= fehbrie. 
a. & 


THat a basic pattern, if it’s a good one, can be carried 
out in three different types of footwear has been demon- 
strated by Mondl Mfg. Co.. Oshkosh, Wis. The pattern— 





en, 


Boot-Shu, street and sport 
shoe with natural crepe sole 
and rawhide laces. Made of 
sueded kip or grain elk in 
several colors. 

















@ Smarter Looking 
@ Cop Quality Leathers 
@ Finer Craftsmanship 
@ Ketter Fitting Lasts 
* Greater Values 









Tie Up With TRADE BUILDERS 






— 








pie: " a Ky 
Style ROY 
An outstanding Police 
Shoe that affords relief 
from fatigue for hard 
working feet. Black Kip 
Upper Leather, Cap Toe 
Blucher Shoe. Combina- 
tion Leather Counter 
Pocket and Back Stay, 
Oak Bend Outsole with 
full Leather Midsole 
Heavy steel 
arch support. 


Your Cost, $6.75; Denver 
West slightly higher. 


Sizes 13, 14 and 15 at 
small extra charge. 


GET THE TRADEBUILDER IN STOCK 








a gypsy seam boot with front lace or buckle attachment— 
has been worked out in a house slipper (the Robin Hood), 
a street and sport shoe (the Boot-Shu) and a storm boot 
with moulded rubber sole (the Streamliner). All three 
are shearling lined. 





Novel Contest Increases Business 


Nor finding a contest that fitted their needs, James Frymier | 
and Marion Brown of the Jack and Jill Shoe Shoppe in | 
Muncie, Ind., made up their own contest and rules, with a 
miniature red tractor as the prize. For three weeks rules 
and clues were placed in the window with the tractor, a 
tricycle-like vehicle, and in the newspapers. 

Correct answer was Oh, Susannah, a children’s book 
written by Ruth Holberg. Clues were statements quoted | 
directly from the book and all were readily identifiable | 
when. the book itself was found. Clues were statements si- | 
milar to the following: ‘ in her lindsey-woolsey. 
dress was not afraid of the Indians that surrounded her 
home in the wilderness. Every day ————— and heer little 
friends learned more about the new land that was to be 
their new home since the family moved in 1872 from their | 
home in the East.” | 

Two correct answers were received in the 84 entries. but 
one of the answers was disqualified because the rules were 
not followed. Winner was eleven-year-old Sandra Masel, 









[TURN TO PAGE 100, PLEASE] 
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TRADE BUILDER VALUES 
Plus TRADE BUILDER SERVICE 
Plus LOWER FREIGHT COSTS 


Maintain a highly efficient selling stock with a 
minimum of stock inventory. Get SAME DAY 
or OVERNIGHT shipments of fill-in orders. 
There are more than 40 TRADE BUILDER 
wholesale distributors serving every county in 
the United States. Save Freight Costs, too. 


There's a complete TRADE BUILDER stock 
almost at your own back door. Let us tell you 
how to use it to your advantage. 























FOLDER. | 
















M. T.. SHAW, INC., Coldwater, Mich. 
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No. 943 — Wine Elk 
Monk's Strap 
6%to8—8,C,D,E— 
Spring Heel 
8% to 12—A, B, C, D, E, 


12% to 3—A, B, C, D, E 


— Rubber Heel .. .$4.50 
5%, 15 Days; Net, 30 Days 


OUR BEST SELLER. IN STOCK 
FOR IMMEDIATE DELIVERY 


This Monk pattern is one of several new styles which 
have met with unusual favor with almost every CHILD LIFE 
retailer. It is built over an exceptionally fine 
fitting last and like all CHILD LIFE SHOES, 
is 100% Goodyear Welt. Every daughter and 
daughter's mother loves it. IT SELLS ON SIGHT! 














S. CALIFORNIA 
E. E. Kappel, 
31S McHenry Rd., 
Glendale 6, Calif. 


Easy to Fit, Easy to Sell. 


NEW YORK OFFICE 
Jos. Wasserberger & Son, 
557 Marbridge Bidg., 
New York 17, N. ¥. 


CHILD LIFE SHOES 


WN. CALIF., WASH. & OREGON 
C. F. Bearce 
2345 Lambert Drive, 
Pasadena, Calif. 











We Sold "Em 
By the Dozen 
[CONTINUED FROM PAGE 67] 


not before he shouted: “Oh, your shoes 
are so darn much better than anybody 
else’s—Get out of here.” Well, I packed 
up as fast as I could and after I calmed 
down a bit I went over and sold his 
competitor. We learned by a process of 
elimination what to say to one buyer 
and what not to say to another. After 
that I tried not to make comparisons 
that might refiect on the buyer’s judg- 
ment. 

One merchant who had had some 
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heavy correspondence with the office 
greeted me with: “You’re just like a 
policeman, you come around after the 
fight’s all over.” It seems he had a 
complaint about a pair of good heavy 
eight iron soles that had “rotted off.” 
I finally convinced him that the cus- 
tomer had gotten the soles wet and 
then put them on a hot surface to dry. 
This sometimes happened by drying 
our shoes on the steam pipes of a pas- 
senger coach. There were no air condi- 
tioned coaches then, and until we 
learned better we would put our wet 
feet on those steaming hot pipes and 
burn the wet leather to a crisp. 






The train carrying a barber was quite 
an innovation but the heat was stifling. 
The open windows drew in coal and 
cinders as freely as they did the breath 
of a blast furnace from those wide 
prairies. Small town hotel rooms were 
steam baths which were the only baths 
to be had in many of them. 

With my trusty Model T touring car 
I explored more country than Lewis 
and Clark ever dreamed of. National 
highways were a figment of the imag- 
ination. At many points on the Mis- 
souri River we crossed on ferries that 
swung in at the bank wherever the 
trail was fit to run a car over. Or one 
such crossing at dusk I followed a tvail 
through the woods. At a fork in the 
trail I got the front wheels in cre rut 
and the rear wheels in another. No 
amount of bucking and filling did any 
good. I was stuck there with mosquitos 
the size of my baby shoe samples. 
Finally three Scandinavians came nlod- 
ding down the trail. One said, “Give us 
a chew of Snoose and we’ll push you 
out.” “Mister,” I said, and I empha- 
sized the Mister because I sure wanted 
to leave that spot, “if I had any Snoose 
you could have it all.” “Vell,” he said, 
“Ve push you out anyhoo.” And bless 
their kind Scandinavian hearts, tlicy 
did. We weren’t afraid of hold-ups or 
hijackers because they hadn’t drifted 
that far West yet. Well, I drove along 
that winding trail looking for the town 
the map said was at the end of it. June 
bugs with their myriad lights swarmed 
about and helped lighten the long dark 
drive that lasted until after midnight. 
When I turned a corner and found 
nestling in the dark countryside a few 
scattered houses, I looked for the 
largest one which would be the hotel. 
There was a kerosene lamp burning 
on a table by the entrance but only 
the sound of snores greeted my en- 
trance. My samples were in an open, 
unprotected car at the curb in a town 
that hadn’t a waking soul but myself 
and they were perfectly safe. I climbed 
the stairs, found an open room with a 
mattress on the iron bedstead but no 
bedding. I found sheets and pillows in 
a hall closet and made up for the night, 
slept soundly with my door open, money 
in the pocket on the one chair and 
awoke in the bright sunshine to the 
smells of a now fabulous breakfast 
that tasted as rapturous as it smelled. 
It never occurred to us to be afraid of 
anything except Nature. Everybody 
was your friend and the harder a town 
was to get to, the easier it was to do 
business. Dealers were glad to see you 
and there was no hurry. We ‘would 
discuss anything from a lame back to 
the chances of a Democratic candidate 
getting back into office. Except for the 
larger towns we saw our trade once 
or twice a year and our welcome was 
not worn out. There were many old 
friends we hated to leave, but progress 
beckoned and we had to keep climbing 
for the ladder of success is a slippery 
one. 
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New “O-G” Store Opened 
In Chicago 


CuHicaco—O’Connor & Goldberg 
opened their newest Chicago store the 
first week in September at 4027 W. 
Madison Street in the heart of the fa- 
mous Madison-Crawford shopping com- 
munity. 

Wide aisles, adequate seating ar- 
rangement, and separate departments 
for men’s shoes, women’s shoes, hosiery 
and handbags are distinctive features. 
The entire five-story front forms the 
background for a large electric sign 
reading “O-G Shoes.” 

The firm is owned and operated by 
the two sons of one of the founders, 
John O’Connor, Jr., and Richard G. 
O’Connor. General manager of the new 
store is Mosely Fischer, who is also ac- 
tive in community and civic affairs in 
the immediate neighborhood. He is 
chairman of the board of directors of 
the Garfield Park Business Men’s Asso- 
ciation and has been an officer of the 
association for 10 years. He was one of 
the workers who obtained added street 
lighting for the district. 





I. Miller Opens New Store 
In Washington 


WASHINGTON, D. C.—I. Miller & Sons 
opened its newest shoe and accessory 
store recently at 1139 Connecticut Ave- 
nue N. W., near De Sales Street. This 
new shop is the second I. Miller store in 
Washington, the other being located at 
1222 F Street, N. W. 

Designed in modern setting, with a 
front of polished mahogany, this new 
shop has opened show windows allowing 
complete visibility of the interior. The 
walls are flanked with mirrors, and the 
draperies have been specially dyed in 
blue with a reddish brown pattern on a 
grey background, to harmonize with the 
soft dove grey carpeting. 

Throughout the store are various ar- 
rangements of display tables and plant 
boxes. The furniture is of polished ma- 
hogany covered in fabrics of blue and 
gold metallic yarn and in purple and 
black tweedy fabrics. Completely air- 
conditioned throughout, the new I. Miller 
store is designed to give the utmost in 
comfort and convenience while shop- 
ping. 

Following expansion and complete 
modernization, I. Miller has opened its 
new shoe and accessory store at its same 
location, 218 N. Charles Street, Balti- 
more. 


Closes Out Half Store Stock 


MISHAWAKA, IND.—A $35,000 volun- 
tary close-out sale is being held by 
Brady’s Shoe Store, 510 North Main 
Street, which continued until half of 
their stock was sold. Discounts of 30 
cents to 70 cents on the dollar were 
offered. 
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tow Most Complete 


Most successful children’s 
shoe line in the country today 
. .. there are impressive 
reasons: 


STYLED to the times and tune of 


young demands. 


IN-STOCK service —Sizes8%-12, 
12%-3, 3%-9, in widths. 


QUALITY craftsmanship — guar- 
ontee of repeat sales. 


PRICED right for your profit and 


customer value. 


My ae, 
Correctly designed 
for growing feet 
with a sturdiness 


and wearability 
satisfies 


which 






mothers. 















NEW 


FALL & WINTER 


CATALOG 


JUST OUT 


WRITE FOR YOURS TODAY 











Children’s and Growing Girls’ Line 


0 





Be 
Lt ; 
These smartly fashioned 
shoes are for teenagers— 
the pace-setters who influ- 


ence what we make by what 
they want. 


Little Laconians and Laconian Debs 


Se ore made in Genuine Goodyear 


“tae 


Welts also Cement Process. 


ARE BACKED BY PLENTY 
OF ATTRACTIVE SALES PRO- 
DUCING PROMOTION AND ARE 


NATIONALLY ADVERTISED in 
PARENTS MAGAZINE 

and 
CALLING ALL GIRLS 


LACONIA SHOE COMPANY 


LACONIA, NEW HAMPSHIRE 















































COME T0 THE SHOW! 


25th Anniversary 


SHOE MFR'S 
SPRING OPENING 


America's Oldest and Largest Shoe Exposition Under 





One Roof... 


Hotel | 


New Yorker 


OCTOBER | 
16-21 | 


* 


Shoe Buyers! 
Got Problems? 


—_, to the SHOW... 
October 16-21 and really see what’s new in over 500 lines. 
Get set with new styles .. . new trends... and a first hand 
picture of the avalanche of business sure to be in the cards 


for Spring and Easter selling. 


Don’t miss it. Make your plans now to be at the New 


Yorker during the biggest show of the year. 


The SHOE MFR'S SPRING OPENING as usual 


=. is under management and personal direction of 





683 ATLANTIC AVENUE 





EUGENE A. RICHARDSON ASSOCIATES 


BOSTON 





* 


TEL. LIB. 2-4199 








Albany Store Closed 


ALBANY, N. Y.—The Morse Shoe 
Store at 67 North Pearl Street, Albany, 
has been closed, and stock transferred 
to the Holly Style Shop, 35 North Pearl 
Street. The change became necessary 
when the W. T. Grant Company pur- 
chased the building. 





Melville Opens New Store 


ALBANY, N. Y.—A Melville Shoe 
Store has been opened at 26 South Pearl 
Street, Albany, N. Y., to carry a full 
line of Thom McAn and Melcraft shoes. 
Gerhard W. Estherr is local manager. 
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Children’s Shoe Promotion 
Held by 53 Stores 


Los ANGELES.—An outstanding pro- 
motion of children’s shoes was conducted 
by the 53 stores of the Karl Shoe Stores 
in the Los Angeles area recently. 

Headlined as an “Extra-Ordinary 
Event” in 8% inches on three columns 
of advertising space in Los Angeles 
newspapers, Karl’s offered boys’ and 
girls’ brown moccasin types at $2.59 per 
pair in sizes 8% to 3 and in widths B, 
C and D. The sales event, which was 
one of the most successful in the firm’s 
history, was based on a special purchase. 


NSTA Officials Guests of 
Southwestern Group 


DALLAS, TEX.—Harry Jay Evans of 
Los Angeles, president of the National 
Shoe Travelers Association, Inc., and 
Norman N. Souther of Chicago, secre- 
tary of that organization, were the 
guests of honor at a luncheon in the 
Baker Hotel, Dallas, on Aug. 29. The 
luncheon was sponsored by the South- 
western Shoe Travelers Association, 
and was timed to coincide with the an- 
nual meeting of the Bureau of Sales- 
men’s National Associations, held in 
Dallas Aug. 29 to 31. Mr. Evans is 
currently serving as president of the 
bureau, and Mr. Souther is vice-presi- 
dent. 


J. M. Alexander, president of the 
Southwestern Shoe Travelers Associa- 
tion, which is an affiliate of the 
N.S.T.A., presided at the luncheon, to- 
gether with Tom Collins, secretary- 
manager of the regional group. 

Other guests included: Nat Roth of 
Miami, president of the National As- 
sociation of Women’s & Children’s Ap- 
parel Salesmen; Ellis Jourman of St. 
Louis, secretary of that organization; 
Marshall J. Mantler of Atlanta, manag- 
ing director of the bureau and execu- 
tive director of NAWCAS; and Earl 
Susman of St. Louis, counsel to both 
organizations. NAWCAS and N.S.T.A., 
together with the National Association 
of Men’s Apparel Clubs, are member- 
groups in the bureau. 

All officials mentioned spoke in- 
formally after the luncheon, Mr. Mant- 
ler reporting on the activities of the 
bureau for the last 11 months, and Mr. 
Evans and Mr. Souther stressing the 
fact that every salesman selling foot- 
wear should be a member of the Na- 
tional Shoe Travelers Association. 


New Shoe Department Opened 


WINDsoR, ONT.—Smith’s Department 
Store here recently opened its new shoe 
department on the second floor of the 
store. In this department, which is 
finely equipped and tastefully decorated, 
a large stock of women’s and misses’ 
shoes is carried. One section for the 
children is mrursery- decorated with 
special seating arrangements for its 
small customers and their mothers. 


Store Has New Manager 


CHARLESTON, W. VA.—Al Weiss, 
former manager of a Cincinnati shoe 
store and with 25 years of retail ex- 
perience behind him, is the new man- 
ager of Arnold’s Shoe Store, 236 Cap- 
itol Street. H. A. (Dick) Toney has 
been named assistant manager. Mr. 
Weiss has moved with his family to 
518-A 41st Street, Kanawha City. 
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Yuletide Sales Ideas 


[CONTINUED FROM PAGE 88] 


Gift Wrapping 

Most of the gifts which are purchased need to be 
wrapped. They must be done carefully, tastefully, using 
colorful wrappings. Perhaps you have your own gift wrap- 
ping service. It’s a worthwhile service in many stores. Or 
perhaps your local merchant’s association has a free gift 
wrapping counter. Be sure to give this matter considerable 
thought and work out a good plan. Your rushing customers 
will appreciate it. 


Santa and His Sled 


A medium sized store used a plywood cut-out of Santa and 
his reindeer last Christmas and lighted the whole affair. 
The apparatus was very light and was suspended from 
the ceiling with wires. It was the highlight of the store’s 
holiday decorations. 


An Outside Santa 


One store used a 30-foot Santa Claus cut-out for an out- 


door sign at the front of its building, and this, in color. 


was very impressive. Lighted at night, it was a jolly sign 
which drew much favorable attention. 


Window Paste-Ons 


During the past few years a number of retailers used 
colorful Santa Claus head paste-ons on their windows. 
These helped to give the window Christmas atmosphere and 
always attracted much attention. They can also be used on 
walls and on center pillars. One store had an artist outline 
a large picture of Santa Claus on the wall. Santa had a 
big sack of toys on his back and two white lights showed at 
the spot where his eyes should be. The display attracted 
much attention. : 


Records of Santa Talks 


Some stores make recordings of children’s talks with 
Santa and present them to the children. They. are two and 
a half minute records, for the most part, made on an 
aluminum base. They can be kept for years, and many 
parents and children treasure them. 


Shoe Store Caters to Hard-to-Fit 


“WHEN a woman comes in to see a certain shoe shown 
in one of our windows, even though we do not have her 
size in that particular pattern, the salesman insists that she 
be seated, and then shows her a shoe that is as near like it 
as possible,” said E. L. Scott, general manager and trea- 
surer of the Spence Shoe Company, Knoxville, Tennessee. 

“Mr. Shirley Spence, the president of the firm, and I 
find the best policy is never to mention price (providing 
the patron does not inquire about it) until she has on both 
shoes, and the sale seems fairly certain. We have discov- 
ered that the question of price does not affect the choice 
to any great extent. 

“Size is another subject which is strictly taboo, unless. 
of course, the customer asks, and then she is always told 
the truth. 

“One way in which we have built up a satisfactory busi- 
ness is by catering to the group of people who are hard 
to fit, We have our regular customers for certain sizes 
which are difficult to get, and we keep these patrons in 

[TURN TO PAGE 120, PLEASE] 
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Alexander Rubber Co., 13-15 N. 4th Street, Philadelphia 6, Pa. 
Arenberg — Plotkin Shoe Co., 336 Penn Avenue, Scranton, Pa. 
Bresler Shoe Company, 188-190 Pryor Street, $.W., Atlanta, Ga. 
Daner and Daner Shoe Company, Fashion Mart Bidg., Miami, Fla. 
McBreen Shoe Co., Inc., 305 W. Monroe Street, Chicago 6, Il. 
20th Century Footwear Co., 839 N. Water St., Milwaukee, Wis. 


OTHER HUSKIES DISTRIBUTORS ARE: 


Richard Athletic Supply Co. Ben Resenberg Shoe 
43 Lake Avenve 1415 Washington St. 
Binghamton, N.Y. St. Levis, Me. 


Selnit Shee Company, 817-821 S. Los Angeles St., Les Angeles, Calif. 
A. L. Shelton Co., inc., Manila — Honolulu 





Novel Contest Increases Business 
[CONTINUED FROM PAGE 95] 


who haunted the library for a day. reading dozens of chil- 
dren’s books. Surprisingly enough. most of the entries were 
from girls. Judges were representatives of the Boys’ Club. 
the Juvenile Delinquency department of the police depart- 
ment and from the Opti-Mrs. Club, all persons interested in 
the welfare of children. 

Strictly a children’s store. the Jack and Jill Shoe Shoppe 
was opened in January, 1949. A semi-salon type of store. 
the ledges of the shoe cases provide space for a constant 
display. At the back of the store is a full length mirror, and 
the floor is carpeted wall-to-wall. The wallpaper is of six 
different colorful scenes from favorite childhood books. 
fairy tales and rhymes. 

A feature of the store’s service to customers is the filling 
within 48 hours of “prescriptions” for shoes. Working 
through Muncie doctors and orthopedists, the store does 
most of the work of that kind done in Muncie. 

The partners keep a record of sales. sizes. purchase dates. 
and birth dates of all customers. and have a mail-order 
follow up within 90 days of purchase. A birth announce- 
ment and a gift are given to all new born babies. 


Manufacturing and Markets 


[CONTINUED FROM PAGE 80] 


of this year would see a definite pick-up of business. The 
finger of blame for the slow business of the past several 
months was placed on the weather, and everyone felt that 
with the departure of uncomfortable temperatures, business 
would be brisk. 

There were peaks and valleys in the production chart for 
this period. Some manufacturers were operating at 85 per 
cent of normal, while some were as low as 50 per cent. 
Work was concentrated on September and October deliv- 
eries. Size-ups and reorders wege being received in fair 
quantities. Manufacturers believed that regular orders 
would be coming in during and after the two shows in 
September: the Leather Show and the Guild of Better Shoe 
Manufacturers Show, and later after the national and re 
gional shows. 

Biggest gripe to date was against delayed and spasmodic 
ordering by retailers. One manufacturer said. “Retailers 
are making it very difficult for manufacturers by ordering 
late, waiting until the last minute. and by ordering in small 
quantities. These tactics create an unsteady production 
operation. and also jam it when orders all come in at once. 
On top of this, retailers expect immediate delivery.” Despite 
their objections, however. manufacturers were doing their 
best to provide quick delivery. 

The condition of retailers’ inventories disturbed manufac- 
turers. It was their opinion that the excess caution of the 
retailers caused them to get caught short on sizes which lost 
them shoe sales. One manufacturer said, “Everybody is 
waiting. and waiting is unhealthy for business. If you don’t 
have merchandise in the store. people will walk out. If 
retailers had the courage to face the facts of their inven- 
tories. they wouldn’t let them become as unbalanced and 
as unstable as they are.” 

The price question was brushed off by one manufacturer 
in this manner: “If you give the customer proper styling. 
in a good quality shoe. and if the price is consistent with 
the merchandise which you've made in the past. you should 
have no problem in selling your shoes.” 

The only style comment was about the continued success 
of blue suede and calf. “We thought before.” said one 
manufacturer. “that blue was only a Fall color, but today. 
blue is a year-round color.” 
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x No blood and thunder subjects! ye New assortment every month! ye What the youngsters want most! 


PLAN A Comics are purchasable in units of 500 or 1000 
with your Ad . . . 10 subjects in shipment. 


PLAN 8B You place order for minimum of 200 units 
per month or 200 every other month for minimum of 6 
in each shipment you receive 5 different 


shipments* . . . 
issues with your ad. 


Write fer prices. 


*Larger Unit Shipments Obtainable. 


Get in touch with your Name Brand Wholesoler or order directly from us. 


fal: Lederer INDUSTRIES, inc 


39 West [9th St. N.Y. LI 





Pastel colored walls and ceiling give this Florida store an appearance of spa- 


ciousness and efficient arrangement. 


LAKELAND, FLA.—Large bouquets of 
flowers for women, cigars for men and 
comic bocks for children were passed 
out to customers and visitors at the re- 
eent opening of Farner’s new shoe store, 
South Kentucky Avenue, recently. 
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The interior arrangement of the store 
has been designed for maximum speed 
in serving customers. Shoe stock is con- 
veniently located on both walls of the 
store. Separate departments have been 
set up for men, women and children. An 





accessories bar with a varied line of 
handbags, women’s hosiery and men’s 
socks has been installed. 

Pastel shades have been used on the 
walls and the high ceiling which adds 
to the spacious effect. A single band of 
fluorescent lights runs the length of the 
ceiling in the middle diffusing light 
evenly throughout the store. The floor 
is covered to the walls with thick, rose- 
colored carpeting. The display tables 
are of oak and leather. Display coun- 
ters harmonize with the modern atmos- 
phere and effectively show off the latest 
shoe styles. Several shadow boxes serve 
the same purpose. 

Frank Bass is manager of the new 
store, which is owned by S. F. Edelstein, 
a man With 23 years of experience in 
the sioe business. The store carries na- 
tionally advertised brands for men, 
women and children. 





New Ansonia Stores Opened 


NEw YorK—Samuel Rosenbaum, for 
19 years with Ansonia DeLuxe Shops, 
has been named general manager and 
buyer for the Lawson Shoe Company, 
exclusive U. S. franchise representa- 
tives for Ansonia Fifth Avenue Shoes. 
His office announces the opening of An- 
sonia Shoe Salons in the Newark, East 
Orange and Elizabeth stores of the 
Janet Shops, one of New Jersey’s lead- 
ing ladies’ apparel chains. 
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S/oe-buying public 


puts comfort first, SURVEY REVEALS 


STYLE SECOND, OTHER FACTORS TRAIL, WITH 
LEATHER PREFERRED AS “NORMAL AND NATURAL” 


What are the average American’s 
preferences in footwear — and why? 
Seeking definite answers to these 
questions, the Sole Leather Bureau 
sponsored a survey among a Cross- 
section of hundreds of consumers of 
both sexes, including various ages, 
income groups and vocations. Every 
member of this cross-section was in- 
terviewed by scientifically trained 
investigators. 





Chief factors influencing shoe-buy- 
ing were found to be comfort, style, 
quality, price and durability — in 
that order of importance! It was further 
established that “leather is regarded 
as normal and natural, whereas other 
materials are associated with abnor- 
mal and negative elements of health 
and personality.” 

While the findings of this tho- 
rough-going survey may disturb com- 
placency in some quarters, they are of 
enormous value to the shoe trade as a 
whole — because they spell out the 
most effective appeals that can be 
used by manufacturers and retailers 
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alike in promoting sales. In other 
words, for more successful selling 
give consumers what they want most 
— the style and comfort they know they 
can only get from leather! 


LABORATORIES GIVE LEATHER 
A CLEAN BILL OF HEALTH 


It can be truthfully claimed that 
the inherent qualities of leather make 
it the ideal material for promoting 
foot-health. This has been well es- 
tablished in scientific tests made on 
subjects wearing both natural leather 
and synthetic shoes. A fair summary 
of such comparative, unbiased tests 
can be stated as follows: 

Leather is the only material that ad- 
mits air — i.e. that “breathes.” 

Because of its rapid absorption and 
evaporation of sweat, shoe leather is the 
least likely agent to carry fungus tnfec- 
tions of the foot. 

The characteristics of leather most 
closely resemble those of the skin. There- 
fore, leather is the healthiest foot cover- 
ing now available 


TO LEATHER’S NATURAL 
ADVANTAGES ENGLAND WALTON 
ADDS THESE “EXTRAS” 

England Walton brings you not 
only the finest sole leather obtain- 
able — products of expert tannage — 
but the additional advantages of 
FIBRE-SORTING, as shown by these 
three greatly magnified cross-sections 
of sole leather. A and B are similar in 
fibre-structure; C is noticeably differ- 
ent. England Walton experts will 
pair A and B, and find a matching 
structure for C. That's the England 
Walton “‘extra’’ that means paired 


flexibility and longer, more even wear 
. a plus feature for your customers 
and for you! 





England Wallen 


FIBRE-SORTED 
SOLES 


Cut soles and ssl leather 





Ensland Walton 
Division 
A. C. LAWRENCE 
LEATHER COMPANY 


Boston « Camden e Peabody 
New York « St. Louis 
Columbus « Milwaukee 
Los Angeles « San Francisco 
Ashland, Ky. ¢« Newport, 
Tenn. « Hazelwood, N.C. 
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RECORDER REVIEW OF CURRENT HAPPENINGS IN THE SHOE TRADE 


Good Buying at Tanners’ Council Show 





Attendance at Spring Leather Opening Largest of Any Held in Past— 
Tremendous Range of Colors on Display 


New YorK—In a more optimistic 
frame of mind than at any time during 
the last eighteen months, nearly 7000 
tanners, shoe manufacturers and re- 
tailers gathered here on Sept. 7 and 8 
for the official Opening of American 
Leathers for Spring, held at the Wal- 
dorf-Astoria under the sponsorship of 
the Tanners’ Council of America. “It 
was,” commented Irving R. Glass, ex- 
ecutive vice-president, “the largest the 
council has ever held.” Retailer at- 
tendance was unusually large. 


Price Stability Assured 


Many of the 87 participating tanners 
reported having booked orders which 
will keep their tanneries busy for two 
months or even more, in exceptional 
cases; and facts presented by Edward 
L. Drew, economist of the Council, 
A. B. Cohen, president of the United 
States Shoe Corporation, and John H. 
Patterson, economist of the National 
Shoe Manufacturers Association, all of 
whom spoke at a meeting of members 
of the latter association, held just prior 
to the opening of the show, made it 
evident that, barring unforeseen de- 
velopments, the industry can look for- 
ward to stability of price and consumer 
purchasing power. 

Easily the outstanding feature of 
the show, however, was the tremendous 
range of colors on display—a fact 
pointed out by Mr. Glass at a press 
luncheon on the first day of the show. 
Nineteen-fifty, he said, will be the big- 
gest color year the tanning industry 
has had for 15 or 16 years and should 
indicate a parallel development in the 
shoe industry. He warned, however, 
that because of the hand-to-mouth 
method of operating, which has charac- 
terized the 1949 operations of all 
branches of the industry, serious diffi- 
culties were created by the problem of 
gearing such operations to the normal 
seasonal variation in the shoe business 
which made its reappearance this year. 
Failure to have merchandise on hand 
to meet seasonal consumer interest 
caused last minute scrambles for goods 
and prevented business possibilities 
from being fully realized. 

In women’s style and promotion 
colors the beige-to-brown family will 
loom very large for Spring and Sum- 
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mer 1950. It starts with very pale 
beiges called by such descriptive names 
as “String,” “Champagne,” and “Peach 
Bloom,” and an _ off-white named 
“Bowie Beige.” A “Sand” of another 
tanner is, like “String,” a very neu- 
tral tone. After these are the warmer 
beige tones, “Kola Brown,” “Cocoa,” 
“Brown Sugar” and others. Among the 
deeper, richer brown tones there is cor- 
dovan, considered to be of continuing 
and growing importance. Besides this 
beige-to-brown family there are blues, 
from pale to navy with some warm 
middle tones; and greens in the 
brighter Spring tones. Reds have been 
dyed in both yellow tonalities and 
bluish casts but they all look like good 
blending colors with the Spring ready- 
to-wear fabrics. Multicolors and ombré 
effects were skillfully contrasted and 
blended in the models displayed. There 
is also more color in men’s leathers 
with even blues, beiges and golds in 
loafer types. 


New Prints Offered 


Reptiles are going to be available in 
a wide range of colors, the novelty 
colors chiefly in snakeskins but also 
in lizards. Reptile grains will provide 
all types of alligator skins and several 
lizards. Ostrich, a little genuine and 
very much more in a print, ofters more 
surface interest. The blond and natural 
tones are most wanted here. To meet 
the demand for tooled leathers, one 
tanner has provided what he calls a 
“Rancho Kip.” He also has a new 
reptile print simulating the skin of 
the horn back alligator. Besides the 
genuine patent leather lacquer finish 
there is a glossy leather with a shiny 
acetate finish to supply the growing 
demand for smooth surfaces. One tan- 
ner of kid suede has introduced a new 
tannage which is unusually fine and 
silky. Altogether, colors and finishes 
in kidskins, calfskins, reptiles, patent 
and side leathers offer unusual stimu- 
lation to designers of women’s, men’s 
and children’s shoes for Spring. 
Although the 1949 domestic cattle- 
hide supply will be larger than previ- 
ously estimated, according to Mr. 
Drew, he predicted that the calf and 
sheep slaughter this year will be less 
[TURN TO PAGE 105, PLEASE] 


Compulsory Price Cut Fought 
By British Retailers 


LONDON, ENGLAND—The Labor Gov- 
ernment action in Britain in announc- 
ing a cut of one shilling in the pound 
on all utility clothing, has created an 
instantaneous and vehement protest by 
the entire British trade. In effect the 
Government has imposed, as from some 
date in September, a compulsory 5 per 
cent reduction on selling prices of ali 
utility items including footwear, all 
garments, and accessories. 

This will be borne by retailers who 
are to cut their selling prices as from 
the announced date. Later, manufac- 
turers and wholesalers will be brought 
under a similar compulsory cut. Trade 
opposition is based on the fact that this 
decision was taken without trade con- 
sultation, and despite the fact that nor- 
mally a reasonably satisfactory liaison 
has operated between the Board of 
Trade and the retail trades concerned. 

The move is described as absolutely 
unfair to the retail trade and danger- 
cus as a precedent, in that further cuts 
could be arbitrarily imposed at any time 
on any section of the trade and that this 
particular cut places the entire burden 
on a section of the distributive trades 
which has already suffered consider- 
ably under Government controls. The 
move is also criticized as a piece of win- 
dow dressing, designed to placate the 
trade unions. 


New York Shoe Clerks 
To Have Pension Fund 


New York—A basic 40-hour week, 
salaries ranging from $54 to $125 a 
week plus contributions of $8 per 
salesman per week by the employers 
toward a pension fund are included 
among the provisions of a new two-year 
agreement between the Retail, Whole- 
sale and Department Store Union, 
CIO, and 400 New York shoe stores. 
About 3,000 salespeople in the shoe 
stores are said to be affected by the 
terms of this agreement. Union offi- 
cials said the shoe fitters will work five 
days a week except in eight busy weeks 
when they will work six. 

Shorter working hours and the pen- 
sion fund, which is to be set up October 
1, 1950, formed the chief concessions 
won by the salespeople under the new 
contract, which continued salary levels 
that have been in effect for some time. 
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Shorter Skirts to Accent Spring Shoes 


Opinion Expressed by Fashion Experts at NSRA Style Conference 
Held in New York 


NEw YorkK—Attended by large num- 
bers of manufacturers, members of the 
allied industries and press representa- 
tives, to all of whom the meeting was 
open for the first time since 1943, the 
style conference on women’s shoes 
sponsored by the National Shoe Re- 
tailers Association was held here on 
Sept. 8 Acting as presiding officer, 
L. E. Langston, executive vice-presi- 
dent of the association, opened the 
meeting in the ballroom of the Ritz- 
Carlton Hotel with a brief address 
which was followed by a speech by 
George B. Hess, NSRA president, in 
which he summarized the situation in 
the shoe industry at the present time, 
and listed factors, both favorable and 
unfavorable, which have a bearing on 
tnat situation. Under unfavorable fac- 
tors he noted that as an industry we 
have not done too well in this extended 
postwar period; we are still selling the 
sume number of pairs per capita as we 
sold in 1939. Our dollar volume is up 
because prices’ have risen; our unit 
sales are up because there are more 
people in the country today to buy 
shoes than there were ten years ago, 
but our per capita ratio has remained 
the same despite increased expendable 
income. 


Promotional Effort Praised 


Under favorable factors, Mr. Hess 
stressed the “marvelous esprit” in the 
shoe industry—the cooperation between 
tanners, manufacturers and retailers, 
their willingness to discuss their prob- 
lems. Also laudable was the joint pro- 
motional effort undertaken by the in- 
dustry. 

Just after the first world war, he ex- 
plained, the industry made its greatest 
strides, and within ten years it set an 
amazing record of sales. It is not the 
time now to stand still. It is a time 
for dreaming, for planning, for energy 
in promoting the merchandise which 
our industry produces. 

Mr. Langston then introduced Her- 
bert Sondheim, president of Herbert 
Sondheim, Inc., manufacturer of 
women’s high style clothes in tre 
medium price field. 

Summarizing Spring trends in ready- 
to-wear styles which ‘will help shoes,” 
Mr. Sondheim reported briefly on skirt 
lengths, silhouettes, fabrics and colors. 
Skirts for daytime clothes will be 
around 13 inches from the ground or 
one-half to one inch shorter than this 
Winter. This length will vary some- 
what, he noted, with the type of clothes 
and the height of the wearer. Short 
evening dresses are ¢oming in again 
and these, too, will make shoe styles 
more important. There will be two 
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silhouettes in clothes, the slim and the 
full; the former chiefly in such mate- 
rials as ottoman, alpaca, even wool; 
the latcer in sheer materials, chiffons, 
voiles, nylons. Asymmetric treatments 
will soften these slim skirts. Collars 
will be important. Cottons in plain 
solid colors wiil be better than designs. 
Floral prints will be unimportant; 
prints will be in textures. Black will 
be about as important as navy. There 
will be “a better chance for brown.” 


Pale Colors Stressed 


Sally Victor then reported on hat 
styles for Spring. “In Summer we 
don’t sell hats,” she noted. With more 
fullness in the bodices of dresses and 
coats for Spring, she considered that 
hats must have “clean lines.” We may 
expect to see some very new looking 
Italian braids, very coarse but pliable 
and soft looking. The sheer dresses 
expected to be so strong will call for 
new hats, something different from the 
big round sailors of past Summers. 
There is very much more work in hats 
today; they are all manipulated and 
need much more work and handling. 

The correlation of ready-to-wear 
fabrics and colors with Spring shoe 
colors and styles was summarized by 
Ruth Rusling, fashion coordinator for 
the National Shoe Retailers Associa- 
tion. Confirming Mr. Sondheim’s pre- 
dictions regarding skirt lengths and 
silhouettes, Mrs. Rusling then _illus- 
trated the main trends in coats, suits 
and dresses in a series of fashion out- 
lines thrown on a screen. She stressed 
the importance of a variety of short 
jackets, boxy, bloused, cardigan and 
cape type; of tweed coats, soft with 
dropped shoulders and fitted; of the 
wrap-around coat, softly bloused and 
with stand-up collar. In suits she 
showed the little boy suit, back interest 
and cape suits and mentioned the 
classic tailored and dressmaker types. 
Also illustrated were the jutting, asym- 
metric skirt silhouette, the town dress 
with front and then with back pleats, 
the shirtwaist dress, the silk coat dress 
—as well as the silk coat--for very 
formal wear, and the sheath dress, this 
last considered very important for call- 
ing attention to shoes. 

As to Spring colors, Mrs. Rusling 
noted the extreme importance of very 
pale colors and the fact that many are 
especially smart with brown shoes, 
Kola Brown, Cognac Brown and Café 
Brown. Illustrating her points with 
swatches from leading fabric manu- 
facturers, she showed the newest colors 
in groups: pink, yellow with a gold 
tonality; green, most of them very 
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Dates to Remember 


Shoe Manufacturers’ Spring Opening, 
Manag + Eug A. Richardson 
Associates, Hotel New Yorker, New 
York. Week of Oct. 16, 1949 
39h Annual Convention, National Shoe 
Travelers Association, Morrison Hotel, 
Chicago. Oct. 27, 28, 
National Shoe Fair, Chicago, Ill. 
October 31, November |, 2, 3, 
Spring Shoe Show, Pennsylvania Shoe 
Travelers’ Association, William Penn 
Hotel, Pittsburgh, Pa. 
Nov. 5, 6 7, 8 9, 
Spring Shoe Show, Southeastern Shoe 
Travelers’ Inc., Sheraton Bon Air 
Hotel, Augusta, Ga. Nov. 5, 6, 7, 8, 9, 
Shoe Show and Shoe Clinic, Northwest 
Shoe Travelers, Inc., St. Paul Hotel, 
St. Paul, Minn. Nov. 5, 6, 7, 8, 
Fashion Shoe Show, Manufacturers 
Board of Trade of New York, Hotel 
McAlpin, New York. Week of Nov. 6, 
Michigan Annual Shoe Show, Michigan 
Shoe Retailers Association and Mich- 
igan Shoe Travelers’ Club, Hotel Stat- 
ler, Detroit, Mich. Nov. 6, 7, 8, 
Spring Shoe Show, Central States Shoe 
Travelers, Hotels Muehlebach and 
Phillips, Kansas City, Mo. 
Nov. 6, 7, 8, 1949 
Spring Shoe Convention, Mid-Continent 
Shoe Travelers Association, Biltmore 
Hotel, Oklahoma City, Okla. 
Nov. 6, 7, 8, 1949 
Spring Shoe Show, Middle Atlantic Shoe 
Travelers’ Association and Middle At- 
lantic Shoe Retailers Association, 
Benjamin Franklin Hotel, Philadelphia. 
Nov. 12, 13, 14, 15, 16, 
Spring Shoe Show, Southwestern Shoe 
Travelers’ Association, Adolphus, Baker 
and Southland Hotels, Dallas, Texas. 
Nov. 13, 14, 15, 16, 
Shoe Show, West Coast Shoe Travelers’ 
Associates, Hotel Alexandria, Los An- 
geles, Cal. Nov. 13, 14, 15, 16, 
Shoe Show, Tri-State Shoe Travelers’ 
Association, Hotel Statler, Buffalo, 
N. Y. Nov. 13, 14, 
Spring Shoe Show, Midwestern National 
Shoe Travelers Association, Hotel Pax- 
ton, Omaha, Neb. 
Nov. 19, 20, 21, 22, 
Annual Columbus Shoe Show, Ohio Shoe 
Travelers Club, Deshler Wallick Hotel, 
Columbus, O. Nov. 20, 21, 22, 
Spring Shoe Show, lowa Shoe Travelers’ 
Association, Hotel Fort Des Moines, 
Des Moines, lowa. Nov. 27, 28, 29, 
Popular Price Shoe Show of America, 
Hotels New Yorker and McAlpin, New 
York. Nov. 27, 28, 29, 30, Dec. 1, 1949 
Shoe Show, Empire State Footwear Asso- 
ciation, Onondaga Hotel, Syracuse, 
N.Y. Nov. 27, 28, 29, 
Grord Rapids Shoe Show, Michigan 
Shoe Travelers’ Club, Pantlind and 
Morton Hotels, Grand Rapids, Mich. 
Nov. 30, Dec. !, 2, 
Spring Shoe Show, Indiana Shoe Travel- 
ers Association, Hotel Severin, in- 
dianapolis. Dec. 4, 5, 6, 
Annual Banquet, New England Shoe 
Foremen and Superintendents’ Asso- 
ciation, Hotel Statler, Boston, Jan. 7, 
Market Week, Ak-Sar-Ben Men's Ap- 
pare! Club, Inc., Omaha, Neb. 
Jan. 21, 22, 23. 24, 
Spring Shoe Show, West Coast Shoe 
Travelers’ Associates, Hotels St. Fran- 
cis, Sir Francis Drake and Plaza, San 
Francisco. May 21, 22, 23, 24 
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Sampling Brisk 
At Allied Show 


New YorkK—Immediately across the 
street from the record-breaking Leather 
Show, the Spring Allied Shoe Products 
and Style Exhibit at the Belmont-Plaza 
Hotel, playing host to manufacturers, 
retailers, stylists and executives, also 
experienced considerable traffic during 
the three days it was held, Sept. 6 to 8. 
This heavy attendance was indicative 
of the awareness of the members of the 
industry to the importance of viewing 
all materials and treatments offered by 
the allied products manufacturers which 
may help in creating attractive and 
promotional items for the Spring 
season. 

Sampling also followed the lead of 
the Leather Show where buying and 
sampling was spirited, further evidence 
that buyers realized the necessity of 
presenting something new in shoe style 
treatments to attract consumer busi- 
ners. 

Lighty-five exhibitors, located on 
three special floors and in extra suites, 
displayed a varied array of styles, 
products and developments, an arrange- 
ment that facilitated for buyers the 
process of study and analysis. 

Despite keen interest in offerings, 
buyers still exhibited price conscious- 
ness and displayed the caution that has 
been in evidence for some time. How- 
ever, exhibitors were optimistic about 
orders, because the sampling was 
brisk. “There’s plenty of price re- 
sistance yet,” one manufacturer pointed 
out. “No one is really opening up on 
orders. They’re buying what they need 
to fill orders.” 

Considerable attention was given to 
7/8 dressy pump lasts, 11/8 closed and 
14/8 open and closed lasts, and 24/8 
open toe single sole lasts. Buyers 
sampled ankle strapping for women’s 
shoes, leather lacings for men’s shoes 
and pipings of various kinds. Fabrics 
in more open and coarser weaves were 
shown for Spring. One fabric manu- 
facturer said that fabrics are going to 
be very important if the prices of shoes 
is to be reduced. He mentioned that 
buyers had suddenly showed an interest 
in gabardine fabrics. Increased use of 
elasticizing was predicted by another 
manufacturer. 

As a whole, exhibitors were satisfied 
with the attendance at the show, and 
pleased with the interest shown in 
their products. 





Good Buying at Tanners’ 
Council Show 
[CONTINUED FROM PAGE 103] 


than had been anticipated, mainly as a 
result of an attempt on the part of 
livestock raisers to rebuild herds and 
flocks. Except for goatskins, receipts 
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MAGIC LOOP S-1-r-e-t-c- 


for Greater Comfort , 
(Better Support 








THE GREATEST INFANT SHOE 
DEVELOPMENT IN A GENERATION! 





Bumpers’ exclusive Magic Loop combines high-shoe support with 
low-shoe comfort — provides better support for growing ankles, 


business! 


yet can’t bind or chafe. New Wedge Heel insures proper tread, 

improved body balance — promotes correct walking habits. 
Parents know how important early foot care can be. So make 

your store Bumpers headquarters. 


Get in on this rapid repeat 


| Available in five colors: white; tan; red; smoked; tan and 
smoked. Sizes 2 to 6 and 61/, to 9, B, D, and E widths. To retail 
at $4.25 and $4.75. Write for information. 


HUBBARD SHOE MFG. CO. 


{Division 0; Weyenberg Shoe Mfg. Co.} 
Milwaukee 1, Wisconsin 





of foreign hides and skins, the speaker 
said, had been at low levels and had 
been offset in the case of hides and 
calfskins by heavy exports to Europe 
and Canada. 

Speaking of the possibility of cur- 
rency devaluation, Mr. Drew said, “It 
is possible that world hide and skin 
supplies may suddenly appear for sale 
to the United States if there is a wave 
of currency devaluation set up by de- 
valuation of the pound sterling. (But) 
it is doubtful if the results of devalua- 
tion, if any, will affect our import pic- 
ture in time to influence materially our 


1949 foreign trade balance in hides and 
skins.” 

The shoe industry needs to produce 
463 million pairs of shoes this year, 
Mr. Patterson said to NSMA members 
in his speech. “Merchants’ piling up 
or cutting down on inventories might 
throw production off 10 or 12 million 
pairs either way,” he _ explained, 
“though this is unlikely on a calendar 
basis, inasmuch as the end of the year 
normally is a time when retail stocks 
are at a minimum. Deviations from 
the seasonal pattern are the thing to 

[TURN TO PAGE 123, PLEASE] 
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X-RAY SHOE FITTER 


Your customers know this proven 
fitting aid because it has served 
shoe merchants faithfully for 
nearly 30 years. In fact, many 
retailers credit the Simplex 
X-Ray Shoe Fitter with much of 
their success in building a profit 
able Family Trade. Finer than 
ever, the new model Simplex 
X-Ray Shoe Fitters embody all 
of the important advancements- 
in Fluoroscopic Shoe Fitting 
Equipment. Write — 


X-RAY SHOE FITTER, INC. 
3533 N. Palmer St., Milwaukee 1, Wis. 








| 
j 


Honolulu Shoe Buyer 
Also A Golfer 





Los Angeles.—Louis V. Cadinha, shoe 
buyer for the C & D Dress Co., Honolula, 
recently was in the States on business 


| after which he arranged a golf foursome 
| with some pals from the West Coast 


Shoe Travelers Associates. Here we find, 
left to right: Leo Winneguth, Louis Ca- 


| dinha, Gil Winneguth and Al Schmid? of 


The Broadway. 





| Shoe Store Has New Manager 


CARTERSVILLE, GA.— Cooper Shoes, 
Inc., of Cartersville, announces the ap- 
pointment of M. R. “Jack” Edwards 
as the new manager of the store, suc- 
ceeding T. W. Daniel who resigned to 
enter another field of business. The 
announcement was made by Henry 


| Rosenthal, owner of Cooper’s Shoes. 


Mr. Edwards came to Cartersville 


| from Calhoun, Ga., in 1946 and had 


been connected with Cogburn’s Shoes 
and Cooper Shoes, and more recently 
was connected with the Fair Store in 
Cartersville. Lloyd Abernathy contin- 
ues as assistant manager. 





| Plastic Sandals Sell Well 


CASPER, WY0.—Gayly colored plastic 
sandals with contrasting colored straps 
were a Summer best seller at Gor- 
den’s department store here, the man- 
agement reported. The sandals were 
offered at the special purchase price of 
$i and sold readily for gifts as well as 
to both men and women for travel slip- 
pers, beach, shower, bedroom and loung- 
ing slipper. They are light and water- 
proof, with adjustable inset strap and 
non-skid rubber heels, and a choice of 
red, yellow, blue and white colors. 





Chain Celebrates Anniversary 


Houston, TExX.—The Vogue shoe store 
chain, which now has branches in Gal- 
veston, Corpus Christi, and Beaumont 
in addition to its two stores here, re- 


| cently celebrated its eighteenth year. 


The chain was started in 1932 by 
Harry Susman, president of Vogue, 








GALOCHA Medeana/ 


IMPORTED FROM BRAZIL! 


100% PURE PARA RUBBER! 


Feather light! More comfort! 
Longer wearing! Non-tearing! 
Folds up to carry in pocket! 


Now available in quantity, these re- 
markable overshoes, currently adver- 
tised in Esquire and other publications, 
are sweeping the country. Orders and 
reorders are pouring in from smart 
retailers — shoe, haberdashery and 
men’s wear departments. Here’s why: 


1. Only four sizes to fit all shee sizes. 
2. Attractively packaged, they require only % of 
the te with others. 


space te stock, compared 
3. Priced te sell for $2.95 te $3.25 with ample 
coverage. 
Write or wire today for details 


A.K.MAURO,INC. 


1518 Lend Title Bidg., Philadelphia 10, Pa. 
*Reg. U. S. Pat. Off. 











with a store located at 511 Main here. 
This was followed by stores in Galves- 
ton, Corpus Christi, and Beaumont in 
succeeding years. The Houston store 
moved to its present location in 1938 
at 821 Main and in 1947 became a two- 
story store. Last year the chain built a 
branch store here in the River Oaks 
area. 

The downtown store deals exclusively 
in women’s shoes and matching acces- 
sories while the River Oaks Store fea- 
tures, in addition, children’s shoes and 
clothing. 

Charles 
surer. 


Susman is_ secretary-trea- 


Adds Men’s Dress Shoes 


FAYETTEVILLE, N. C.—The Fayette- 
ville Notion Company which, about a 
year ago, opened a popular priced men’s 
work shoe department, has extended its 
line to include men’s popular priced 
dress shoes. The owners of this concern 
are Louis T. Lacob and Hyman J. Lacob. 


Store Changes Name 


Extmira, N. Y.—The Shoe Outlet, 
Main and Water Streets, has been re- 
named the Shoe Center. Owner is 
Julius Epstein, who also owns the chain 
of Liberty Shoe Stores operating in 
upstate New York cities. 
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3HEEL HEIGHTS 





... 1S THE SHOE FORM BUY 


* 
COLORS Right 


NEUTRAL FLESH 


~~ COLORS 


HEEL 
HEIGHTS 


MEDIUM 





.... AT THE Atght PRICE 


Universal Forms are the talk of the trade. Everyone in shoes is marvel- 
ing at the sensational sales record that Universal has built in three 
years. The reason is simple, Universal is the right form for displaying 
shoes; right Heel Heights, right Colors and it's yours at $1.25, a price 

so low that now you can afford to form every pair of shoes you display —Siighr ada Fonel charge ty 
with Universal Forms, emphasizing their true quality, beauty and fit. Fag Np saudi 


--AND THIS FORM FOR MISSES SHOES 


.00 


Same features that have made Universal PER PAIR 

America's number one Shoe Form, make 

new Universal Children's Form your first 

choice for displaying juvenile shoes. FLESH ONLY. when order- 
ne ir Misses Model 





2 > 







Despite Their Tremendous Popularity, IMMEDIATE 
DELIVERY Is Guaranteed 


& UNIVERSAL'°*™ Sonronatin 





Y 
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PA RTY FLATS 





= white linen, 
a 1221 —Satin in black or dye- 


able white, $3.00 Also with soft retan leather sole. 
Style 1224—Gold or silver metallic Style 70 —Dyeable white linen, $1.85 

fabric, $3.60 Style 71 —Satin in black or dyeable white, $1.85 
Aiso available in 6/8 outside leather Style 74—Gold or silver metallic fabric, $2.35 


$3.45 





Style 20 —Dyeable white linen, $2.85 

Style 21 —Satin in black or dyeable white, $2.85 
Style 22—Smooth Leather black or white, $3.00 
Style 24 —Gold or silver metallic fabric, $3.00 
Style 25 —Genuine 24-karat gold kid or silver kid, 
$4.50 


Style 75—Genuine 24-karat gold kid or silver kid, 


There is 2 service charge of 15¢ per pair on or- 
Gers for less than 12 pairs of a style; 25¢ on 3 
pairs or less. Terms —Net 30 days. All 

available in 5/10, N; 3/10 M. ORDER NOW! 


PRIMA, Ine. 


705 Ann Street. Columbus 6, Ohio 








NOW! build your baby shoe business 
with this 6 ft. sales center... 


The most sensational selling idea of the year . . . now in 


a new 6 ft. size to meet your demand. Seating space, 


COMMENDED 


PARENTS 
MAGAIIN 





Buying Expected to Be Good in Chicago 





Early Reservations for Sleeping Rooms at National Shoe Fair Held tv 
Indicate Depleted Inventories 


CuicaGo.—Reservations for sleeping 
rooms for the National Shoe Fair, to be 
held in Chicago, October 31, November 
1, 2, and 3, 1949, are rapidly filling the 
Loop hotels. Recognizing the early 
November dates as perfect timing for 
buying, retailers are planning well in 
advance to be in attendance. Included 
in larger numbers than at previous 
Fairs are volume buyers—particularly 
wholesalers and those operating mul- 
tiple unit stores. Added to this large 
buying group are thousands of inde- 
pendent and department store shoe 
buyers. One reason advanced for early 
sleeping room reservations is that stocks 
of retailers are reported to be in satis- 
factory condition, leaving operators 
open to buy at the Fair. 


The Joint Committee urges that re- 
tailers planning to attend give immedi- 
ate attention to their sleeping room 
reservations. Each year many are dis- 
appointed in not receiving the type of 
room requested. This situation can be 
avoided by writing hotels now. There 
are ample sleeping rooms to meet all 


demands. While it may not be possible 
to secure reservations in the hotel de- 
sired, there is a wider selection to choose 
from now than there will be later. 

Anticipating capacity hotel atten- 
dance, the Greater Chicago Hotel Asso- 
ciation has set up a housing bureau to 
assist shoemen in securing sleeping 
room accommodations during the period 
of the Fair. All requests for reserva- 
tions should be addressed to Miss Irene 
Rochetto, Greater Chicago Hotel Asso- 
ciation, Housing Bureau, 105 West 
Madison Street. 





Store Sold; Name Changed 


MONTEREY PARK, CALIF.—Theodore 
Lander has just purchased Maxwells 
of California Shoe Store, at 147 East 
Garvey Boulevard, Monterey Park, and 
has changed the name to Lander’s Fam- 
ily Shoe Store. The store will carry 
nationally advertised shoes for men, 
women and children. 

Mr. Lander has been manager of one 
of the Karl’s Shoe Stores in Southern 
California for the last 18 years. 


stock space, display unit-all-in-one! Write for details. 


Dr. A. POSNER SHOES, INC. 


Executive Offices: 101 West 31st St., N. Y. 1, N.Y. © Sales Offices: Chicago Mer- 
chandise Mart, Room 1046 « Pacific Coast: Haas Bldg., Room 1002, Los Angeles 


New Association Chartered 
In Manufacturing Field 


ALBANY, N. Y.—Greater New York 
Playshoe and Slipper Manufacturers, 
Inc., New York, has been chartered by 
the Secretary of State as a membership 
corporation without capital stock. Its 
purpose is to improve conditions in the 
slipper and playshoe industry by co- 
operative consideration of common 
problems and its operations, as stated, 
are to be conducted in all parts of the 
country, with headquarters in New 
York City. Directors who will serve 
until the first annual meeting of the 
corporation are: 

Theodore G. Weinberger, 63-20 77th 
Street, Rego Park; Jacob Smith, 572 
Ocean Parkway, Brooklyn; John Cal- 
derazzo, 47 Parkwood Drive, East, Val- 
ley Stream, L. I.; William Glazer, 45 
Temple Court, Brooklyn; and Barney 
Greene, 1007 Sutter Place, Brooklyn. 

Kaye, Scholer, Fierman & Hays, 149 
Broadway, New York, are attorneys for 
the corporotion. 


Made Shoe Department 


Manager 

PitTsBURGH, Pa.—H. C. Smith, for- 
merly with R. H. Fyfe & Co., Detroit, 
is now manager of the shoe department 
at Jonasson’s Department Store, here. 
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Woman Operates Men’s 
Shoe Store 

ELmira, N. 
Dave Lewis 


Y.—The newly-opened 


ern shoe stores in this part of the state 


and handles 32 different brands of men’s | 
shoes with an inventory of from 9000 to | 





MRS. BESSIE LEWIS 


10,000 pairs. The business formerly was 


Shoe Market at 321 E. | 
Water Street, is one of the most mod- | 


located at 333 E. Water Street. It is | 


owned and operated by Mrs. Bessie 
Lewis, widow of the former owner. 

The new store was designed to accom- 
modate the tremendous variety and 
stock of men’s shoes with floor to ceil- 
ing shelves built in three walls of the 
store which measures 90 by 24 feet. Two 
large front display windows have a 66- 
pair capacity. The outside front encir- 
cling the windows has an Italian mar- 
ble base. 

Weldtex walls and sound-proofed tile 
ceiling feature the interior. Fluorescent 
lighting runs the length of the store on 
two sides. In the forefront is a special 
display case for hosiery, arches and 
other accessories. 

Seating facilities are centered at the 
rear of the store where two doors lead 


into a surplus stock room concealed in | 
the rear. The wrapping and cashier’s | 


counter is located at the right front. 





Perfect Foot Contest Winner 
Wears 614B Shoe 


KANSAs City, Mo.—A “perfect foot” 
ccntest sponsored by the Baker Shoe 
store recently drew 156 contestants and 
judges selected a seventeen-year-old 
girl, sponsored by a church group, as 
winner and official hostess for the 
store’s opening at 1010 Main Street. 

The winner, Miss Connie Maus, 226 
West Sixty-sixth Street Terrace, Kan- 
sas City, wears a 64% B. She was judged 
to have the most perfect foot by the 
director of the Kansas City Art Insti- 
tute, a fashion expert, a staff member 
of the Red Cross, and a chiropodist. 
Miss Maus was given six pairs of shoes 
and hose, and six handbags. 

Willard Fonarow is the store man- 
ager. 
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IN STOCK! Asour Ocroser I! 


NATIONALLY ADVERTISED in Vogue, Ladies’ Home Journal, 
Good Housekeeping, and Cosmopolitan. 


1018—Black suede. 
Tess last, 17/8 heel, 
AAAA to C to 10. 1660. 
1019—Same in black calf. 1640. 






Rosana 


1172—Black suede. 
Dot last, 18/8 heel, 
AAAA to C to 10. 1660. 
1103—Same in black calf. 1640. 








Avalon 






1024—Black suede. 
Dot last, 17/8 heel, 
AAAA to C to 10. 1660. 

1371—Same in black calf. 1640. 







Duette 


1066—Black calf. 
Trotter last, 14/8 heel, 
AAAA to C to 10. 1640. 





1067—Same in brown calf. 1640. 


“Makers of ake Write for 
Women's Fine Footwear a ; 
exclusively A COP pe tie tf Complete 
since 1872” F O OT R E S T In-Stock 
New York Showroom: SHOES 
MARBRIDGE BUILDING Folder 





v 
CRieLExiB’. 
THE KRIPPENDORF-DITTMANN CO. « 





CINCINNATI 2, OHIO 








Missouri Chain Adds Store 


MoBERLY, Mo.—A window display 
of miniature shoes and bags marked the 
recent opening here at 316 West Reed 
Street, of the new Safford Shoe Store, 
sixth in the chain created and owned 
by Mr. and Mrs. Carl A. Safford, Sr., 
of Mexico, Mo. The new store takes the 
place of the older Safford store at 310 
West Reed Street, which has now been 
renamed the Economy store, remaining, 
however, under the same ownership. 

The Saffords have two other stores in 
Mexico and two in Hannibal, Mo. Their 


Moberly interests are in charge of their 
son, Carl A. Safford, Jr. 

The new store is air conditioned and 
well lighted, with modern fixtures. The 
interior is decorated in grey, rose and 
green. Quality shoes for the entire 
family are carried. 





Store to Move 


BUFFALO, N. Y.—The Father & Son 
Shoe Store soon will move from its 
present location at the corner of Main 
and South Division Streets to 364 Main 
Street, a new location. 



















































INFANT'S $2.98 RETAILER! 
ALL LEATHER PRE-WELT 
INFANT SHOES 


Just what you need for economy 

minded mothers. Elk upper with 

chrome leather soles in mocca- 
sin or plain toe styles. 


Sizes 2 to 9 


3£102 White Picin Toe $490 






#103 Brown Picin Toe 
3104 White Mocc. Toe 
105 Brown Mocc. Toe 


Terms: 2% 10 days 
IMMEDIATE DELIVERY 
CENTERVILLE SHOE CO. 


IN-STOCK 














In-Stock Department 


CENTERVILLE, MICHIGAN 
Complete dance footwear and 
accessories line 


Thaitinly SE 


@ No service charge on small 
orders 





America's Foremost Specialists 
in Dance Footwear 


Ove: 1000 styles of nationally known branded 
quality shoes to choose from . . . far 
below regular wholesale prices. Write 
us your needs. While in town see 
Weil “Quality Shoes since '32.” 


Weil buys quality shoes in any quantity at any time. 


MAJORETTE BOOTS 
White elk upper, top-grade stitch 
down construction. Leather sole. 
Sizes 1242-3, half sizes..... $3.90 


White elk upper, Littleway con- 





M. K. WEIL SHOE CO. 








1215 Washington Ave 


St. Lovis 3, Mo 





| 
BERNED SHOE COMPANY 
| Manufacturers — Distributors 


struction, long wearing, composi- 
tion leather-shade sole, double pull 
straps. Sizes 4-9, full sizes only. .$4.80 


All prices NET F.0.8. Boston 
207 Essex Street, Boston, Massachusetts 





Footwear Output Up 10 Per Cent in June 








(thousands of pairs) 


Kind of Footwear 


Percent of Change, 
une 
Compared With 


Production 








May | 





June 1949 May 1949 June June 
| (preliminary) (revised) | 1948 1949 | 1948 

{ 
Shoes and slippers, Total E 38,533 35,098 | 38,417 9.8 | 0.8 
Shoes, sandals, and playshoes...| 34, 155 31,429 | 34,587 8.7 | -1. 
ROOM» onset Sacks 05 << 2 <0 30's’ 8,399 | 7,283 8,898 15.3 | — 5.6 
Youths’ and boys’........... 1,638 | 1,217 | 1,557 | 34.6 | 5.2 
MR opis 6 x0. che ev 16,774 16,149 15,972 | 3.9 | 5.0 
| | ea 2,277 2,044 | 2,373 11.4 | - 4.1 
Rs sree cmaanwas HN 1,993 1,912 | 2,473 4.2 | -19.4 
” SN RS ee ae 1,899 | 1,809 | 2,069 5.0 | — 8.2 
RRR eae pea 1,175 1,015 | 1,245 15.8 | — 5.6 
Slippers for housewear........ : 3,859 3.212 | 3,374 | 20.1 | 14.4 
CO eee j 289 246 | 281 =| 17.5 | 2.8 
ee 230 | 211 175 9.0 31.4 





Minus sign (—) denotes decrease. 


WASHINGTON, D. C.—Footwear pro- 
duction in June totaled 38.5 million 
pairs, according to the Bureau of the 
Census, Department of Commerce. This 
was 10 per cent more than the May pro- 
duction of 35 million pairs and approxi- 
mated the June, 1948, level. 

All types of footwear shared in the 
May-June increase. Youths’ and boys’ 
shoes showed a 35 per cent production 
increase, from 1.2 million pairs in May 
to 1.6 million pairs in June. Women’s 
shoes, sandals, and playshoes totaled 


110 


17 million pairs, and men’s shoes totaled 
8 million pairs in June, 4 per cent and 
15 per cent respectively, above the May 
production. 

Slippers for housewear produced in 
June totaled 3.8 million pairs, 20 per 
cent more than the 3.2 million pairs 
produced in May. 

Shipments of 36.5 million pairs in 
June were valued at $122 million, an 
average value per pair shipped of $3.35. 
In May, the average value was $3.38 
and in June, 1948, it was $3.62. 


Comparative production figures for 
June, and May, 1949, and June, 1948, 
and the per cent of change from the 
two earlier periods are shown in the 
accompanying summary. 


St. Louis Show Limited by 
Lack of Sample Room Space 


St. Louis.— Manufacturers and 
wholesalers outside the St. Louis area 
will not be invited to the shoe show 
here next Spring, it has been learned, 
because of lack of sample room space. 

About 45 additional display rooms 
have been made available by the Jeffer- 
son Hotel, however, which with those at 
the Statler, DeSota and Lennox Hotels 
will bring the total to about 218. There 
also is the possibility of some additional 
sample room space being made avail- 
able between now and next Spring. 

Hotel accommodations for visiting 
buyers, of course, are practically un- 
limited for those who make advance 
reservations. 








Opens New Store 


Los ANGELES—A new Vitality Shoe 
Store has just been opened at 8918 S. 
Western Ave., Los Angeles, by A. M. 
Kerr. The store also features shoes for 
men. A. M. Kerr, the owner, was for- 
merly associated with the Dr. Hiss Foot 
Clinic of Los Angeles. 
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Leather Demand 
Seen Increasing 


CxIcaco—Leather prices have leveled 
off again following an upward swing at 
the close of last month. However, there 
is a firmness in the leather market that 
has been strengthened by sizable sales 
of whole stock. There has been con- 
siderable activity in both the sole and 
side upper leather branches of the 
leather market. Increased shoe orders 
in some quarters have helped the de- 
mand for leather. The fact that the 
shoe business had received a lift was 
reflected in leather sales, with tanners 
often asked to specify how promptly 
deliveries could be made, and to give 
definite information as to colors and 
weights. In other words, buyers and 
sellers were making efforts to get to- 
gether. 

Even at the new higher price levels, 
sales of sole leather were being con- 
summated. On the whole, tanners’ quo- 
tations were more uniform. Light and 
extra-light weights continued to get the 
greater call, and selections of good 
quality sometimes brought a slight 
premium. Curtailment of tannery op- 
erations and a tightening of the sup- 
ply lines has had much to do with 
recent demand. There is some price 
pressure, but while there are customers 
for the leather, there is little chance 
of any downward revision in prices. 
Now that the Leather Show is behind 
them, tanners look hopefully for an im- 
provement in business during the bal- 
ance of the current month. 

In the sole leather offal market, con- 
ditions are better. There has been 
more activity, particularly for bellies. 
Also, rough double shoulders displayed 
a stronger tone. Likewise, single 
finished shoulders were wanted at the 
new upper level. Heads, which hitherto 
were inactive, are now selling fairly 
well. What some tanners cannot un- 
derstand is the demand for the same 
stock that did not sell for less two and 
three weeks ago. 

A good business is being done in side 
leathers, both in the better and lower 
grades. In-between tannages are mov- 
ing more slowly. Kip side leather quo- 
tations are steadier following marked 
advances. Considerable interest is being 
shown in combination tannages for 
leisure and dress types of footwear. 
Certain types of kip leather are get- 
ting such a good call that tanners have 
been forced in some instances to allo- 
cate it to their customers. Corrected 
kip is strongly favored, with work elk 
selling moderately. 


Women’s weights have more friends 
among the leather buyers, with some 
orders being booked at current levels. 
With the market firmer, tanners are 
endeavoring to hold commitments to 
short range delivery. Prices are some- 
what flexible and change to conform to 
rawstock quotations. Tanners are now 
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Style 700 
$6.00 


@ Unique—Patented 
@ All Welt Construction 


@ No Innersole 








TAKE (T.. EASY 


with SEBAGO-MOCS 


Here are “Made-in-Maine” moccasins that will 
really play a tune on your cash register. They're 


bago-Mocs, the moccasins that every 


and wear. 


last 


in the 


sales.” 


at SEBAGO-MOC 





@ Amazingly Flexible 


SIZES 
Style 700: A, 8-13 B, C, and D, 6-13 





@ Extra Fine Leather Sole 


@ Hand Sewn Vamps 


Size 13—75 cents extra. 


Service charge on 


orders for 3 pairs or less—25 cents 











| SEBAGO-MOC 
| COMPANY 
| WESTBROOK, MAINE 


OFFICES 


| 
NEW YORK, 534 MARBRIDGE BLDG. | 


LOS ANGELES, 505 HAAS BLDG. 








man will like for their comfort, style, 


And will they sell? Man- 
oh-man, just buy ‘em 
and try ’em. We've 
heard from a lot of 
contented customers 
few 
months and they all 
tell us “You can’t 
beat Sebago-Mocs for 


Remember, too, there’s no need to worry about 
supply because— 


Theyre Always in Stock 








more optimistic about this market, with 
demand strong for the lighter weights. 
It is expected that the demand will con- 
tinue. Renewed activity is anticipated 
as Fall progresses. 


Retailers Play Soft-Ball at 
Outing Given by Salesman 


CLEVELAND, O.—Two soft-ball teams, 
one made up of salespeople of the Stone 
Shoe Company and the other of sales- 
people of Lindner-Davis, staged an ex- 
citing game as one of the features of 
an outing sponsored here recently by 





W. J. (Bill) Harney, Ohio sales repre- 
sentative of the Vitality Shoe Co., divi- 
sion of International Shoe Company, 
St. Louis. 

Mr. Harney entertained seventy- 
eight Vitality shoe dealers from all 
parts of the state at the outing which 
was held in this city at the Broadview 
Club. L. F. Vogt, Vitality merchandise 
manager, came from St. Louis to at- 
tend; and Mr. Harney’s assistant, 
George H. Gutting, Jr., helped not only 
in preparing for the outing but also in 
seeing to it that all who attended had 
an enjoyable time. 














JUVENILE SHOES 
*3 and *4 RETAILERS 


FOR THE 
SMARTEST PATTERNS 
AND BEST QUALITY IN 

THIS GRADE 


see 
GOODWEAR SHOE COMPANY, INC. 
144 Duane Street e New York 13, N. Y. 


Where You Get “The Most for the Least!” 











HANDY FORMS 


(Carried in Stock) 


For Efficient Store Operation 
Shoes and Carton Price Stickers—Postage stamp size: 1452 












Ne, 3921 46 = $2.35 to a book: $2.00; 2 bks $3.50; 4, $6.00. 
Tan Cowboy Boot §=6%-9 = 2.60 Buying Order Pads—Form #107, per pad................ 
eh Gre Ber 72 3NS (100 sheets to pad—S0 orig.—50 dup.) 5 pads a 
Inventory Size Sheets—Form #106, per pad.......-..----- 
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Chandelier Merged with Indirect Lighting 


Street, the store was moved to its 
present address. At the same time, 
Mr. Klibanoff’s son Morris joined the 
firm to learn the business. In 1945, 
his son-in-law, Milburn Zeff also 
joined the firm. 

In 1947, The Bootery began its ex- 
pansion and remodeling program. The 
front of the store has been walled in 
marble and larger display windows 
have been installed. Inside, attractive 
designs and pastel colors have been 
blended to create an inviting atmos- 
phere. Indirect lighting provides 
subtle but ample illumination. Dom- 
inating the shoe salon at the rear of 
the store is a handsome and large chan- 
delier. Air-conditioning makes shop- 
ping a year-round pleasure. A teen- 
age shoe department has been added, 
which is separate from the other de- 
partments, and enables the teen-agers 
to shop without distraction. 

Mr. Klibanoff devotes full time to the 
shoe department, and Mr. Zeff manages 
the accessory, sportswear and lingerie 
departments. 





A large chandelier is a feature of the shoe salon in The Bootery, Florence, Ala- 
bama. Conventional furniture is used in the front part while teen-agers are seated 
by themselves on banquettes in the rear. 


Store Loses Lease 





FLORENCE, ALA.—The opening of The 
Bootery, newly remodelled at 111 North 
Court Street was a celebration attended 
by throngs. The store was first opened 
for business by the late Hyman Klib- 
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anoff 30 years ago and, as the years 
went by, accessories, sportswear and 
lingerie were added to shoes. 

After being located for 22 years in 
its initial location on North Court 


SoutH BEND, IND.— Burdeen Shoe 
Store, 236 S. Michigan Street, has lost 
the lease on their quarters. The en- 
tire stock of footwear has been sold at 
greatly reduced prices. 
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PPSSA Promotion 


Gets Under Way 


New YorkK—“The big buying show” 
is the theme of intensive trade promo- 
tion for the Popular Price Shoe Show 
of America, which has begun under the 
direction of Edward Atkins and Max- 
vell Field, co-managers. 


Sponsored by the National Associa- 
tion of Shoe Chain Stores and the New 
England Shoe and Leather Association, 
the PPSSA will be held November 27 
to December 1 at the Hotels New 
Yorker and McAlpin, here. Mark A. 
Edison, vice-president of Edison Broth- 
ers Stores, Inc., and Frank S. Shapiro, 
treasurer of the Consolidated National 
Shoe Corporation, are co-chairmen of 
the industry committee of shoe retailers 
and manufacturers planning the event. 

The promotion program for the 
PPSSA includes advertising in business 
publications, full color posters which 
will be on display throughout the indus- 
try, and several hundred thousand mail 
stickers which will be used on mail and 
billings by popular price shoe manufac- 
turers and retailers. The Rockmore 
Company is handling the advertising 
account. 


Official application blanks for dis- 
play space at the PPSSA were mailed 
September 9 to all exhibitors at last 
May’s successful show. These exhibitors 
will have an option period extending to 
September 24 in which to reserve the 
same rooms they occupied previously, 
after which applications will be sent to 
the industry at large. 





Merchant Rents Ballroom 
For Style Show 


HAZLETON, Pa.—J. Joseph, who op- 
erates Joseph’s Shoe Store, at 74 Nortn 
Wyoming Street, here, recently rented 
Genetti’s ballroom and held a style 
show in order to introduce his Fall 
footwear to the public. Six local girls 
and young women modeled the shoes, 
both casual and dress types. Another 
young woman announced the models 
as they appeared and described their 
costur-es. Background music was fur- 
nished by a pianist. The show was free 
to the public and attracted a large 
audience. 


New Shoe Department Opened 
By Texas Store 


Houston, TEX.—A new shoe depart- 
ment to serve women customers was 
opened here recently by the Battelstein 
department store. 

The new I. Miller shoe department is 
under the managership of Pat O. Hart- 
ley and is located on the fourth floor, 
occupying an area 80 by 50 feet. 
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KITTY KELLY 


Trenton, N. J. 








This Kitty Kelly salon is a masterpiece 
of shoe store design and modern deco- 
ration. Settees and continuous, flowing, banquettes in rich colors 
were selected. In addition to the design shown, Chairmasters 
features a large variety of shoe store chairs designed for beauty 
and constructed for durability. Long lasting plastic upholstery is 
available in 36 pastel shades. 


Have yew seen the “Kiddy- 
Fir , Cheirmasters’ innove- 


NC. tion in children’s department 


4451 THIRD AVENUE - NEW YORK 57 


WRITE OR WIRE FOR CATALOG AND PRICES OF OVER 30 STYLES OF CHAIRS 








For the Fall trade, the department 
is featuring cut-out vamps, narrow 
criss-cross straps, ankle bracelets, and 
some platforms. 





Plan to Sell Store 


RUTHERFORDTON, N. C.—Mr. and Mrs. 
Isaac Goodman announce they have de- 
cided to sell the stock and fixtures of 
the Rutherford Shoe Hospital, a retail 
shoe store and repair shop. They will 
also lease the building in which the 
business is located. The ill health of 
both makes the liquidation necessary. 
The business was established 26 years 
ago. 


Named Manager of Children’s 
Shoe Department 


CoLtumBIA, S. C.—J. Alex Brunson has 
joined the sales staff of Henry Averill 
Shoes, Inc., and will manage the chil- 
dren’s department and assist in sale of 
men’s and ladies’ footwear. He was 
formerly connected with Harrison Park 
Shoes. 

Store Enlarged 

San ANTONIO, TEx.—The enlarged 
and modernized Paul’s Shoe Store, at 
224 West Houston Street, has been for- 
mally opened. 
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Leo DANCE SHOES 


styled for sales ... 


.-- priced for profits! 





SOFT TOE BALLET 


Fully lined, short soles, 
pleated toes. Hand 
mode ...A to D 
width. Full and half 
sizes, 8 smail to 9 
large. White or Black. 


$2.15 


NATURE SANDALS 


Mellow chrome split, 
heavy soles: in Black 
or Fawn. Full and half 
sizes. 9 small to %iarge. 














32 W. Randolph 





Look to Leo for Nationally 
Advertised Dance Footwear 


ADVANCE Theatrical Shoe Co. 


T5e 


PATENT LEATHER 
TAP SHOES 


Genuine biack patent 
leather with wood heel. 
A and C width. Sizes, 
12 to 9. Net, in case 
lots of 36 pairs. 


Chicago 1, Ill. $2.75 








window display, as previously planned 
and reported in Boor AND SHOE RE- 
CORDER, issue of Sept. 1. 

Walter Galvin, president of the West 


_ Coast Shoe Travelers Association, the 


organization which sparked the scheme, 
presided at the luncheon. 

To direct the actual day by day work- 
ings of the public relations program, 
Mr. Galvin announced the appointment 
of a committee comprising retailers, 
manufacturers, salesmen, and the trade 
press. 

Roy Baker, vice-president of C. H. 
Baker and one of the few surviving 
“old timers” of the city’s turn-of-the- 
century shoe leaders; Fritz Kayser of 
Wetherby-Kayser; Jim Cairns of Gal- 
lenKamp’s; Phil Mashburn of Gude’s; 
and Al Freeman of Innes, represent the 
chain and specialty stores on the com- 
mittee. 

Spokesmen for the department stores 
will be Allen Shireck of the May Com- 
pany; Parke Dowd, Bullock’s; and Al 
Schmidt of The Broadway. The manu- 
facturers will be represented by Sey- 
mour Fabrick of Vogue Shoes and Mel- 
ville Kaufman of Casuals, Inc. 

To advise on press relations, the shoe 
men appointed Martha Weisler, pub- 
licity chairman of the WCSTA and 
president of Martha’s advertising 
agency; and Ruth Miller of Boot AND 
SHOE RECORDER. Gil Winneguth of 
Barbara Gay, vice-president of WCSTA 











Plans Perfected for Footwear Promotion 





= 
? 


At the shoe promotion luncheon in Los Angeles, left to right: Carl Winneguth, 
past president of the WCSTA; Al Friedman, vice-president, Innes Shoe Co.; Harry 
R. Terhune, Los Angeles manager and Miss Ruth Miller, staff correspondent, Boot 
and Shoe Recorder; Walter Galvin, president, WCSTA; Martha Weisler, director of 
publicity, WCSTA; Harry Evans, president, National Shoe Travelers Association; 
Frederick V. Kayser, president, Weatherby-Kayser Co. 


Los ANGELES—Eighty-five prominent 
manufacturers and retailers, a cross- 
section of the Los Angeles footwear 
business, sponsored a press conference 
recently at the Alexandria Hotel, 
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launching a year-round public relations 
program designed to whet shoe appe- 
tites by a sustained, coordinated sched- 
ule of cooperative advertising, news re- 
leases, special events, and interior and 





White Shoes 


that con be Kept Clean with only 


Soap and Water 
More Sale-able 


Write for reports on Lux and Ivory Tests 
Ask your manufacturer about this 


Really Washable Elk 


A.H.Ross & Sons Co. 
Vanners Stnce (SS § 
Chicago 272, Ill 
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and one of the originators of the public 
relations program, will represent the 
travelers. 

To coordinate the committee’s activi- 
ties with the aims of the national in- 
dustry, the shoe men appointed Harry 
Evans, president of the National Shoe 
Travelers Association and of the Bu- 
reau of National Salesmen’s Associa- 
tions. 

During the Los Angeles shoe show, 





November 13 to 16, WCSTA will launch 
its publicity drive with a proclamation | 


of Greater Los Angeles Shoe Week by 
Mayor Fletcher Bowron. The first 


major Los Angeles shoe show under a | 
single roof will take place in 278 rooms | 


of the Alexandria Hotel. 


City-wide | 


displays and full\news coverage will | 


publicize the event. 
To sustain interest in the shoe in- 


dustry, local retailers, manufacturers, | 
and the WCSTA will sponsor coopera- | 


tive ‘advertisements in which health, 
style, value, and manufacturing proc- 
esses in footwear will be stressed. 

At the suggestion of Nathan Hack, 


Detroit shoe man who is currently con- | 
ducting experiments for the University | 


of Southern California’s physical edu- 
cation department, the association may 


publish booklets on shoes and foot | 


health, to be distributed free to con- 
sumers through retail stores. 
California’s Boys’ Week, said to be 
setting the pattern for juvenile sales 
programs throughout the country, was 
described by Ruth Miller, of Boot AND 


SHOE RECORDER’s Los Angeles staff, | 


who helped with the annual promotion 
for the Boy’s Apparel Guild of Cali- 
fornia. 
hibits, special newspaper sections 
edited by boys, father and son events, 
luncheons, and factory tours were com- 
bined into one hard-hitting week of 
promotion. Press books on the Los 


Angeles Boy’s Week are now touring 


seven major American cities. 





Buffalo Retailers Hold 
Annual Outing 


BuFFALO, N. Y.—The annual outing 
o’ the Greater Buffalo Shoe Retailers 


Association drew an attendance of | 


about 75 retailers and wholesalers at 


Coordinated advertising, ex- | 


the Lamm Post of the American Legion | 


in Williamsville, recently. 

An extensive program of sports 
events was conducted during the after- 
noon, highlighted by a baseball game 
between the retailers and wholesalers 
and won by the former. Horseshoes and 
other games were played. 

Joseph J. Kirchoff was general chair- 
man, assisted by Ben Etkin. 





Will Help Develop Market 
For Fashion Footwear 


New YorK.—The Fashion Shoe Show 
is the new designation for the November 
showing of Spring lines by manufac- 
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NO UNE BUT DANIEL GREEN 
can make [JMEIES | 









Daniel Green 


 # BEEN going on for 67 years 
... When customers ask for “slippers”, they 
mean “comfies” ... and comfies only mean 
Daniel Green. There’s nothing like 
that famous soft, padded sole, light as a zephyr, so resilient, so restful. 
Comfies are obtainable in the well known felt moccasin style, in 
the plain satin ballet type and, of course, in quilted satin, the year 
‘round money maker every smart dealer stocks. 





Quiltie 
(#20106) Quilted satin upper, 
lining and sock, soil proof finish 
comfy sole. Widths A and C, 
sizes up fo 1042. Black, heaven 
blue, scarlet, royal bive and wine. 








DOLGEVILLE 
NEW YORK 


Company 





turers of quality-fashion footwear ex- 
clusively, at the Hotel McAlpin, New 
York, November 6 to 10. 

Sponsored by the Shoe Manufacturers 
Board of Trade of New York, the show 
for the first time has been broadened 
to include manufacturers from all parts 
of the country, with the aim of strength- 
ening better grades and developing a 
strong market week for quality foot- 
wear. 

This will’ be the first time that a 
comprehensive showing of quality- 
fashion lines will be concentrated under 
one roof, thus providing new conve- 


nience and buying ease for retailers, 
who are being urged to “come straight 
from Chicago.” 

Broadening of the show to include all 
manufacturers of quality-fashion grades 
was a spontaneous development and 
many have not yet received the an- 
nouncement and invitation. Manufac- 
turers interested in exhibiting may 
secure full details from Miss Marie 
Norton, The Fashion Shoe Show, 11 
West 42nd Street, New York, N. Y. 

Advertising and publicity are being 
handled by the Frederick-Clinton Co., 
Inc., New York. 








Lots of 
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WEY GO WEN 
Infant’s and Children’s Shoes 


ee Ge Laty laSeek Service 
Pian allows you to reduce your in- 
vento: while increasing your selec- 
tion of styles and sizes — this means 
more sales because you can please 

more customers. 

Immediate shi t on all orders 

ssensea feds itihton on tien yank sosek 

complete at all times. 

Ae Sea me 

sdvertised line of Happy Go Lucky 

Infants’ and Children’s Shoes 

you have a winning combination for 

more business and extra profits. 

Three of our many beautiful styles 

are shown below. ae 
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Safer 
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Doll. All leather, 
Nylon French Cord 
Bound. Sizes 2-12, i 
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Ne.401p- Washable 
Elk Intermediate. 
Chubby last, uplife 
counter, moccasin 
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Opens Shoe Salon in 
Specialty Shop 


WILMINGTON, DeL.—Morris Young-. 


stein has joined Bird-Speakman, Wil- 
mington specialty shop as lessee and 
operator of their new fashion shoe 





MORRIS YOUNGSTEIN 


department, which opened recently. 
For the last seven years, Mr. Young- 
stein has been casual shoe buyer and 
merchandiser for the I. Miller & Sons 
shoe salons. The newly inaugurated 
Bird-Speakman shoe salon will feature 
a complete assortment of high style 
shoes. 





Home Service Fitting 


| Promoted by Store 


HAMILTON, ONT.— Robert Wilson 
Shoe Stores, Limited, 73 King St. East, 
promoted their home fitting service re- 
cently with an eye-catching newspaper 
ad built around a photo of two trucks 
used in the home service operation. 

The trucks were parked in front of 
the store. The ad caption read: “Not 
One—But Two. Home fitting service 
at no extra charge.” 





Shoe Firm Incorporated 


HENDERSONVILLE, N. C.—  Holley- 
Swofford, Inc., of this city, has just re- 
ceived a charter from the Secretary of 
State to operate a retail shoe business. 
Authorized capital stock is 80 shares, 
no par value. John Holley, P. A. Swof- 
ford and Mary Holley, all of Ashe- 
ville, were listed as the incorporators. 





Store in New Location 


MINNEAPOLIS, MINN.— The Ground 
Gripper Store, has moved to 906 Mar- 
quette Ave., in this city, where it has 
increased its selling space by approxi- 
mately one third and has, in addition, 
a full basement. The store has been 
arranged with open stock. 

Color scheme is French grey with 
yellow ceiling. Carpeting is grey. Wide 
windows which permit full view of in- 
terior of store are hung with soft grey 
drapes. C. D. Schultz is manager. 
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KEE-WEE) 


s ( 
SHOE POLISH 





It’s Going 
Like a House Afire! 


1, KIWI is by far the top-quality shoe 
polish in America! 

2. The favorite of millions of serv- 
icemen who tell their friends! 

3. Eye-catching, high-frequency 
KIWI advertising in leading 
newspapers and magazines! 

4, For your customers—8 rich colors 
—plus transparent dressing! 

THE KIWI POLISH CO. PTY. LTD. 

836-844 South Swanson St., Philadelphia, Pa. 
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Named Shoe Department 


Manager 

EMPORIA, KANSAS—New manager of 
the shoe department at the Palace 
Clothing Company here is H. R. 
Whittle, who has been transferred 
from the Palace Clothing Company in 
Pittsburg, Kansas. Mr. Whittle was 
with the Palace Clothing Company 
shoe department in Kansas City, Mo., 
before going to Pittsburg. His home 
was formerly in Sedalia, Mo. 





Children’s Store Sold 


CASPER, WyY0.—Miss Mary Marrow 
has sold her shop at 101 So. Center 
Street to Milton Carshon but will retain 
her Mary Marrow Shop in Scottsbluff, 
Nebr. The stock includes a complete 
selection of infants’ and children’s 
shoes. Miss Marrow plans to take an 
extended vacation in Europe before set- 
tling down to business at Scottsbluff. 





Casual Shoe Bar Opened 


MIAMI, FLa.—In Burdine’s depart- 
ment store, a Casual Shoe Bar has been 
opened on the main floor where it is 
within easy access of trade. Here are 
offered only women’s casual shoes, in 
straws and leathers, and in all the 
wanted colors of the season. The price 
range is limited, $2.99 to $3.95. 
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Trade Literature 


Analyzes Department Store 
Operations for 1948 


“Operating Results of Department 
and Specialty Stores in 1948” are set 
forth in Bulletin No. 130 of the Bu- 
reau of Business Research of Harvard 
Graduate School of Business Adminis- 
tration which has just been published 
by the Division of Research, Soldiers 
Field, Boston 63, Mass. The author is 
Malcolm P. MacNair, professor of mar- 
keting. 

Consumers spent more dollars in de- 
partment stores in the United States in 
1948 than ever before, according to 
this summary, but earnings in both 
dollars and percentages fell off for the 
second consecutive year because of a 
further sharp increase in expenses. In- 
ventories were practically unchanged in 
dollar value from the beginning to the 
end of the year, but the stock-turn rate 
on a monthly basis slackened for the 
third year in a row. 

Merchandising operations, profits and 
expenses are analyzed in detail for dif- 
ferent groups of stores and the results 
are set forth in tabular form in the 
bulletin. 


Veterans Receiving Training 
In Shoemaking 


More than 8500 World War II vet- 
erans are training under the G. I. Bill 
and Public Law 16 (for the disabled) 
for occupations as shoemakers, shoe re- 
pairmen and leather workers. 

This total was disclosed in a Vet- 
erans Administration study of the prin- 
cipal courses and employment ob- 
jectives of 2,055,523 veterans enrolled 
in schools and 478,862 training on-the- 
job under the two laws. 

Four out of every five of the veterans 
training in the shoe and leather fields, 
or 7116, were learning to become shoe- 
makers and shoe repairmen, both in 
trade and vocational schools and on-the- 
job. Of these 5357 were enrolled in 
classroom courses and 1759 were train- 
ing on-the-job. 

An additional 750 veterans were 
training on-the-job under both laws for 
occupations in the manufacture of 
boots and shoes; 475 were learning to 
work with leather products other than 
boots and shoes; and 171 were train- 
ing for jobs in the manufacture of 
leather. * 


Dentist’s Hose Damages 
Shoe Stock 


EriE, Pa. — Water from a leaking 
dentist’s hose recently seeped through 
to the basement of the Weschler Com- 
pany shoe store at 930 Peach Street, 
causing damage estimated at between 
$3,000 and $4,000. Walls and ceilings 
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inest for half a century, 
Mrs. Day’s never sacrifice quality 


and workmanship in their shoes. 


No. 185 —White Washable Kid 
Soft Sole Laced Boot. Perforated 
design on Moccasin Toe. —Sizes 0-3. 
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were soaked on both floors of the store. 

Harry J. Weschler, treasurer, said 
that business will continue as usual on 
the store’s second floor. Repairs will 
be completed in the near future, he 
added. 


C. H. Baker Leases 
Shoe Concessions 


Los ANGELES — The C. H. Baker 
Corporation, operating their own shoe 
stores in principal California cities 
since 1899, is expanding its sales vol- 


ume through concession operations in 
leading California specialty and de- 
partment stores in cities of 30,000 popu- 
lation and over. 

The first of these departments, 
opened in Scotts, Inglewood, and The 
Vogue, Salinas, have met with success 
beyond most optimistic expectations. M. 
Kaplan is in charge of merchandising. 





Buy Savings Bonds 
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The Secret of Success is Constancy of Purpose 


We have been successful in retaining our customers because 
after 23 years in business, the uniformly high 
QUALITY and Value of our sandals has remained CONSTANT. 






“ 


SANDALS FOR MEN, WOMEN AND CHILDREN “ssice sillinat andes @ letlednen” 
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@ immediate Deliveries | 
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America's Foremost Specialists " caine weed Kee Your Sample Shoes 
in Dance Footwear TAP-TIE Leo ing NEW 


All-over genuine black patent or smooth white 


leather. (Made on our own special theatrical Custom-fitted Fairy Shoe Forms fit 





tached. 





BERNED SHOE COMPANY 
Manufacturers — Distributors 


lasts.) Plain or over-toe taps included, unat- 
#2111 (blk.), #2121 (wht.) 
8%-12 M 


an. oo $2.30 

#2212 (bik.), #2222 (wht.) 
11-3 M: 12-3 N ............... $2.50 

#2313 (bik.), #2323 (wht) 
3%-9 M and WN ................ $2.70 

#2313 (blk.), #2323 (wht.) 
914 & 10 M and NN ............ $2.95 


Add ise ‘per peir for plain or over-toe taps 
attached. 
All prices NET F.0.B. Boston 


207 Essex Street, Boston, Massachusetts 













Francis J. Shields 


BomBay, N. Y.—Francis J. Shields, 
industrialist and philanthropist, and 
best known in the shoe industry as head 
of the Shields Slipper Corporation here 
and its subsidiaries in Bombay and Fort 
Covington, N. Y., died suddenly follow- 
ing a heart attack on August 23. Identi- 
fied with many other businesses in 
Northern New York, some of which he 
headed, he was prominent also in civic 
and church affairs and the Masonic 
order. 

Mr. Shields, born in Bombay in 1893 
and a graduate of New York Univer- 
sity, grew up in the slipper and moc- 
casin manufacturing business which had 
been established by his father and 
uncle. They organized Shields Consoli- 
dated in 1912 and, about eight years 
later, when the original factory was de- 
stroyed by fire, built a new one and 
changed the name of the company to 
W. C. and J. J. Shields. Later the com- 
pany became the Shields Slipper Cor- 
poration, to the management of which 
Mr. Shields succeeded on the retirement 
of the original partners. 


Obituaries 





He is survived by his widow, Mrs. 
Ruth J. Shields, and three brothers, 
Charles H., of Ridgewood, N. J.; Law- 
rence E. and Walton E. Shields, of 
Bombay. 

Preceded by private services at the 
family home, funeral services were held 
August 26 at the Bombay Methodist 
Church, of which Mr. Shields had been 
an active membér and a trustee. 


Charles F. Cotter 


LYNN, MaAss.—Charles F. Cotter, 
founder and for many years the active 
head of the Cotter Shoe Company of 
Lynn died recently following a heart 
attack at his home, 45 Broad Street, 
this city. He was 71. 

Following the liquidation of his shoe 
business, Mr. Cotter some time later 
was made state manager of the Federal 
Home Owners’ Loan Association and in 
1934 became director of the entire New 
England division. In 1941 he became 
general manager of the Home Owners’ 
Loan Corporation in New York and 
Washington, D. C. 


your samples perfectly, keep them 
looking brand-new. 

Light weight — no excessive bulk. 
Flexible — easy to insert and remove. 
In every style, color and size for 
men’s, women’s and children’s shoes. 
IN CANADA: United Last Co. Ltd. 
P.O. Box 3000, Montreal, P.Q. 










La 


SHOE FORM CO.INC., AUBURN, N. Y. 


Mr. Cotter is survived by his widow. 
Mrs. Agnes Cotter, four sons, Lieuten- 
ant-Colonel John Cotter of Alexandria, 
Va.; Philip L., of Lynn; Joseph S., of 
Helena, Mont.; and Robert, of Wabash, 
Ind.; and two daughters, Mrs. William 
O'Neil, of Cleveland; and Mrs. Charles 
J. Todd, of Havana, Cuba. 





Ben C. Hommon 


COLUMBUS, OHIO—Ben Claude Hom- 
mon, 72, president of the Wolfe Wear- 
U-Well Corporation, 45 W. Capital 
Street, Columbus, Ohio, and nationally 
known in the shoe industry, died re- 
cently in Grant Hospital. He had been 
with the Columbus shoe firm for 50 
years, and remained active in the busi- 
ness until ten days before his death, 
when he suffered a heart attack. 

He joined the Wolfe Brothers Shoe 
Co. in 1899 as office manager. He later 
became secretary, then vice-president, 
and, in 1927, president of the shoe com- 
pany as it developed from a manufac- 
turing concern to its present status. 

The firm had been established in 
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1893 by the late R. F. and H. P. Wolfe, 
and manufactured a general line of 
shoes until 1911, when it became the 
distributor of Wear-U-Well Shoes. In 
1929, two years after Mr. Hommon be- 
came president, the company was 
merged with the Grimsrud Shoe Co., 
Minneapolis, and the Western Shoe Co., 
Kansas City, under the present name, 
Wolfe Wear-U-Well Corporation. 

His widow, a daughter, and twe 
grandchildren survive. 





Fred Rosenfeld 


RocHESTER, N. Y.—A heart attack 
suffered while at work was fatal to 


Fred Rosenfeld, 58, manager of the shoe | 


department in the Monroe Avenue store 
of Sears, Roebuck & Co. Mr. Rosenfeld 
had been an employee of the store sinee 
it opened 20 years ago. 

Surviving are his widow, Mrs. Steffi 
Rosenfeld; one daughter, Mrs. Henry 
Bachman, Malta, Ohio; two brothers, 
Dr. Henry Rosenfeld, Rochester; and 
Herman Rosenfeld, Buenos Aires; 
sister, Mrs. Ida Mayer of Jerusalem, 
and two grandchildren. 





Leon C. Jones 


a | 


TORONTO, ONT.—President and gen- | 


eral manager of the Jones Pattern Co., 
Ltd., shoe stylists and pattern mann- 
facturers, Leon Cyril Jones, 64, died 
recently at his home, here. 

Mr. Jones was born at Weld, Maine, 
and spent some years in Montreal, 
where he was connected with the shoe 
pattern business. He came to Toronto 
in 1929 and founded the firm of which 
he was head. He was a member of the 
Masonic order. 


O. S. Boyer 


CoLuMBUs, O.—Othneil S. Boyer, 33, 
manager of the G. R. Kinney Shoe Co. 
store in Columbus since January, and 
with the company for 14 years, died re- 
cently after a week’s illness. 

He came to Columbus from Muskegon, 
Mich., having previously managed stores 
in Flint and Grand Rapids, Mich., and 
Portsmouth, O. 

His widow, mother, two sons, and two 
brothers survive. 





Buford McWhirter 


BELLMONT, CALIF.—Buford McWhir- 
ter, honorary member of the West 
Coast Shoe Travelers Association, died 
recently, here. He had been under 
treatment for a heart ailment for sev- 
eral months. 

Mr. McWhirter was sales representa- 
tive for Dunn & McCarthy, Inc., of 
Auburn, N. Y., prior to his retirement. 

He is survived by his widow, Mrs. 
Mary McWhirter; and two sons, Wil- 
liam B. and John A., all of Bellmont. 
Funeral services were held in St. Mat- 
thews Episcopal Church, San Mateo. 
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Widths AAA 
through D WALKER 
Sizes 4 thru 10 Black Kid 
Brown Kid 
WRITE Widths AAAA 
through EE 
FOR Sizes 2% thru 11 
NEW 
HOLTON 
IN Black Calf 
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Howard Taylor 


Happon HeicHTts, N. J.— Howard 
Taylor, salesman for the Jantzen Shoe 
Company, Philadelphia wholesalers, 
died recently following a heart attack at 
the age of 78. He made his home at 404 
Fourth Avenue here. 

Active in municipal and religious af- 
fairs, Mr. Taylor was treasurer and a 
past president of the Haddon Heights 
library board and was a trustee of the 
local Methodist Church. He was also a 
member of the National Shoe Travelers 
Association. 


VEN 


with the finest in extra value 
features of all smart walking shoes 
These favorites are the accepted Heel Gripper 
shoes that women prefer for quality and fit. 
Heel Gripper's insistance for value giving in- 
vites a challenge for comparison. 

—and at dollars less— 
IN STOCK . . . immediate 


To Retail at... 














Service! 














hoe 


Mo, Ce 


Cincinnati 4, Ohio 


Surviving are his widow, Mrs. Lillie 
H. Taylor; a daughter, Marie V. Tay- 
lor, and a brother, Walton, of Palmyra. 





Hiland A. Powell 


San Dieco, Catir.—Hiland A. Powell 
of 2862 Ocean View Boulevard, San 
Diego, for 26 years a salesman on the 
staff of the J. W. Carter Company of 
Nashville, Tenn., died here recently. Mr. 
Powell, who had retired in 1948, was 65 
years old. Surviving is his widow, Mrs. 
Cora M. Powell. 
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Molded Rubbers are DIFFERENT 


comfort, style, service ond 
wnusvel. Just whet You 

















IMMEDIATE 
DELIVERY 


Warehouse facili- 
ties in key cities 
throughout the 
country, insure 
prompt delivery. 


checked 





most retailers have 
ven't yet, de so today. Fell 
your nearest Savg-Fit 





— * 
The way orders are coming in, we re pa 
their Snug-Fit stock ond ordered. = yee 
Weother is Snug-Fit Weather. For : 
distributor, write - - - 








Pier 3 


CITIES 


DISTRIBUTORS IN KEY 


a eye ae Boston, Mass. 
Krohngold Shoe Co. ................ Cleveland, Ohio 
Damen Tees Oe........ 2 ssiscnses Los Angeles, Calif. 
B. Rosenberg & Sons ......... ....New Orleans, La. 
Horper & Kirschten Shoe Co. ......... Chicago, fl. 
ON EE eae ‘Sa 


Sons " 
C. A. Bachman, 3737 Dupont Ave., Minneapolis, Minn. 
Immediate delivery from above sources. 


Write to distributor nearest your city or 
direct to factory for catalog and prices. 














Editorial Outlook 


[CONTINUED FROM PAGE 68] 


outnumbered by the farmers, the labor unionists and 
some of the other groups. But a retailer may talk to more 
people in a day than a farmer or factory worker will meet 
in a year. His opinions are respected. Customers often ask 
why shoes cost so much. The retailer has. or should have. 
the answer. He should take pains to explain the role that 
government spending, unbalanced budgets. high taxation 
and inflation play in raising production and distribution 
costs all along the line, and thereby raising prices. He 
should instruct his salespeople in the simple economics of 
these matters so that they, too, can explain them. He should 
lend his support, moral and political, to the selection of 
representatives and senators who understand these mat- 
ters and who have the character and stamina to resist the 
kind of pressures that are largely responsible for today’s 
fantastic spending. In all of these ways he can serve the 
interests of his customers. his country and himself. 
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TINGLEY-RELIANCE RUBBER CORP. 


RAHWAY, N. J. 








Shoe Store Caters to Hard-to-Fit 
[CONTINUED FROM PAGE 99] 


mind when going to market No more loyal following can 
be found than those who require special service of some 
sort and are taken care of satisfactorily. Spence Shoe Com- 
pany. realizing that there is a demand for larger sizes. car- 
ries a complete line ranging from 8% to 12. Many pro- 
fessional women have to be on their feet all day and are 
delighted to find their needs looked after at this store.” 
concluded Mr. Scott. 

Spence’s sales people are noted, not only for their ex 
treme courtesy, but also for their tact. There are many 
occasions when the latter is needed to solve difficult prob- 
lems. No customer at Spence’s is ever high pressured: the 
store offers quality merchandise and a satisfactory fit. along 
with good salesmanship, then leaves the decision up to the 
customer. 

This firm feels that the personnel should be made up 
of various types, for it takes a diversified group to serve 
a diversified clientele. Mr. Scott holds regular meetings 
with the sales staff. New merchandise is discussed and the 
strong selling points of each are pointed out. 

A substantial business in hosiery and handbags is car- 
ried on in connection with the sale of shoes. Two salesgirls 
take care of these items. 

The handbag section at Spence’s not only boosts the sale 
of bags which match the shoes. but also attracts a general 
trade. Frequently, customers seeking some particular shade 
of bag will come in to look over the stock and will become 
interested in shoes. as a result. 
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Actress Helps Open 
New Detroit Store 





Fraser, star 
of “Mr. Adam", stage hit at the Schu- 
bert-Lafayette Theatre, cut the ribbon 
at the recent opening cer ies of the 
Boston Store. Left to “Right: F. F. Schurig, 
Jr., manager; Trudy Engel, secretary to 
Mayor Eugene Van Antwerp of Detroit; 
Joe Toumajian, president of Boston Shoes 
Inc., and Miss Fraser. 


Detroit—Miss Elizabeth 





Ontario Shoe Man Retires 


ToRONTO, ONT.—B. Chesler is retir- 
ing from the shoe trade and has sold his 
retail] business at 1916 Eglinton Avenue 
West, in Toronto, known as Chesler’s 
Better Footwear, to Morton Baker, who 


has taken over the complete assets in- | 


cluding the good will, and will continue 
to operate the business under the same 
name. 

Mr. Baker, who is the son of Sid 
Baker, one of the partners of S. A. 
Baker & Sons, Ltd., Toronto. has his 
brother, Harold, associated with him in 
the enterprise. 





Store Plans to Open 
Two Branch Shops 


CoLuMevs, O.—The Union Company, 
High and Long Streets, here, which in 
addition to its main store also operates 
two shops in the Ohio State University 
campus business district, will open two 
more shops, one for men and the other 
for women, in the new Lane Avenue 
shopping center. 

The shops will carry a full line of ap- 
pare] for young and old, including shoes. 
The larger 
women’s and misses’ apparel and acces- 
sories, as well as children’s wear from 
infants’ to school age. The smaller room 
will be an exclusive men’s, students’ 
and boys’ shop with clothing, sports- 
wear, hats, and shoes. 





Chain Adds New Store 


McALLEN, TEx.—A new, air-condi- 
tioned Cannon Shoe Store was opened 
here recently with J. T. Lindley, former 
manager of the Brownsville Cannon 
store, as manager. The store is part 
of a 102-store-chain of coast-to-coast 
stores carrying a complete line of shoes 
for men, women, boys, and girls. 
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shop will be devoted to | 


Frank Bros. to Carry Mr. 
New LaValle Line 






olady Chester}: told 
oa Cnstnle 


Styled Comfortwise! At right: S-2327: All 
over Black Elk Tie, California 
Construction, Platform Wed- 
gie, Nomark Soles. S-2328 
same in Brown Elk 
S-2329: Same in 
Black Suede. 













ALL ARE CALIFORNIA CONSTRUCTION 
PLATFORM WEDGIES s 


Sizes: 4 te 10, AA, B, and C widths. No-mark Soles. 
Below: S-2324: All over Black Elk 
instep strap. S-2325. same in 
Brown Elk. S$-2326, 

same in Black Suede 






























$oB25 


pr. Net-30 


At left: S-2337: All White Elk 
Blucher Oxford. $-2338, Same in 
Brown Elk. S-2359, same in Black 
Elk. 


Open Stock—Order Now! 





Send Now for our circu- 
lars showing business building 
specials, In Stock, for men, 
women, children. Be sure to 
get your name on list for fu- 
ture moilings. 


w/a house every Live Retailer should know 










C. W. Marks Shoe Company 
. FOOTWEAR FOR EVERYBODY 
41 S. Wells St., Chicago 6, Ill. 

Established 1870 








La Valle has been convinced for 
a long time that women crave high 
fashion footwear but the majority of 


NEw YorK—Who is Mico Vallini? 
That was the question going the rounds 
during the busy days of the Tanners’ 
Council and the Allied Products Show 
in New York. 


Arthur Livers, president of Frank 
Brothers, gathered press and members 
of the shoe and fashion world together 
at a luncheon at the Barberry Room, 
19 East Fifty-second Street, on Sept. 8, 
and there revealed the answer. Mico 
is the diminutive for Dominic and Val- 
lini, the plural for La Valle, the valley. 


them cannot afford the price tags put 
on them. Therefore, he has devised a 
new formula whereby fashion, crafts- 
manship and quality materials can be 
combined in a lower price shoe. They 
wili be retailed through Frank Brothers 
at $16.95 and $18.95. 

Ethel Smith, noted organist, was on 
hand at the luncheon in a dual ca- 
pacity—to show off the shoes Mr. La 
Valle has been making for her for 
years and to furnish music for those 
who attended. 
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X-RAY COMPANY 


KINNICKINNIC AT WARD 


MILWAUKEE 7, WIS. 





Fall Business Good 
In Providence 


THE Fall season started off well in Providence, R. I. Some 
retailers who noted a drop in sales the first half of the 
year have made up the loss, and most dealers are a little 
ahead of last year to date. The extremely hot weather has 
gone and the advent of really cool days was a big help in 
selling Fall shoes. 

Two definite trends are noted. There are the high style 
black suede anklets with platforms, and tailored calfskins 
in Fall colors. The suedes generally run in the higher 
price brackets, although these now appear to be working 
down into the middle brackets for their greatest volume. 
Coming into the picture in the higher price lines for a high 
style dressy shoe is the d’Orsay pump, low cut, with closed 
heel and open toe. 

In the tailored calfskins, dressy angles prevail. Black is 
a good seller, but colors are exceptionally good. In order 
of popularity, one retailer lists them as Cognac Brown, 
Mulberry Wine, Copper Rust and Spruce Blue. In one 
good selling line, these calfskins are closed pumps with 
medium high heels. In another line, of the casual type, 
they have open heels, some with open toes, low heels, with 
extension soles and bold white stitching. One number has 
a small decorative strap, while another has imitation moc- 
casin stitching. 

Three favorites at one store include a baby doll pump 
of black suede with gunmetal-piped ornament on high or 
medium heel; a platform anklet sandal in black suede; 
and a sling pump in black suede with gunmetal piping, half- 
inch platform, in high or middle heel. 

Three favorites at another store include a black suede 
pump with lacy vamp; a baby doll pump with plain toe 
in black, navy, green or grey suede or black, brown or red 
calf; and a low cut baby doll pump with decorative stitch- 
ing completely around the shoe. 

Promotions at another store include a low heel pump 
with plain vamp, square-cut throat and very wide strap 
with large. showy button: a high heel pump with open toe 
and perforated vamp and shank; an anklet with cut-out 
shank, open toe and heel and criss-cross vamp straps; 
a medium heel pump with open toe and criss-cross straps. 

Loafers in Fall colors are very good, especially in black, 
brown and dark blue. One particularly good seller has a 
low cut side and a black vertical strap. These are especially 
good with the school and college girls. 


Man and Wife Buy Children’s Store 


ToLepo, O.—Mr. and Mrs. Theodore C. Powers have pur- 
chased Hauck’s Juvenile Bootery, 1844 West Bancroft 
Sireet, Toledo. The name will be continued. One of the old- 
est Toledo retail stores dealing exclusively in children’s 
shoes, the firm was founded by Charles F. Hauck and op- 
erated by him for many years until his recent death. His 
widow, Cecelia A. Hauck, had been operating the business 

Both Mr. and Mrs. Powers have had extensive experience 
in the retail shoe field. Mr. Powers has been in the busi- 
ness for 18 years, while Mrs. Powers has been in the chil- 
dren’s shoe department at Lasalle & Koch Co., local depart- 
ment store, for nine years. 








Named Manager of New Store 


Jackson, Miss—The new Franks Shoe Store opened 
its doors for business at 24 East Capitol Street. recently. 
Erskine S. Harrell, a native of Jackson, who has had more 
than 16 years’ experience in the retail shoe field. has been 
named manager. 
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Good Buying at Tanners’ 
Council Show 
[CONTINUED FROM PAGE 105] 


watch. They tell you what to antici- 
pate.” ; 

Using a chart to show seasonal shoe 
production over the years, Mr. Patter- 
son said, “The first thing which is im- 
portant and significant is that the sea- 
sonal pattern seems to be showing some 
improvement, with respect to the 
sharpness of the Fall peak. If it con- 
tinues, I think it will be the result of 
what the manufacturers themselves do 
about it, for retailers in all categories 
seems to be increasingly reluctant to 
assume inventory risks. The second 
striking thing is the close overall re- 
semblance in patterns which shows that 
shoe production really is seasonal.” 

He concluded by pointing out that 
the likelihood of violent business cycles 
such as those we have had in the past 
is remote in view of the government’s 
policy of “throwing its full influence on 
employment” and cited as an equally 
favorable factor the backlog of demand 
for durable capital goods which tends 
to create purchasing power. “We will 
not get seriously off the track,” he 
said, “if we continue to relate produc- 
tion to needs.” 


Aggressive Selling Needed 


“Aggressive selling, faith in the 
future, cooperation among tanners, 
manufacturers and retailers, and more 
and better public relations and adver- 
tising, these are the ingredients for 
prosperity,” Mr. Cohen told the manu- 
facturers in his speech. “There is no 
question in the field of distribution 
today which comes first, the chicken or 
the egg—selling or production,” he 
said. “We must sell an article before 
we can produce it, therefore, produc- 
tion depends on sales. Our entire 
economy depends on selling, since we 
cannot have buying power unless we 
have production.” 

“Selling is that great power that is 
responsible for success in any business, 
and it must be planned intelligently,” 
he emphasized. “To increase sales 
volume, you must stock basic staple 
types of shoes. You must watch your 
inventory on these types and size up 
once a week. Many lost sales are due 
to lack of sizes on these shoes. Put 
more effort on lines that bring the 
traffic. Best selling price lines should 
be stocked heavier and broader. Pro- 
motion of items weekly out of best 
selling lines, in addition to—not in- 
stead of. Hold meetings of your sales 
people and enthuse them about the 
shoes. Enthusiasm is the greatest 
asset in selling. I believe the shoe busi- 
ness will be good for those prepared 
to take advantage of the opportunities 
that lie ahead.” 
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GRINNELL SADDLES 





NO INVENTORY PROBLEM for DEALERS 


Here’s the sport shoe line that gives the dealer some needed 
relief from over-stocking, tied-up working capital and costly 
clearance sales. Grinnell Sport Welts are warehoused “in 
stock” and may be ordered out for same-day shipment as 


Grinnell Sport Welts have a 12 month market for campus, 
They retail at fast-selling $4.95, 
$5.95 and $6.95 prices. All models are durably built, easy 
fitting, and made with the Goodyear Welt Process. 
go through 10 with five widths. Quarter-linings and insoles 


Sizes 


Get the facts on how to enjoy protected volume profits with 
a frequently sized, hard working stock of Grinnell Sport 
Welts. Write for prices and samples today. 


(Srtnnel? SHOE COMPANY 


GRINNELL, IOWA 
MANUFACTURERS OF WOMEN'S AND GIRLS’ SPORT WELTS 








Shorter Skirts to Accent 
Spring Shoes 
[CONTINUED FROM PAGE 104] 


pale; a wide range of blues from a 
very dark and a brighter navy through 
a muted blue to pale pastels and 
aquas. Besides the pastels, Mrs. 
Rusling showed a new bright red, a 
bright green, two orange shades and a 
fuchsia. Gray, she noted, was not 
given nearly the importance of brown 
but new interest had been given grey 
fabrics by combining with a little pink, 


yellow and other colors. Smooth 
leathers, patent and suede were especi- 
ally emphasized for Spring shoes and 
black, navy and brown in the dark 
colors. High colors were also recom- 
mended for smart contrast with some 
of the pastel colors in clothes. 





New Business Chartered 


FLORENCE, S. C.—Singleton’s, Inc., 
of this city, has been chartered with 
capital stock of $30,000 to deal in men’s 
and boys’ clothing and shoes. Jack 
Wright is president. 
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Nerve time is cincl tine 





flex 


IN STOCK FOR IMMEDIATE DELIVERY 


Black Calf No. 403 
Medium Brown (553) Calf No. 404 
AAAA to C—3'2 to 10 he 


Retails $12.95 










General Sales Office: 47 West 34th St., New York 
GRAY BROS. SHOES, INC., SYRACUSE, WN. Y. 






61 EAST 





David's Shoe Store in Boston, reports that this window plus newspaper adver- 
tising resulted in doubling its sales of dance shoes. 


David’s Shoe Store, well known for 
many years as a family shoe store, 


Boston — David’s Shoe store, 775 
Dudley Street, Boston, recently con- 


TO MAKE FADED SOILED | 


SCUFFED SHOES 


LOOK NEW AGAIN 











ducted a store-wide promotion, featur- 
ing a complete line of dance footwear. 
Manny Fink, manager. said that “the 
success of this promotion more than 
met expectations. Up to that time, 
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has always done well with dance foot- 
wear, but the creation of an eye-catch- 
ing window display tied in with news- 
paper advertising created an unusual 
amount of interest.” 





NOW MORE THAN EVER 


iT'S A CINCH 
WITH CINCH! 
The Shoe Polish Of Satistaction 


The back to school parade has 
started . . . and millions of kids 
@re sprucing up their shoes after 
weeks of vacation scuffing. That 
means extra CINCH POLISH 
Sales, because parents have 
been taught to ask for CINCH by 
nome. Retailers the country over 
realize there is a place for 
CINCH Shoe Polish Selling in 
their stores. 

It's a cinch for you to sell 
CINCH. It's a cinch for your cus- 
tomers to use it. 


AVAILABLE IN MEDIUM BROWN, 
LIGHT BROWN, BLACK, WHITE, 
ARMY TAN, OXBLOOD, RED, 
GREEN, BLUE. 


SWANK SHOE DRESSINGS INC., 


11TH ST 


NEW YORK 3, N. Y 


A very few days after David’s pre- 
sented their interesting and well-bal- 
anced window, Mr. Fink reported a 
one hundred per cent increase in dance 
footwear sales, many new customers 
were attracted to the sture, and mail 
orders and phone requests resulted 
from tie-in advertising in the Boston 
newspapers. 


Annual Reports Cited in 


Publication Survey 


New YorkK—From the 4200 corpora- 
tion annual reports for 1948 submitted 
in the ninth annual survey conducted 
by Weston Smith of Financial World, 
eight shoe manufacturing and leather 
companies. have qualified for “Highest 
Merit Award” citations: Allied Kid Co., 
Edison Brothers Stores, General Shoe 
Corporation, International Shoe Co., 
G. R. Kinney Co., Melville Shoe Corpo- 
ration, Shoe Corporation of America 
and U. S. Leather Co. 

The stockholder reports of these com- 
panies have thus become candidates for 
the final judging, and one will be se- 
lected for a “Best of Industry” award 
and presented with a bronze “Oscar of 
Industry” at the Financial World an- 
nual report awards banquet on Oct. 31. 
A year ago the 1947 annual report of 
General Shoe Corporation won the 
trophy in this classification. 
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A HOLIDAY 





PACKAGED 
by ROCHESTER 


JHIS SMART PACKAGE HAS 
Salsa Uppeal 
AND WOMEN AND ISA 
Proven GIFT ITEM! 


TO BOTH MEN 


WALKER —Srock 

No. 50-—with spring 
heel. Sizes 1 to 6, narrow 
and wide, white, red, 
brown and smoked elk. 











ROCHESTER SHOE TREE CO. 


ROCHESTER 4,N. Y. 








William M. Hootkins who traveled 
Texas, Oklahoma, and Louisiana for 
the Freeman Shoe Corporation fer 25 
years, is now making his home at 569 
N. Rossmore. Los Angeles. 


* * * 


Joseph Lustig, Youngstown, Ohio, 
shoe merchant, celebrated his 90th 
birthday recently. He is believed to 
be the oldest merchant on Federal 
Street, having been in business about 
some 70 years. He is at the store every 
day. 

~ * x 


Max Cinnamon, who was part owner 
of Carmais Health Stores in Santa 
Monica and Hollywood, Calif., is now 
sole owner of the Hollywood store. He 
has changed the name to Grac-Mais 
Health Shoe Store and is carrying 
shoes for men, women and children. 

~ x * 

Everett P. Shouse is the new as- 
sistant manager of the shoe store of 
Neil White & Company at 1354 Fulton 
Street, Fresnc, Calif. His appointment 
was announced by Lioyd E. Baird, 
owner and manager of the company. 
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Licensed under 


About Shoe People 





Chester Clarke, assistant manager 
for the past nine months, has been pro- 
moted to the managership of the Hardy 
Shoe Store, Fort Wayne, Ind., succeed- 
ing Malcom Ownby, who has been pro- 
moted to the managership of the firm’s 
Louisville, Ky., store. Robert W. 
Smith has been made assistant mana- 
ger of the Fort Wayne store. 


* = * 


Bernard H. Liberi, well known in 
shoe manufacturing circles, has _ re- 
signed as manager of the Dover Shoe 
Co., Somersworth, N. H. Ii! health 
was given as the reason for his re- 
linquishing the post. 


* * * 


Norman Polanski, proprietor of a 
shoe store in Portsmouth, N. H., and 
Miss Marilyn Gelman were married re- 
cently in a double ring ceremony per- 
formed at Morton Plaza in Dorchester, 


Mass. 
cd *~ ~ 


Marcus Epstein, who was formerly 
connected with Mabley & Carew of 
Cincinnati, is now covering the West 
Coast for L. V. Marks & Son Co., Cin- 
cinnati. 






stay. Sizes 1 t06, nar- 
row and 
patent No. 2,385,743 brown and smok: 


Here's your TWO MONTHS to TWO YEARS line! 


HAND-LASTED 


MOCCASINS 


designed by Nature to 
encourage the normal 
growth of babies’ feet. 


When you stock the Buntees 
Walker and Hiker in your infants’ 
shoe department, you cover the im- 
portant 2 months to 2 years size 
group. You'll find Buntees nation- 
ally advertised in Parents’ maga- 
zine. Further information may be 
obtained from 


R. J. POTVIN SHOE CO. 


Compelio Station 
BROCKTON 26, MASSACHUSETTS 


Potents pending 






wide, white, red, 
elk. 


Phil G. Nussbaumer, former mana- 
ger of the Book Shoe Store in Tarentum, 
Pa., has purchased the Crowley Shoe 
Store at 817 Wood Street, Wilkinsburg, 
Pa., and has renamed it Grahm’s Shoe 
Store. 

* cal = 

Raymond E. Pecot, manager of Leon’s 
Slipper Shop of Austin, Tex., has been 
elected a member of the newly-reorgan- 
ized Austin Club, civic and social or- 
ganization for Texas businessmen. The 
old Austin Club was discontinued dur- 
ing the war. 

a * + 

G. A. Hilburn has been appointed 
manager of the Belk-Matthews shoe 
department at Macon, Ga. He has 
been with Belk’s for four years. 

« oe ad 

Benjamin Melamed, manager of the 
Thom McAn Shoe Store at 54 Court 
Street, Binghamton, N. Y., has been 
awarded a service pin in recognition of 
15 conseutive years of service with 
the Melville Shoe Corporation. 

a * - 

William Sallows, a salesman in the 
women’s shoe department at the J. L. 
Hudson Company, Detroit, has been 
promoted to assistant buyer. 
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Chititias Baby Tab. 


2 novelty infant’s slippers sure 
to promote sales. 


In dainty combinations of 
Pastel Blae—Pastel Pink and 
Red Felt 


soles. 


with soft leather 








ARLI 


GTON 


1355: Sizes % (no heel) } 
$1.20 

1455: Sizes 5/12 (with heel) 
$1.30 


COUNTER DISPLAYS 
MAT SERVICE 
1356: Sizes % (no heel) 
$1.20 
1456: Sizes 5/12 (with heel) 
$1.30 


TERMS: 2%—10 E.O.M. 


A.G.BEHN Séoc Zo. =f 
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Device to Emboss 
Shoes in Gold 


FLORENCE, MASS.—A new gold em- 
bosser of interest to retailers is being 
introduced by Vansatt, Inc., here. 

College town shoe stores are said to 
have been using it successfully on ini- 
tialing loafers and slippers. In some 
places this has caught on in high 
schools and local merchants report a 
good business in embossing new and 
old shoes alike, the company says. Mer- 
chants offer to imprint shoes that have 
been bought elsewhere free of charge, 
thus building up good will and increas- 
ing traffic. 

It is claimed to be the only gold em- 
bossing machine on the market that 
keeps all type at correct embossing heat 
and all the operator need do is select 
the initials and emboss. Complete em- 
bossing outfit is in an attractive counter 
case, slightly larger than a cigaret car- 
ton, and uses no more electricity than a 
single light bulb. Retail salesmen be- 
come expert embossers in 5 minutes. 
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What’s New 





New Twine-Ribbon Dispenser 
Being Marketed 


San FrRancisco—Under the trade 
name “Swif-Ty,” a San Francisco com- 
pany is marketing a new twine-ribbon 





Held ix place by suction cups or can be 
screwed fo counter. 


dispenser which, it is claimed, effects 
substantial savings in tie-up time and 
effort, reduces material waste and 
guards fingers from painful cuts and 
string burns, and is adjustable to all 
the most commonly used twine and rib- 
bon spools. 


Included among its features are said 
to be a tension brake that automati- 
cally “sets” the cordage for cutting 
when operator sweeps twine upward in 
a natural pre-cutting motion, thereby 
eliminating footage waste; and a crab- 
claw cutter guard that prevents finger 
contact with razor cutting edge. The 
dispenser comes equipped with four 
non-slip suction cup legs for anchor- 
ing to counter or wrapping table. If 
desired, screws may be used for “fixed” 
installations. It is reasonably priced. 





Golf Spike With New 
Fastening Feature 


PEARL RIVER, N. Y.—Banford Enter- 
prises of Pearl River, have applied for 
patents on a new type golf spike named 
the Langer Spike. The inventors claim 
that its difference from other spikes 
lies in the fact that there are no prongs 
on either section. It has been tried 
out in golf pros’ shoes for several weeks, 
they claim, and has been given the most 
rigid tests possible on concrete and 
asphalt as well as on ordinary turf 
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MOST COMPLETE 
AIDS 


WoORLD’S 
LINES OF DISPLAY 


@ Shoe Stands, groups and ele- 
vations in metal and plastics. 


@ Displayers, Stools and Mirrors. 


@ Hosiery Forms in plastic. 10 
sizes from full length to kids. 


WRITE FOR CATALOGS 


L. A. DARLING CO. 


BRONSON, MICHIGAN 





















New Action Display— 
Way to Boost 


<ea ‘Roto: Sho 


Modern Shoe Displays Need Lighted Motion 


Model "712" 


ELECTRIC TURNTABLES 


MODEL "712" ROTO-SHO'S two- 
way, built-in electric outlet per- 
mits novel, self-contained lighting 
effects by means of sliding contacts 


© Lights turn with table . as well as operation of elec- 
© 18"" Turntable revolves 3 trical devices while table revolves. 
times a minute Build-up Fixtures available too! 


Write TODAY for full information, 
and complete new ROTO-PROD- 
UCTS catalog. 


GENERAL DIE AND STAMPING CO., 262-L Mott St., New York 12 








during which the spike did not scuff 
or tear out. 
The spike itself does not have a 


r 





iz 


Spike is held in place by high-tension 
spring coil. 


spiral thread but concentric grooves 
that are held on the sole by a high 
tension steel coil. The spike can be 
inserted by hand and can be removed 
by direct outward pull with pliers. It 
is case hardened and chromium plated. 





Fabric Can Be Identified 
By Use of X-Ray Machine 


Troy, N. Y.—The processing of “Nor- 
zon,” the suede-like fabric used mostly 
in women’s shoes, so that its genuine- 
ness may be tested by X-Ray machines 
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used in fitting, has been announced by 
Howard G. Seaman, general manager 
of the Behr-Manning Corporation, man- 
ufacturers of the fabric here. 

“To detect commercial pirating,” Mr. 
Seaman said, “Behr-Manning has 
adopted a system which consists of 
printing the reverse side of the fabric 
with a pigmentized ink that is sensi- 
tized by X-Ray. This permits the brand 
name of the fabric to become visible 
through the face of the material after 
it has been made up into shoes. The 
recommended method of looking for the 
Norzon trademark is to hold a shoe in 
hand under the X-Ray machine. By 
turning the shoe on its side, the fabric 
may be viewed without the obstruction 
of any synthetic material such as is 
used in the construction of certain types 
of soles which do not permit the pas- 
sage of the rays. The Norzon trade- 
mark will show up clearly.” 

The idea originated with W. C. Dear- 
ing, director of the Behr-Manning re- 
search and development department. 





New Industrial Sole 


Developed by Gro-Cord 


Lima, OH1I0—The Gro-Cord Rubber 
Company, of Lima, announces its new 
Neo-Cork sole. 

Neo-Cork is the successful combining 


of DuPont Neoprene and cork, creating 
an industrial sole that is said to be oil 
resistant, shock-absorbent, slip-resis- 





Gro-Cord industrial sole is combination 
of Neoprene and cork. 


tant, and to insulate the feet against 
heat and cold. 

Neo-Cork soles are available in either 
brown or black. 


Store Has New Owner 

Derroir—Howard C. Heikka and 
Sylvia V. Heikka have taken over the 
C and D Shoe Store at 12751 Woodrow 
Wilson Avenue, in which Mr. Heikka 
was formerly a partner with Paul R. 
Colbert. The Woodrow Wilson store 
will be operated hereafter as the How- 
ard Shoe Store. 
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UNITED 
COMBINATION 


BY FILS 


give you these 8 
Shoemaking Advantages! 


Acts as filler through shank area 

Provides firm, broad base for outsole leveling 

Gives fuliness and character to finished bottom 

Makes possible accurate, quick insertion 

Provides positive locating of steel or wood shank piece 
Maintains uniformity with every pair 

With long heel style, affords tighter joints at heel breast 
Leaves insoles free from prong or tack point penetration 


+ + + + + + + 


FOR the maker of welt shoes . . . United 
suggests Combination shanks, finest for this 
type of footwear because they impart so many 
extras in addition to reliable support. Precision 
fitting, characteristic of all United shanks, is found in both the 
cover and the steel (or wood). 


For greatly improved shoemaking, try United Combination Shanks. 
Ask your United man about a 
shoemaking trial with a Com- 


bination shank individually United Shoe Machinery Cor poration 


suited to your shoemaking. BOSTON, MASSACHUSETTS 
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Stores Operating Under “Friendly” Plan 





This store, the largest single complete unit under the Friendly 


Store Plan of Gen- 


eral Shoe Corporation, was opened on the 25th anniversary of the founding of the 
corporation. 


NASHVILLE, TENN.—An instantaneous 
response to the “Friendly” Store Plan, 
accompanied by scores of applications 
direct from the retail shoe trade as well 
as those submitted by salesmen of the 
ten divisions of General Shoe Corpora- 
tion, has been announced by Henry 
Boyd, president of the corporation, at 
central offices here in Nashville. An- 
nouncement of the plan, under the 
management of the “Friendly” Store 
Plan Division of the corporation, was 
made earlier in the Summer. Since that 
time, according to Tom Fuqua, general 
manager of the new division, 24 shoe 
stores and departments have been 
signed for operation, all using brands 
of men’s, women’s and children’s shoes 
exclusively from General Shoe. 

GSC officials pointed out that, while 
the new division is of course actively 
promoting the establishment of com- 
plete family shoe stores, any shoe store 
or department using General Shoe 
brands exclusively, whether retailing 
footwear for the entire family or in 
men’s, women’s or juvenile stores or 
departments, can qualify. 

The first unit to be overated under 
the plan was the suburban family shoe 
store of Harris & Horne, opened in 
Charlotte, N. C., less than three weeks 
after announcement of the new division. 
This store, owned by George L. Harris 
and Clarence E. Horne, is a complete 
family unit, featuring nine General 
Shoe Corporation brands of men’s, 
women’s and children’s shoes. 
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On August 5, the 25th anniversary 
of the founding of the corporation, the 
largest single complete family unit 
under the Friendly Store Plan, was 
opened in downtown Amarillo, Texas. 
The store, Jones’ “Friendly” Shoes, is 
owned by R. W. Jones, a sales represen- 
tative in the Southwest for the Rich- 
land-Davidson division of the corpora- 
tion for the last 15 years. 

Scheduled for opening immediately 
following Labor Day in Blytheville, 
Arkansas, was Barney’s “Friendly” 
Shoes, another complete family unit. 
Other units now in operation under the 
new plan are located in widespread sec- 
tions of the country, extending from 
Sacramento, California, to San An- 
tonio, Texas, and including stores and 
departments in North Carolina, Ten- 
nessee, Kentucky, Missouri, Georgia, 
New Mexico and Arizona. 

The “Friendly” Store Plan was de- 
scribed in a statement by Maxey Jar- 
man, GSC board chairman, as “the most 
practical solution to the major prob- 
lems of the average retailer.” 

Under the “Friendly” Store Plan op- 
eration, the retail operator is furnished 
with a complete and simplified system 
of bookkeeping and stock control, with 
special service of the accounting, ad- 
vertising and promotional departments 
of General Shoe, architectural advice 
on new store installations and re- 
modelling, and monthly counsel on the 
store or department operation. 


Prices Reduced by 
Casuals, Inc. 


Los ANGELES—Casuals, Inc., of Luvs 
Angeles, originators of men’s quality 
platform shoes, have announced a re- 
grouping and re-pricing of most of their 
hne. 

“The majority of our patterns are 
reduced 50 cents or 60 cents a pair,” 
said Mel Kaufmann, president, “in 
order to enable our retailers to sell 
profitably most of our shoes for $1.00 
a pair less than formerly. Many of our 
shoes will now retail for $10.95 and 
$11.95 a pair.” Quality, he said, has 
not been lowered. 





Chady to Direct Sales of 
Yorktown Shoes 


GARDINER, Me.—The appointment of 
Grover M. Chady as sales manager of 
the Yorktown division has been an- 
nounced by Keith Hemenway, general 
sales manager of the Gardiner Shoe Co., 
Inc. 





GROVER M. CHADY 


Mr. Chady is a graduate of New York 
University, and in 1933 joined the mer- 
chandising division of General Shoe 
Corporation. Since 1941 he has been as- 
sociated with the Marion Shoe division 
of Daly Bros. Shoe Co. as merchandise 
manager and sales manager. 

The Gardiner Shoe Co. has already 
presented its regular semi-annual cata- 
log of Yorktown shoes for men to the 
trade, showing 56 styles in stock in the 
$7.95 to $9.95 retail price field. 

Plans call for additional sale terri- 
tories to complete nationwide distribu- 
tion. 
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Manufacturers Attend Spring Showing 





Boston—Attendance was good at the showing of advance styles for next Spring, 
held here recently, and presided over by Miss Rhea Nichols of the Allied Kid 
Company. As at her St. Louis and New York presentations, Miss Nichols used 
pullovers to illustrate her points. Left to right: George E. Keith, Keith, Keith & 
McCain; Don Milano, Laird, Schober & Co.; Tony Ryan, Kleven Shoe Co.; Peter 
Kantor, Dainty Maid Shoe Co.; Sidney Spiegel, Mutual Shoe Co.; and Miss Nichols. 





New General Manager Named; 
Factory Operations Moved 


St. Lovis—An announcement of the 
Tower Grove Shoe Co. reveals the nam- 
ing of a new general manager, A. H. 
Bremehr, and the expansion of its pro- 
duction facilities in a new and larger 
plant at 1515 North 25th Street, here. 
The new quarters contain approximate- 
ly 15,000 square feet of floor space and 
will provide an initial production ca- 
pacity of about 1000 pairs a day. 

The company manufactures the 
“TeeGeez” line of women’s casuals, 
10/8 to 17/8 heel heights, retailing 
from $7.95 to $10.95. 

New and original creations in the 
TeeGeez line will be shown at the Chi- 
cago Shoe Fair, it is said. Sales pro- 
motion and styling of the line will be 
under the direction of Mr. Bremehr, 
who joined Tower Grove last year, com- 
ing to the firm from the Tobo Shoe Co., 
with which he was associated for sev- 
eral years. 

Mr. Bremehr has been engaged in the 
sales promotion, advertising and admin- 
istrative ends of manufacturing for a 
number of years. 





John R. Evans Appoints 
Promotion Agency 


CAMDEN, N. J.—Jobn R. Evans & Co., 
kidskin manufacturers, have appointed 
Harriett Couplin Porteous Associates 
as their publicity and promotion 
agency. Simultaneously it was an- 
nounced that the company will expand 
its promotion activities in the field of 
high fashion shoes for daytime wear. 

Porteous Associates have also been 
designated color consultants and fashion 
advisers for the leather firm and will, 
in cooperation with R. D. Northrop 
Co., the firm’s advertising agency, 
formulate a fashion merchandising 
sales program designed to help the 
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manufacturer and the retailer in their 
presentation of kidskin shoes to the con- 
sumer. Mrs. Porteous will work with 
manufacturers of accessories as well as 
with retailers. 


Otto Jones Joins Staff 
Of L. V. Marks 


CINCINNATI — The appointment of 
Otto A. Jones to the sales and service 
staff has just been announced by The 
L. V. Marks & Sons Co., Cincinnati. 
This appointment is in connection with 
the firm’s plans for an expanded service 
program on Aerotized Walkmaster shoes 
for women. 








OTTO A. JONES 


Mr. Jones has had wide experience in 
department store buying and in retail- 
ing. At one time he operated an exclu- 
sive orthopedic shoe store in the Chicago 
Loop. 

During the last 17 years, he has trav- 
eled extensively in Michigan, Illinois, 
Indiana and Wisconsin, and will cover 
the same territory with Aerotized 
Walkmaster shoes, with the exception 
of some accounts in this area which 
will be handled by Kirt Klopp. 


Irving Chait is Named 
Wohl Representative 


St. Louis—The appointment of Irv- 
ing Chait as sales representative for 
Wohl Shoe Company in SoutHern Cal- 
ifornia has been announced by Milton 
Frank, the St. Louis firm’s executive 
vice-president. 

Mr. Chait is the son of Harry Chait, 
former Los Angeles manufacturer of 
women’s casuals. He was sales man- 
ager of his father’s company, Beverly 
Shoe Co., before joining the Wohl or- 
ganization. Born in New York, he was 
educated in Los Angeles and at the 
University of Southern California. He 
is a Navy veteran. 





IRVING CHAIT 


Virgil Casey, who had been Wohl 
Shoe Company’s representative in the 
Southern California territory since last 
year, has transferred his headquarters 
to San Francisco and taken over the 
Northern California area. 





To Make Brogue-Type Shoes 
With Platform Soles 


CHIcAGo—The Cole-Haan division of 
the J. P. Smith Shoe Company is going 
into production on a men’s brogue-type 
shoe built on a platform. Both straight 
and wing tip patterns with extension 
soles and stitching, cut in both calf and 
suede will be adapted in this new 
design. 

The custom idea will be carried out 
by the use of one piece of Jeather for the 
upper, with tips, foxings and stays 
overlaid to avoid seams and linings. 

The decision to go into production on 
the platform was based, the company 
says, on the requests from the many 
men who have had these shoes custom 
made by J. P. Smith. 





Hillsberg with Parkhill Shoes 


FircHBuRG, Mass.— Abe Hillsberg, 
formerly with Melrose Slipper Com- 
pany, is now associated with Parkhill 
Shoes, a division of Comfort Slipper 
Corporation, in a sales capacity. 
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Men's Steel Toe Safety Shoes 
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Paul S. Jones to Serve as 
Commonwealth Treasurer 


WHITMAN, Mass.—Paul S. Jones, for 
some time chairman of the board of 
Commonwealth Shoe and Leather Com- 
pany, of Whitman, has added to those 
duties that of treasurer of the company. 
As treasurer he succeeds the late Har- 
old S. Wonson. 


Appointed Sales Manager 


TORONTO, ONT.—Ed. J. Johnson has 
been appointed sales manager for Wil- 
liams Shoes, Ltd., Brampton, Ont., and 
will look after this company’s sales in 
conjunction with the sales of Gravlin- 
Bale, Ltd., of Campbellford, N. B. 
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Francis K. Keirnan Named 
New Brezner Tanner 


BostonN—N. Brezner & Company, 
Inc., of Boston, have announced the 
appointment of Francis K. Keirnan as 
tanner with their affiliated corpora- 
tion, Brezner Tanning Corporation. 





FRANCIS K. KEIRNAN 


Mr. Keirnan will make his headquar- 
ters at Penacook, N. H., where he will 
head up a long-term program of de- 
veloping new Brezner leathers and 
will have charge of quality control of 
the entire Brezner leather production. 

Mr. Keirnan’s appointment was an- 
nounced Sept. 6 at a special dinner in 
the Waldorf-Astoria Hotel, New York, 
attended by Mr. Keirnan, the Brezner 
executive staff, and also by Brezner do- 
mestic and foreign agents. 

Mr. Keirnan brings to the Brezner 
organization more than thirty years of 
leather production and tanning experi- 
ence with prominent American tan- 
neries, including Griess-Pfleger, Keir- 
nan-Forsyth, A. F. Gallun, and A. C. 
Lawrence Leather Company. 

A graduate of Sheffield Scientific 
School of Yale University with degrees 
also from the Harvard Business School 
and Northwestern University School 
of Business, Mr. Keirnan is widely 
recognized as an authority on the tan- 
ning of fine leathers. He originated 
Keirnan-Forsyth kips, which are said 
to embody the first revolutionary im- 
provement in dress side leathers. 





Promoted by Credit Agency 


Boston—Fred L. Bauer has been 
elected vice-president of The Shoe & 
Leather Mercantile Agency, Inc. Mr. 
Bauer first joined the corporation at 
Boston, Mass., in 1938. He then served 
as an executive in the Chicago terri- 
tory. In 1940 he was appointed resi- 
dent manager of the New York office 
which will continue to be his headquar- 
ters. 
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MEN'S & BOYS' 
KID ROMEOS 


$2.50 


IN-STOCK 






HEAVY 
LEATHER 
SOLES 
700 Men's Tan Kid Romeo— 
Drill Lining $2.50 
710 Men's Tan Kid Romeo— 
Leather Quarter Lining $2.70 . 
711 Same in Black Kid $2.70 
790 Men's Tan Kid Romeo— 
Full Leather Lined $2.95 
791 Same in Black Kid $2.95 
410 Boy's Tan Kid Romeo— 
Leather Quarter Lining $2.50 


36 or 18 Pairs to Case 
Sizes: Men's 6/11 7/12 Boys 2/6 
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Combination 
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and Sponge 
Rubber with 
Beautiful Colored 
Plastic Handles 


Packed | Doz. 
Assorted Colors 
In Display Carton 


Price—$1.75 doz.—$19.20 gross 
ORDER THRU JOBBER OR DIRECT FROM 


' $&M CHEMICAL CO. 
2611 Se. Indiana Ave., Chicago 16, Ml. 
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RETAILERS Ahead! 


for quick help from the only book of 
its kind; encyclopedia of practicable, 
workable ideas for the experienced 


merchant. No theories—all tried, 
true . . . NOT just another shoe book, 
but offers in addition to 138 specific 
shoe promotions, the best ideas from 
thy entire retailing field for instant 
adaptation to his particular require- 
ments. 

Foreword by PAUL H. NYSTROM., 
Professor of Marketing, School of 
Business, Columbia University. 
Please remit with order. 


FAx8 3.50 40 Chpts. 


306 Pages Postpaid 


BOOT AND SHOE RECORDER 


100 E. 42nd St., New York 17, W. Y. 
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Making It Easy to Pick Right Work Shoe 





J. E. Dickinson, vice-president of Albert H. Weinbrenner Co., presenting the new 
Work Shoe catalog to S$. A. Rudnick, while Henry G. Smith, assistant sales man- 
ager lleft} and Luther Kidder, N. Y. sales representative (right) both of the 


Weinbrenner Company, look on. 


MILWAUKEE—The Albert H. Wein- 
brenner Co., makers of Thorogood work 
shoes, children’s shoes and Bondshire 
dress shoes for men, has announced the 
distribution of its 1950 Thorogood work 
shoe catalog to all franchised dealers. 

The catalog, referred to as the 
“Thorogood 1950 Combined Catalog and 
Counter Clerk,” is uniquely planned and 
organized as a direct development of the 
Thorogood theme of “job-fitting.” In- 
stead of falling into the shoes-and- 
boots categories, the entire line is 
broken down, indexed, and illustrated 
according to occupational classifica- 
tions. Within each classification are 
shown the group of Thorogood shoes 
that have design and construction fea- 
tures making them particularly desir- 
able to men who follow the indicated 
occupation. 

The dealer is able, therefore, to make 
specific recommendations to his cus- 
tomer on an authoritative rather than 


a hit-and-miss basis and, in so doing, 
he is carrying out the function of “job- 
fitting” as well as his normal respon- 
sibility of foot-fitting. This breakdown 
by occupations has been made as com- 
plete as U. S. Census survey figures can 
make it. 

The catalog is being supplied to 
Therogood dealers as an integral part 
of a joint display unit and reading rack, 
on which the catalog is placed and to 
which it is attached. The entire unit is 
low enough for top-of-counter use, yet 
large and colorful enough to attract 
attention. 

The catalog idea was originally con- 
ceived by S. A. Rudnick of Albany, 
N. Y., considered to be one of the larg- 
est work shoe retailers in the United 
States. Officials of the company worked 
with Mr. Rudnick on the idea, and fur- 
ther developed and expanded it into 
its present form. 





Spalsbury, Steis Shoe Co. 
Adopts Brand Name 


St. Lours—Dick Phipps, sales man- 
ager of the Spalsbury, Steis Shoe Co., 
has announced that the firm’s line of 
cement construction shoes will be known 
as “Upstarts by Spalsbury.” The line, 
retailing at $6.95 and $7.95, has been 
in production since the first of the year 
but had not been branded. 

An addition to the factory at Fred- 
ericktown, Mo., will bring total produc- 
tion facilities to about 6200 pairs a day. 
Maximum production, including the 
company’s welt line of College Hill 
shoes, had been about 4000 pairs daily. 

The two-story addition to the factory, 
going up adjacent to the present two- 
story structure, will provide about 10,- 
000 additinonal square feet of floor 
space, and permit the use of the entire 
first floor area for the production of 
the cement line. 


Will Attend Shoe Shows in 
Paris and London 


LYNNFIELD, Mass.—John E. Harriss 
of Lynnfield, left for Europe on Au- 
gust 26 in behalf of his International 
Advisory Service. The Footwear Ex- 
position in Paris, which opens on Sep- 
tember 20, as well as the “Fashions in 
Footwear” exhibit in London on Octo- 
ber 10, will furnish the high spots of 
Mr. Harriss’ visit. In addition to Brit- 
ain and France, he will also visit Ger- 
many, Switzerland and Ireland, return- 
ing to the States some time in No- 
vember. 


—___— 


Wholesaler Moves 


NEw YorK—Manhattan Shoe Sales 
Co., formerly located at 56 Walker 
Street, are moving to new and larger 
quarters at 64 Lispenard Street, near 
Broadway. 
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Scholl Executive Makes 
World Trip by Air 





Chicago.—Frank J. Scholl, vice-presi- 
dent of The Scholl Manufacturing Com- 
pany, Inc., brought world-wide expan- 
sion plans of the Dr. Scholl organization 
to the four corners of the globe in an 
August trip by air. Among world cen- 
ters visited by Mr. Scholl were Rio de 
Janeiro, Buenos Aires, Johannesburg, 
tat Paris, Stockhoim, Frankfort and 

ome. 





Storm Traveling Michigan 
For Julian & Kokenge 


CoLuMBUS, O.—The Julian & Kokenge 
Company announces that “Jack” R. 
Storm will succeed the late H. R. “Doc” 
Harner in the state of Michigan with 
Foot Saver shoes. Mr. Storm joined 
J & K in the Fali of 1948 after eight 
years of retail experience and nine years 
on the road. He will also cover other 
key cities with Foot Saver shoes. 

Temporarily, William G. Monsees of 
the J & K New York office will take 
over the New England states in addi- 
tion to his present accounts in New 
York, Philadelphia, Washington and 
Baltimore. 





St. Louis Branch Opened by 
La Crosse Rubber 


St. Louis—St. Louis area retailers 
are now being served direct on rubber 
and canvas footwear from the new 
LaCrosse Rubber Mills Company 
branch in this city, vpened September 
1. C. H. Walker is in charge of the 
St. Louis sales office and warehouse at 
1317 Washington Avenue. 





To Distribute Huskies 


HONESDALE, Pa.— William Manowitz, 
president of Hussco Shoe Company, 
has named the Alexander Rubber Com- 
pany of 13-15 North Fourth Street, 
Philadelphia, as the newest of this 
company’s line-up of distributors. The 
Philadelphia company will have exclu- 
sive distribution rights to the “Huskies” 
line of moccasins in Eastern Pennsyl- 
vania, New Jersey and Delaware. 
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CANCELLATION STORES 


Select your needs from 
Largest Quality Shoe Stocks at 
REAL LOW PRICES. 

BARIS SHOE CO., Inc. 

79-81 Reade St., WY. — WOrth 2-5180-1 

Semple Office: Heas Bidg., Los Angeles, Cal. 





America's 











Er Te 


WOMEN'S SLIPPERS 


Fe OF 





SOLID VALUE! 





Colors: Wine, bt 
4 ne, jue, 
brown, gray. No. 420L 


Sizes: 
4-9 (full sizes only). 





ORDER NOW—IMMEDIATE DELIVERY 


GLOBE SLIPPER CO. 
1140 Broadway New York 1, N. Y. 
Write for FREE copy of Fall catalog. 
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MEN'S SHOES 
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Always complete stocks of famous name 
quality footwear at lowest prices. Known 
from coast-to-coast as headquarters for 


cancellations, close-outs, jobs from 
America's leading factories. 
WRITE TODAY! WE 


CAN FILL YOUR NEEDS! 


MOSINGER-COHN 


1235 Washington Ave. St. Levis, Mo. 
“Over A° Quarter Century” Fine Footweer 
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SHOE ORNAMENTS 
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RHINESTONE CREATIONS ARE NOW MANU- 
FACTURING THE LATEST STYLE CUT STEEL 
BEADED SIDE ORNAMENTS IN ADDITION 
TO THEIR RHINESTONE LINE. 
* SAMPLES GCLADLY SUBMITTED * 
LOWEST PRICES 


RHINESTONE CREATIONS 
751 NORTH 39TH STREET 
PHILADELPHIA 4, PA. 
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CHAIRS AND STOOLS 








Perm 





Exclusive distributor of the popular ART 
CHROME Steel Furniture for the Shoe 
Trade. Samples can be seen in our dis- 
play room or write for illustrated fol 
and prices. 

LYONS & COMPANY 
120 DUANE STREST NEW YORE 7, N. Y. 
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PRICE TICKETS 


AP ee er eet 











PRICE TICKETS bring sales! 


Many Colors—10@9 prices to cheose from 
WRITE FOR FREE SAMPLES 
MERCHANT'S SERVICE DEPT. C 


BOOT AND SHOE RECORDER 


209 So. STATE ST. CHICAGO 4 
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High School Fashion Council 
At Sandler Showing 


BostoN—Sandler of Boston recently 
held a special showing in their display 
room for the Jordan Marsh High 
School Fashion Council. Miss Nancy 


Clarke, “Marsha Jordan of 1949,” was 
guest of honor. 


Council members discuss Fall styles with 
Jack Sandler. 


Council members, accompanied by 
Miss Edna Somers, Jordan fashion di- 
rector, and Miss Marge Magneson, chil- 
dren’s and teen agers’ shoe buyer, were 
welcomed by Jack Sandler who con- 
ducted them on a tour of the plant. The 
group was then given a presentation of 
the Sandler line for Fall, during which 
the styles to be featured in the Marsha 
Jordan Shop for the current season 
were chosen by the girls. 

The various shoe groups were pre- 
sented by William Giddon, vice-presi- 
dent of Sandler’s, who stated that par- 
ticular emphasis was being placed upon 
the casual shoe this Fall in view of the 
general fashion trend toward tweeds, 
camel’s hair, and the definitely tailored 
manner in all types of clothes. 

The styles selected by the council rep- 
resented a complete shoe wardrobe for 
back to school, and were chosen to cover 
active sports, casual, and dress occa- 
sions. Other members of the council 
present besides Miss Clarke were Mar- 
tha Kenney, Joan Barry, Mary Black- 
ham, Sheila McGrath, Shirley Small, 
Barbara Burns, Sandra Rodman, and 
Nancy Bean. 


Belleville Promotes 
Boys’ Lines 

BELLEVILLE, ILL.—Belleville Shoe 
Mfg. Co. has issued an interesting new 
Fall and Winter catalog on its in-stock 
lines of boys’ shoes. The assortment in- 
cludes 16 oxford, shoe and boot styles 
in three size runs and represents the 
most complete in-stock selection in 45 
years of Belleville shoes. Every type of 
pattern is represented. The catalog was 
mailed late last month to over 1500 
Belleville accounts. 


Kessler Joins Staff of 
Ted Saval 


Los ANGELES— Alex Kessler, or- 
ganizer of the Premier Shoe Company 
of Brooklyn, has joined the staff of 
Ted Saval, prominent California style 
house, as quality man and superinten- 
dent in conjunction with the develop- 
ment of a new Saval line of high styled, 
conventionally lasted shoes. 

Active for many years in the Eastern 
shoe market, Mr. Kessler was super- 
intendent of the A. S. Beck factories 
in New England for twelve years and 
was quality man with Schwartz and 
Benjamin in New York, for eight years. 
More recently, he was a partner with 
Ben Schwartz in the Frosh Shoe Com- 
pany, Lynn, Mass. 





Ault to Cover New England 


For Viner Bros. 


BaNncor, Me.—W. H. Kjelgaard, sales 
manager of Viner Bros., Inc., Bangor 
shoe manufacturers, has extended to 
all New England the territory to be 
covered by John L. Ault, who formerly 
covered Maine, New Hampshire and 
Vermont. 





JOHN L. AULT 


Before joining the company’s staff 
of salesmen, Mr. Ault had experience 
in the retail field in Maine. 

He is the son of the late Charles Ault, 
well-known New England shoe manu- 
facturer. 


New Style Service Organized 

St. Lourts—The husband-wife team 
of John-Mira Stiebel, both shoe stylists, 
and formerly engaged in shoe manu- 
facturing, has launched a new style 
and merchandising service for shoe 
manufacturers. In brief, their opera- 
tion for clients will include meeting 
with a manufacturer’s style, merchan- 
dise or sales director or all three to 
balance a full line in blank—the cur- 
rent style trend, lasts, last inventory, 
and old equipment to be primary fac- 
tors in the development of the blank 
line; and to create original designs for 
submittal to clients. 
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*U make more profits 
--#® JUSTIN BOTS 


- the bects mest 
folks = 


. . attract the 
kind of customers whe will 


fay to get what they want. 

Make mere sales with 

Justins, favorites since 1879. 
Write for Catalog of 
styles in stock. 


H. J. Justin & Sons, Inc. 
Bex 548-K, Fort Worth 1, Texas 



















MAJORETTE BOOTS 

° TEATHER UPPERS 

© LEATHER SOLES $475 

© SILK TASSELS 

© STITCH DOWN ime ae 

aaa Send for 

@ SIZES 4-9 Cudegue 
IMMEDIATE 
DELIVERY 


No. 3880 


ARNOFF SHOE CO.,INC., 101 Duane St.,N.Y.C 





New Representative Named 
By Roger Kent Company 


St. Louts—The Western Decorating 
Company, 6904 S. Broadway, Los An- 
geles, has been appointed a jobber-rep- 
resentative for the Roger Kent Com- 
pany of this city, manufacturers of 
plastic display fixtures and store equip- 
ment. 

Western Decorating will travel seven 
salesmen, offering thorough coverage in 
Arizona, Nevada and portions of Cali- 
fornia. This firm, established over 25 
years ago, also maintains a showroom 
staffed by capable personnel. 


Karten with Foot Delight 


BEVERLY, Mass.—The appointment of 
Irving Karten as sales manager of the 
Eastern territory of Foot Delight Shoe 
Co., was announced recently. Mr. Karten 
was formerly Eastern representative 
for the Valley Shoe Co. 
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New Wholesale Firm 
Opens in St. Louis 


St. Louis—An unusual type of shoe 
operation was launched in St. Louis 
recently with the opening of Chez Veon 
in downtown St. Louis by William W. 
Van Cleave and Guy Runnion. Both a 





William W. Van Cleave (left) and part- 
ner, Guy Runnion. 


wholesale and retail operation, Chez 
Veon will feature women’s high style 
shoes in hard-to-fit sizes at both ex- 
tremes of the size ladder. Large sizes 
in stock range from 8% to 12, AAAAA 
to C and small sizes 2% to 4, A and B, 
in three styles, all of which, they say, 
will be shipped to retailers on the same 
day that the order is received. 

The retail operation, which will serve 
as a pilot operation, is adjacent to 
their in-stock department on the second 
floor of the 10th and Olive Building 
here. While the retail branch has just 
been established, the wholesale depart- 
ment is a continuation of the Jayselle 
Shoe Co., a wholesale firm organized 
about a year ago, and purchased by 
Mr. Van Cleave and Mr. Runnion. 

Mr. Van Cleave formerly worked in 
the merchandise department of Roberts, 
Johnson and Rand, division of Inter- 
national Shoe Co., and Mr. Runnion 
was the founder and former president 
of radio station KXLW here. 





Feels That Conditions in 
Industry Are Sound 


Cuicaco—H. C. Marxmiller, well 
known factory representative covering 
the Midwest and East for Sbicca of 
California, reported here recentlv that 
“while general conditions are off from 
last year’s high mark they appear to 
be back to a norm. with the result 
that no one goes barefoot. and we find 
a verv nice acceptance for our line. 
Buying is selective, inventories appear 
to be well controlled and I feel that we 
have a sounder basis for the future 
than before.” 





Leather Company 
Pays Dividend 


Grrarpd. OHTIO—Ohio Leather Co. re- 
cently voted a 50 cent a share dividend 
on common stock, which was payable 
Sevtember 1. 
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Top Grade Leather Uppers. Flexible Oak 
Leather Soles. Brown, Red, Wine, Blue— 
Full Sizes 5-3. 


* Selling territories still available 


Write for samples and new Fail catalog 
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BROOKLYN 11, N.Y. 
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SHOWER SANDALS 





Reece “Perfect Rocker” wooden soles 
available with or without silencers. 
Colorful straps attached with rust 
proof nails. Maroon or brown for 
| men— multicolored checks for ladies. 
| No half sizes. Write for prices. 


REECE WOOD SOLE SHOE CO. 
Dept. 8-S! Columbus, Nebraska 








| | Buy Savings Bonds 
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THREE OUTSTANDING BOOKS 
ON SHOES AND FEET 


MECHANICAL FOOT THERAPY 


by BRACHMAN 
Contents: Mechanical Therapy, Diagnosis, 
Postural Therapy and Exercises, the construc- 
tion of casts, appliances and braces. Shoe 
Therapy. 304 pages, 182 illustrations. $8.00 
SHOES AND FEET by CARLETON 
Contents: A brief history of foot gear, con- 
struction of the modern shoe, foot and shoe 
types, measurements ond fitting of footgear, 
the short limb and shoe therapy. 357 pages. 
346 illustrations ... es 
YOUR FEET, by NELSON 
Contents: Foot statistics, school children and 
infont's feet, industrial foot care, appliances, 
build-ups, strappings, foot balance. The 
Bergmann method casts, Othotex Plastics, 
Shoelogy. Shoes made from plastic casts. 
““Ful-vue"’ method of shoe fitiing, die tech- 
nique of foot correction. 
216 poges, 364 illustrations .....$8.00 
SENT POSTPAID 


Send Remittance with Order to 
UNIVERSAL PUBLISHERS 


229 N. Ashland Ave., Chicago 7, Illinois 














GOOD NEWS!! 
BN 






The latest revised edition of 
THE SHOE AND LEATHER 
LEXICON — the 14th — is 
available again! 

This illustrated glossary of trade 
and technical terms serves a 

useful purpose for it is filled 
with helpful information. It is a 
steady source for your daily ref- 


erence and your constant “tool 
of the trade.” 


The Shoe and Leather Lexicon 


75¢ per copy, prepaid 


BOOT and SHOE 


100 East 42nd Street 
New York 17, N. Y. 
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Ball Players Are Given Roblee Shoes 





St. Louis—Seven members of the New York Yankees baseball team who have 
been interviewed on the television show, Roblee Baseball Fanfare, were recently 
presented with new Roblee shoes of their choice at the Brown Shoe Company of- 
fices in St. Louis. They are (Standing, left to right) Gus Mauch, Yankee trainer; 
Phil Rizzuto, Billy Johnson, Vic Raschi, Tommy Henrich and Gerry Coleman; (Seated, 
left to right) Frank Scott, Yankee Secretary; and Walter Bruns, general manager, 


Roblee Division, Brown Shoe Company. 





Hennessy with Ephrata Shoe 


EPHRATA, Pa.—Kar] J. Rohrbach oz 
the Ephrata Shoe Company has added 
P. J. “Spike” Hennessy to his staff of 
salesmen. Mr. Hennessy will cover the 
states of Alabama, Mississippi, Ten- 
nessee, Louisiana, Georgia and Florida 
with the Ephrata line of children’s 
shoes. He makes his headquarters in 
Birmingham, Ala. 





Retires as Sales Manager 
Of Dunham Bros. 





JAMES P. FERRITER 


As reported in Boot and Shoe Record- 
er, issue of August 15, Mr. Ferriter has 
retired as sales manager of Dunham 
Brothers Co., Brattieboro, Vt., after hav- 
ing been associated with that firm since 
1893. He is a director of the Brattleboro 
Cooperative Savings and Loan Associa- 
tion; and a charter member of Leo Coun- 
cil, Knights of Columbus. Since retire- 
ment, he has devoted part of his time 
to his real estate interests. 


Annual Sales Meeting Held 
By Joyce, Inc. 


PASADENA, CALIF.—AIl salesmen for 
Joyce, Inc., gathered here for five days 
recently at the main office of the firm 
to see the Fall follow-up line and hold 
their annua! sales meeting. L. B. East- 
man, vice-president in charge of sales, 
was in charge. The first three days 
were devoted to sales meetings and the 
balance of the time was spent in the 
factory studying new construction meth- 
ods, scheduling production, etc. 

Among those attending, in addition to 
Mr. Eastman, were Sam Haskins, field 
sales manager; Tom Bakewell, man- 
ager, New York office; Tom Gallagher, 
New England; Mort Phinn, Middle 
West; Bill’ Reavis, Southeast; Paul 
Johnson, Pacific Coast; Walter Lever, 
Southeast; Floyd McCluer, Southwest; 
Roy Darby, Middle Atlantic; Kip 
Bowen, Northern Middle West; Ernie 
Barker, Middle West; Ray Kimble, Pa- 
cific Coast; Marvin McKenzie, Central 
Middle West; and Maury Dryer, who 
represents Joyce in Chicago, Detroit 
and Kansas City. 





New Company to Make 
Juvenile Footwear 


CuHicaco—Harry Moos. well known in 
the shoe industry for many years as 
retailer and manufacturer of women’s 
house slippers, has formed a new com- 
pany for the manufacture of a com- 
plete line of children’s shoes and slip- 
pers to be known by the trade-name 
“Character.” The entire production 
this year will be devoted to eight styles 
of a felt California houce slipper. 

Associated with Mr. Moos is Charles 
Blechman, formerly of Havana, Cuba. 
Headquarters of the company are at 
2611 South Indiana Avenue, this city. 
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An Accurate, Visual Record of Your Stock 


SHOE CARTON TICKETS 
moan FORM “H" 


Actual size as illustrated, 
but printed in blue grey. 


1,000 $ 2.25 
5,000 $10.00 


WELLINGTON 
BOOTS 


Colt-Cromwell now has in 
stock for immediate delivery 
a popular priced Wellington 
boot. Black or brown elk 
vamp with kid uppers. Leath- 
er soles and fully lined. 







Kécorder 
STOCK RECORD 


With Simplex Clips 





cessful 


record 





209 S. STATE STREET 





forms designed by suc- 


make up a complete stock 


ASK FOR SAMPLES 


MERCHANT'S SERVICE DEPT. 


31000 $11.30 $7-50 Net 
&, $11. 
nk FOB BOSTON 
B-974 Brown 
Above prices F.0.B. Chi- eo beng 
cago. Add 10% to cover izes 6- 
shipment if check accom- A 
panies order. Write today 
for our new 
GOLDEN 
ANNIVERSARY 
Form “H” is one of the CATALOG 





shoe men_ that 


system. 





CHICAGO 4, ILL. 
BOSTON 





New Styles Illustrate Use 
Of Patent in Shoes 


NEW YorK — Sixty-four fashions 
using genuine patent leather were fea- 
tured at the “Patent Pending for 
1950” showing held late Thursday 
afternoon, Sept. 8, at New York’s Wal- 
dorf-Astoria Hotel under the direction 
of the Patent Leather Bureau. 

Included in the exhibit were shoes 
for women, children and men; bags, 
belts, compacts, umbrellas, watch 
bands, wallets and millinery; and a 
coat, suit and raincoat trimmed with 
patent leather. 

Features of the shoes were lots of 
stripping, asymmetric lines so important 
in Paris collections, appliques, em- 
broidery, unusual placement of cut- 
work, low cuts in vamp, new spectator 
ideas with contrasting color in under- 
lays, pumps, sandals, espadrille ideas, 
trims of suede, kidskin and panama 
effectively combined with patent, back 
and side detailing including interlaced 
back and panama inset on quarter. 

Unusual appliques included a leaf in 
multicolor on the side of a yellow flat 
and a child’s ankle strap with heart 
motifs on the vamp. Color combina- 
tions were very subtle, white piping 
with brown and royal blue, pink strip- 
ping on black, yellow embroidery on 
white, white on black, yellow, pink and 
blue. 
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Made Secretary and Director 


Of Culver Manufacturing Co. 


PoNnETO, IND.—E. M. Culver, presi- 
dent of the Culver Manufacturing Com- 
pany, Inc., which makes a line of in- 





C. ELAINE CULVER 


fants’ and children’s shoes here and 
owns another factory in Bluffton, In- 
diana, where gloves and mittens are 
made, has announced that C. Elaine 
Culver has been made secretary of the 
company and a member of the board 
of directors. 

Miss Culver attended Western Col- 
lege for Women at Oxford, Ohio, and 








(7) COLT CROMN ELL 
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LOS WSS OS RUS es ts 
then Northwestern University where 
she majored in production manage- 


ment. She has been active in produc- 
tion work at the children’s shoe plant 
here and for the last year has been 
supervisor of the lasting, bottoming 
and finishing departments. 





Joins Bearfoot Sole Co. 


WapsSworTH, OH10—Charles A. Moore 
of Akron, Ohio, has joined the Bearfoot 
Sole Company, Inc., of Wadsworth, to 
fill the vacancy caused by the resigna- 
tion of Hugh McCulloch, industrial re- 
lations administrator. Announcement 
was made by I. B. Calvin, treasurer- 
Mr. Moore, a graduate of the univer- 
sity of Akron, served in the Army Air 
Force in the recent war. 

Mr. McCulloch is leaving the organi- 
zation to complete his law studies at 
Northwestern University. 





Fashion Service Established 


St. Lovis—Camille, Inc., offers a new 
fashion service to the women’s shoe 
industry. It consists of a monthly book 
of 50 or more sketches of original crea- 
tions by Johnnie Walsh, nationally 
known designer, stylist and president of 


San Loo, Inc. The designs will include 
all types of women’s shoes. The first 
issue will be in September. 
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SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 














EXCELLENT OPPORTUNITY FOR 
ADDITIONAL INCOME 


TO BE CARRIED AS A NON-CONFLICTING SIDE LINE 


Old established Mid-Western manufacturer is adding a short 
line of staple Misses’ and Children’s Two-Sole Stitchdown Shoes 
and Oxfords, Sizes 5/8, 81/2/12, 121/2/3. In stock. Can be carried 
in one small grip. Straight 6% commission. Weekly settlement. 
All territories open. Give full details in your first letter. 


Address Box 438, care BOOT & SHOE RECORDER 
100 East 42nd Street. New York 17, N. Y. 














an automobile will be given preference. 


confidence) in your first letter. 





Perhaps THIS IS the Opportunity 


You have been looking for 
One of the largest and oldest manufacturers of Rubber, Fabric and Casual foot- 
wear expects to add several Salesmen to its Sales Force later this year. Men 
between 25 and 35 years of age with retail footwear experience who are free to 
travel any place in the United States and who own or are in a position to purchase 


This is an opportunity to represent an old established line which is backed by a 
national advertising program featuring a trade-mark known to millions. 

If you are interested in starting a road selling career with a house that offers a 
future with security, a good living and where earnings can be increased in pro- 
portion to hard intelligent work—then write—telling us all about yourself (in 


Address Box 497, care BOOT & SHOE RECORDER, 100 East 42nd Street, New York 17, N. Y. 











SALESMEN WANTED 


Territories are available for representation 
of our complete Lines of Nationally Adver- 
tised Boys’ and Men's Goodyear Welts, Dress 
Shoes and Boots. Offerings are in-stock and 
make-up. Medium priced. Established for 
over 45 years. 

Territories: (1) Texas and Louisiana. 
(2) Wisconsia, . lowe. 
Applicants must be experienced within the 
territory. If interested, submit complete in- 
formation regarding qualifications, back- 

ground, present association, etc. 
Address: Sales Manager . 
Belleville Shoe Mfg. Company, 
Belleville, Illinois 

















SALESMEN 
See Ads On Pages 92 and 126. 

We want men for the following territories 
—complete line children's, men's and 
women's slippers—popular prices—fast 
sellers— write giving experience and 
background—information held in con- 
fidence. Territories are: 

GEORGIA & FLORIDA 

ILLINOIS 
TEXAS & OKLAHOMA 
TENNESSEE thru LOUISIANA 


Apply A. 6. Behn Shoe Co., Arlington, N. J. 














WANTED: SALESMAN TO REPRESENT 

WELL ESTABLISHED FIRM making 
Soft Sole Baby Shoes, on commission basis. 
Write what territorics covered; Popular prices 
for Retail and Jobbing iccounts. Address #493, 
care Boot & Shoe Recorder, 100 East 42nd 
Street, New York 17, N. Y. 


REPRESENTATIVE FOR 
MID-WESTERN STATES 


Nationally known Manufacturer of Chil- 
dren's, Misses’ and Growing Girls’ Shoes 
has opening for a Sales Representative in 
the Mid-Western States, including North 
Dakota, South Dakota, and Minnesota. 
All inquiries will be kept strictly confiden- 
tial. Please give full information regard- 
ing yourself in first letter. 


Address Box 495, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 














XPERIENCED SHOE SALESMAN to carry 

complete Manufacturer’s Line of Children’s 
High Styled, Handmade, Cowboy Bcots on a 
commission basis. Six: samples will cover the 
entire Line. ARONOFF BOOT COMPANY, 
Wholesale Merchants Bldg., Dallas, Texas. 


Rare opportunity for high cali- 
ber and experienced salesmen 
to cover the following terri- 
tories. 

Territory #1. 

North 


Carolina, South Carolina, 
Ala- 


erritory +2. 
Texas, Missouri, Okiahoma, Arkansas, 


Louisiana, Kansas. 


Territory #3. 
Illinois, Minnesota, Nebraska, Indi- 
ana, lowa, Wisconsin. 


gg #4. 
Ohio, West Virginia, Michigan, Ken- 
tucky, Western Penn. 


We are well known successful shoe 
manufacturers producing women's 
style dress and California casuals. 


Last word in style and quality. 

We have lasts from 8/8 inch heels to 
288 inch heels. ‘/s inch platforms 
to 1% inch platforms, to retail at 
$5.95, $6.95, and $7.95. 


Most complete diversified line of 
shoes. 


Our aim, is to sell good retailers and 
department stores. 

Permanent and solid connections, sky 
lirnit income for the man who will 
work, has the trade and training to 
sell women's high style shoes direct 
trom the factory. 

State all about your road experiences 
your former and present connections 
in your first letter. Car and residence 
in territory is important. 


Address Box 496, core BOOT & SHOE RECORDER, 
100 E. 42nd Street, New York 17, N. Y. 











CLASSIFIED ADVERTISING RATES 


The rate for undisplayed classified advertising is 12 cents a word under any of our classified headings. When a box 
number is desired, addressed to any of our offices, 12 words must be added for this and charged at the word rate. If 
advertiser’s own name and address is used, count each word (street number is one word) at word rate. Classified adver- 
tising is payable in advance. Send check or money order with your copy. No accounts are opened for classified ad- 
vertising except for regular advertisers on contract. 
Phe rate for all displayed or boxed in classified advertisements is $10.00 an inch with a maximum of 46 words per inch. 


i= Advertisements for this page must be in our New York Office 15 days preceding publication date “= 
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SALESMEN WANTED 


SALESMEN WANTED 





WANT TO LEASE 
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FOOT REST 


SHOES 
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Texas — Oklahoma — Louisiana 
territory open for Spring, 1950, 
on Foot Rest Shoes, nationally 
advertised. Spring line ready 





last week in October. Estab- 
lished business. Prefer to hire 
salesman now covering terri- 
tory, one who has had good re- 
tail experience also. 

The Kri orf-Dittmann Co. 


317 East Seventh Street 
Cincinnati 2, Ohio 














SALESMEN WANTED: SLIPPERS AND 
WOMEN’S CASUALS. Aggressive, alert 
New York Factory Distributor of outstanding 
Line of Women’s Casuals in $2.98 Retailers; 
also terrific Line of House Slippers, Men’s and 
Women’s, open for representation outside New 
York. 6% Commission. Thousands of accounts 
now on our books open for you to call on. 
Will consider side-line men also. Write fully. 
Address #433, care Boot & Shoe Recorder, 
100 East 42nd Street, New York 17, N. Y. 








SALESMEN WANTED 


For outstanding short Line Men's 
Leather Compo Slippers, to retail at 
$4.—$5. In-stock at all times. A ter- 
rific Fall Side Line Item. All terri- 
tories except New England and New 
York City. 

Address Box 489, care BOOT & SHOE oo 

100 East 42nd Street, New York 17, N. 











XPERIENCED TRAVELING SALESMAN 

wanted to cover the States of New York, 
New Jersey, Pennsylvania, Maryland, Virginia, 
West Virginia and Washington, D. C., for Na- 
tionally advertised Women’s Casual Shoe Line. 
Mail applications with personal data, experience, 
references and photo. Address 3498, care 
Root & Shoe Recorder, 100 East 42nd Street, 
New York 17, N 





SALESMAN WANTED 


Full time experienced Men’s Shoe Salesman 
with a following in Virginia, North and 
South Carolina for Specialty Line of $12.95 
All-Weather Shoes, Secondary Line of $9.95 
retailers. Age limit 45. Terms arranged 
at interview. 








Address Box 483, care BOOT & SHOE = 
100 East 42nd Street, New York 17, N. Y. 











ALESMAN WANTED: To take over an ex- 

cellently established territory in Pennsyl 
vania for a well-known Wholesaler of shoes and 
slippers. Full time position that will pay sub- 
stantial commission to an aggressive salesman. 
State your experience, age, and territories cov- 
ered. Address #434, care Boot & Sho> Re- 
— 100 East 42nd Street, New York 17, 








SALESMEN WANTED 


We have the best Line of Misses’ and Chil- 
dren's Stitchdowns in the country to retail 
at $2.50 and $3.00. In-stock. 5% Commis- 
sion on shipped orders. Splendid year round 
producer. All territories except New England 
open. Excellent sideline. References, please. 


Address Bex 490, care BOOT & SHOE en 








100 East 42nd Street, New York 17, 
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SALESMEN: Nationally Advertised, Popular 
Priced Slipper Line, territories still avail- 
able. DARLING SHOE CO., 769 Grand Street, 


Brooklyn, N. Y 





XPERIENCED SALESMAN FOR $82.00 
and $3.00 Playshoe and Slipper House Bocg 
become member of Firm or work on ¢ 


WANTED TO LEASE SHOE DEPART- 
MENT to Individual or Chain; Doing nice 
FIELDS, 


= business; 100% location. 


ackson, Mississippi. 





Chain connections preferable. Address #500, 
care Boot & Shoe Recorder, 100 East 42nd 
Street, New York 17, N. Y 





F OUR YEAR OLD CALIFORNIA FIRM 
wants men to carry easy selling Children’s 
and Infants’ House Zipper Booties and Sandals. 
All territories open except the Western States. 
Write: SAL’S KIDDIES FOOTWEAR, 2625 
Carleton Avenue, Los Angeles 65, Cal. 





SIDE LINE SALESMAN WTD. 





RHINESTONE AND CUT STEEL BOWS, 
compact tray, terrific sellers. Address #290, 
care Boot & Shoe me 100 East 42nd 
Street, New York 17, ¥. 


IDELINE SALESMEN WANTED to sell 
Philadelphia Distributor’s Complete Line of 
Popular Priced House Slippers for the entire 





family; Instock Proposition; 6 percent com- 
mission. Good territories open. Address #470, 
care Boot & 100 East 42nd 


Shoe Recorder, 
Street, New York 17, N. Y. 


ALESMEN COV ERING UPSTAIRS DE- 

PARTMENTS and High Grade Shoe Stores, 
to carry Line of Exclusive High Heel Wedges, 
retail $12.95-$14.95. Good Spot Shoes, Short 
Line; Quality; Priced Right; Excellent Sideline. 
6% Commission. All territories open. Address 
#482, care of Boot and Shoe Recorder, 710 
North 12th Blvd., St. Louis KR Mo. 


MAN UFACTURER’S LINE 





WOMEN’S 


LIPPERS, Popular Prices, in stock: 
Specify territory. Address #486, care Boot & 
ai Recorder, 209 So. State Street, Chicago 
4, ; 





POSITION WANTED 


SHOE STORE MANAGER, 20 YEARS’ EX- 

PERIENCE all phases Retail Shoe Opera- 
tion Better Grade Men’s. Women’s, Children’s. 
Excellent References. Will locate anywhere. 
Address #478, care Boot & Shoe Recorder, 100 
East 42nd Street, New York 17, N. Y. 














Thoroughly Experienced Shoeman Seeks 
Managerial Position With Future 


Twenty-four years active Retail Selling, Buy- 

ing, Sales and Personnel Management; Age 

43: fully experienced in Men's, Women's, and 

Children's Orthopedic Shoes. 

Address Bex 502, care BOOT & SHOE oe 
100 East 42nd Street, New York 17, 








2 








S HOE BUYER, THOROUGHLY EXPERI- 
ENCED. Men’s, Women’s, Children’s Shoes, 
especially in the Promotional Field Well 
known in the Market. Address 2494, care 
Boot & Shoe Recorder, 100 East 42nd Street, 
New York 17, N. Y. 





DEPT. FOR LEASE 





PACE AVAILABLE IN LEADING MEN’S 

AND BOYS’ Clothing and Haberdashery 
Store for Men’s and Boys’ Popular Priced 
Shoe Department. Modern; Air-conditioned 
store; Established 1915; Key New Jers:y Com- 
munity. Address +499, care Boot & Shoe Re- 
corder, 100 East 42nd Street, New York 17, 
ie 


LINE WANTED 


AVE EXCELLENT ENTREE TO POPU- 
LAR PRICED WOMEN’S SHOE 
CHAINS, Midwest Territory. What can you 
offer? Address #485, care Boot & Shoe Re- 











corder, 209 South State Street, Chicago 4, Il. 
HOROUGHLY EXPERIENCED SHOE 
MAN desires Manufacturer’s Line; Avail- 


able November Ist, due to change of residence 
to Miami, Florida. Heavy experience in detail 
ing high grade Women’s Footwear; style crea- 


tion and knowledge of Retailers’ Merchandising 
problems. Address #488, care Boot & Shoe 
Recorder, 100 East 42nd Street, New York 
a 





EPUTABLE MANUFACTURER'S LINE 

Children’s and Growing Girls’ Welts Wanted 
for Metropolitan New York, New Jersey: com- 
petitively priced and styled for this Market. 
Excellent following better grad: Retailers, De 
partment Stores; Many years’ experience in 
field. Address #491, care Boot & Sho: Re- 
corder, 100 East 42nd Street, New York 17, 
SF 


ANUFACTURER’S LINE $2.00 and/or 

$3.00 and/or $4.00 Retailers Ladies’ Cas- 
uals ‘and Slippers, for New York, New Jersey, 
Connecticut, Pennsylvania. Address 2492, care 
Boot & Shoe Recorder, 100 East 42nd Street, 
New York 17, mi 











OR THE ‘VOLUME TRADE, a Women’s 

Low Priced Casual Line. Have a good fol 
lowing in Southern States. Address #591 care 
Boot & Shoe Recorder, 100 East 42nd Street, 
New York 17, N. Y¥ 





HELP WANTED 





ANAGER: WOMEN’S SHOE DEPART- 

MENT AND SHOE STORE. Must be 
sober, good salesman. Excellent salary to right 
man. Shoes $8.95, up. State past experiences 
Give earnings last five years, each vear sepa 
M@®ely. State present income Enclese recent 
snapshot. BRUMMEL SHOES, INC., P. O 
Box 208, Evansville, Indiana. 








SUPERVISOR FOR CHAIN OF 


ANTED: 

RETAIL SHOE STORES in Illinois; Sal- 
ary plus Borus, with opportunity to buy in 
Guaranteed future for the right man if vou 
have the ability and can qualify. Write, stating 
qualifications, age and experience; in confidence. 
Address 2484. care Boot & Shoe Recorder, 
190 E2st 42nd Street, New York 17, N. Y. 





FOR SALE 





ROFITABLE MEN’S AND CHILDREN’S 

Shoe Store, with Shoe Repairing Department, 
established 40 years. Top location, with lease. 
Will sell at Irventory. Prosperous town 35 
miles from Cincinnati, Ohio. Address 
Care Boot & Shoe Recorder, 100 East 
Street, New York 7 tm ¥ 

- OOK, 

Fancy Felt Baby Shoes at 58c. 
FIEMEYER, 4130 Westminster 
Louis 8, Mo. 


Buy Savings Bonds 


22487. 
42nd 








JOBBERS AND W HOL ES: 
Pair. O. H. 
Street, St 
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WANTED TO PURCHASE 


WANTED TO PURCHASE 








WANTED TO PURCHASE 








MY HOBBY 
Buying, Selling Shoes for 35 years 
CASH TOP PRICES 
Discontinued stocks 
HARRY HESS 


76 Reade Street New York 7, N. Y. 
Telephone: WOrth 2-896! 

















WILL BUY CLOSE OUTS AND 
COMPLETE STOCKS 
of J 
gaa Shoes for Men, Women and 


For Cash 
BROITMAN-GAFFIN SHOES, INC. 
148 Deane Street, New York 7, N. Y. 
Telephone BEekman 3-7290 


SELL YOUR JOB LOTS 


SAM CAMITTA & SONS 

95 Reade St., New York 13, N. Y. 

Foremost Shoe Buyers Since 1906 
COrtlandt 7-6378-9 























=e 
TOP CASH PRICES 


FOR CANCELLATIONS, 
ODDS & ENDS, CLOSEOUTS 
and COMPLETE STOCKS 

z Quality Men's, Women's 





and Children's Shoes Wanted. 
BRAND NAMES PROTECTED 


MOSINGER-COHN 


‘i Washington Ave., St. Levis, Me. 
payne) mene bey hw 
“Fine Footweer’’ 

















Quality Shoes for Men, Women 
and Children 
Scrupulous Protectic 





BARIS em for CASH 


BARIS SHOE CO., 


New York 7, WN. Y. 






your Name ana Brand since 1932 





Inc. 


el.: WOrth 2-5180 








CASH PAID FOR 
SHOE STORES 
CLOSE OUTS, JOB LOTS 
SHORT LEASES ASSUMED 


B. SABIN 


93 READE ST. NEW YORK 13, N. Y. 
Telephone WOrth 2-2515 








TOP DOLLAR! 


FOR YOUR ODDS AND ENDS, CLOSEOUTS 
OR COMPLETE STOCKS 


EDDY SHOE COMPANY 
ALWAYS RELIABLE 
132 No. 4th St. Phila. 6, Pa. 
Phone: LO 3-9533 














ARCH TYPE SHOES FOR MEN, WOMEN 
AND CHILDREN. Closeouts or com- 
plete Stocks. Will pay top cash prices. 
STRAHL SHOE CO., Exporters and Import- 
ers, 1230 Fifth Avenue, San Diego, California. 





New Baker Store Opened 
In Kansas City 


Kansas City, Mo.—Opening of a 
new Baker shoe store was held recently 
at 1010 Main Street, the third Baker 
store in this area. While the new 
building was being completed, the store 
was temporarily located at 1021 Main 
Street. 

The first floor has been finished in 
ultra-modern design, with display win- 
dows having what is known as a tele- 
vision front, backed with glass which 
permits a view from the street into the 
interior. Retail activities are on the 
first fleor. A department displays cas- 
ual shoes, and the hosiery and handbag 
department has been enlarged. 

On opening day, Miss Connie Maus, 
17, winner of a “perfect shoe” contest 
sponsored by the store, presented a 


$300 check to the Country Club Chris- 
tian church. Manager of the new store 
is William Fonarow, and Ben Schanzer 
is assistant manager. 
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Several Stretches—One Kiss 


CINCINNATI—In what is assumed to 
have been an unguarded moment, a 
pretty kindergarten teacher said re- 





Left to right: Kisser, kissee and eager- 
beaver referee. 


cently to the proprietor of the Rose- 
lawn Bootery that she would like to 
kiss the man who invented “Totes” be- 
cause their stretchability had made it 
easy for her to take them off and put 





GET TOP VALUE 


In Selling Your 


e SURPLUS STOCKS or 
e COMPLETE STORE 


CAMITTA SHOE CO. 


120 NO. 4th ST. PHILADELPHIA 6, PA. 
Phone Lombard 3-2062 








WE BUY : 
SURPLUS AND COMPLETE STOCKS 
OF BETTER GRADE SHOES 
FOR CASH 
SHORT LEASES ASSUMED 


YOUR NAME AND BRAND 
PROTECTED 


IRVIN RUBIN, INC. 
“The House of Jobs” 
89 READE STREET 
New York City 
Phone BARCLAY 7-7887 











them on her pupils. Never one to over- 
look a bet, Joe J. Marx, president of 
the So-Lo Marx Rubber Co., which 
makes “Totes,” traveled here from his 
headquarters in Loveland, O., collected 
the kiss and is shown immediately 
afterwards. 





Chain Store Manager 
Opens Own Store 


Erie, Pa—Louis M. Meeker, one of 
the best-known shoe men in the Erie 
area, has opened a new shoe store at 
2616 Parade Street. 

For the last 20 years, Mr. Meeker 
has been manager of the Feltman and 
Curme shoe store on State Street. He 
started his career in Upper Stndusky 
at the age of 13 as an errand and but- 
ton boy during the period of high 
button shoes. 

The store has an attractive front, 
done in a soft green colored glass. All 
shelving and fixtures are new. Lighting 
is fluorescent. All shoe boxes are in a 
uniform color, giving an artistic and 
harmonizing effect. 
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MERCHANTS’ NEEDS MERCHANTS’ NEEDS | MERCHANTS’ NEEDS 














WINDOW REACHER —A SALES SAVER THE 
Sturdy Construction, will last a life time. 











INVISIBLE 


SHOE 
FORM 

















MAKE THAT SHOE FIT 


SHOE DOCTOR SHRINKERS 





Roller type device 





. * ADULT MODEL $15.00 
* JUNIOR MODEL $15.00 F.BF. D 


FIT COMES FIRST. Make shees Efficiency eneanatbase scm retin 
aon | a 


the heel (ne more heel liners yours ual THE NEW | Va ADVERTISING 











necessary). All fuliness or wrink- 
tes in leather or fabric easily 


es cubechiia ams | el CTU 
comfort fer hard-te-ft feet. © Danie 
—here's how to get 


Win the Brannock Adult and 














Special combinacon ofer 4500 Nahant More Business! 
oe See Pp con get immediate “Heel-to-Ball” — HE Vincent Edwards Idea Clipping 
Send your order or write for detail information. ” .t0-Toe” —"Wid: Ball” direct Service has over 2,000 satisfied users. 
E. C. SMELTZER CO cecomeneats The mace. souedy, | 4 yest OE gent, sama S tant 
™ 7 - . } ; Ww ers usually reques 
121 E. Sist Street, Indianapolis, Ind. occurate fitting; more sales per fitter; a ads; 7 pee oie want ads 
more perfect fitting; fewer misfits of competitive brands 
. r You will find that a study of newspaper 
with their subsequent costly and ad clippings is the quickest and Senet ex- 
troublesome exchanges. pensive way to keep in touch with what's 
2 f = going on. 
“Available at special cooperative price Use coupon below to learn more about 
, if ordered through certain shoe manu- hi ] d th 1 sh 
ae wingesiguaain- feciurers-fer the iat end full deteil Sore "tel clas io ‘obligation’ of eave 
ice ticket » gm  £| ( wee j= = = = = = = = =f 9 snneneeneeenennneenens en eeeereeeeees 
remains in Pony Cup THE || VINCENT EDWARDS & CO 
desired posi- , THE BRANNOCK DEVICE A 
tion at all for Price Tickets DANY World's Largest Advertising Service 
times. rganization 





342 Medison Ave., New York City 


Please tell me more about your news- 
ae =e paper ad c - hed service and special short 


This is an ex- 
clusive pat- 
ented feature. 



































$5 term trial off 
a Standards for Hosiery Sizes 1 
e ° Name ....... ae wid 
half gross Now in Print se 
‘ompany 
M. D. POLLINGER CO. WASHINGTON, D. C.—According to an 
HOLLAND BLDG. ST. LOUIS, MO. announcement by the Commodity Stand- ne gle eee 
ards division of the National Bureau of 
Standards, printed copies of Commer- providing a uniform basis for guaran- 
‘ cial Standards CS46-49, fourth edition, teeing full length and full size hosiery. 
E. Verne Bly Dies covering hosiery lengths and sizes are Printed copies may be obtained from 
JAMESTOWN, N. Y.—E. Verne Bly, 74, now available. the Superintendent of Documents, Gov- 


a local shoe merchant for more than 25 This standard was originally estab- ernment Printing Office, Washington 
years, died recently at the home of a lished by the industry in 1933, and has 25, D. C., for 10¢ each (stamps not ac- 
daughter, Mrs. Theodore Peak, Elyria, been revised three times since then to cepted). 
Ohio, where he had recently resided. bring it in line with current practice. se cm 

For several years Mr. Bly was in The fourth edition has been expanded to 
partnership with the late E.S.Johnson, include standard measurements for New Store Opened 
conducting a shoe store on North Main men’s athletic socks, men’s crew socks, OKLAHOMA CiITy, OKLA. — Crum’s 
Street, near Third Street. Later he was and men’s and boys’ slack socks. It also Shoes, 441 N. W. 23rd Street, held 
a member of the shoe store firm of provides standard methods of measur- their formal opening recently. The 
Wade & Bly. In more recent years he_ ing, and lists standard sizes and lengths, store is home owned and home oper- 
was in business for himself at 119 Main with length tolerances for men’s, ated. Flowers were given the women, 
Street, near the corner of Second Street. women’s and children’s hosiery, thus and free gifts distributed to children. 
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*..more dramatic sales appeal...” 


We Of fe, 4 
ti _ eg A 





H. C. Plew of 
The Wm. H. Block Company 
Indianapolis, Ind. 


In three years, the Number One brand 
of fine shoes...... 


Pairage of other brands maintained 
by Allen Edmonds leadership. Truly a 
money maker.... 


This is experience speaking. 
| : 


One of a series 






The Norse; in heather 
calf, black or tan. $19.95 


Other styles from $16.75 


PSHOE CORPORATION Bees _ Pacific Coast 50¢ higher. 
@ scicium. WISCONSIN eS 3 4 





/ 
| 
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» “Wodgins” 
ARE ACC LAIMED TOPS/ 
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Little Miss Muffet making her garden grow, | 
typifies millions growing up, and grown up, 
who wear Wedgies. To help you meet present 
and future demand, we have increased our 
capacity to supply wedge-type wood heels of Ex 
right quality, at right prices. We control every b 
step in production From Forest To You. 
























Potvin, J., Shoe Co.. 
Prima, sy 
Primex Equipment Co. 


Queen Quality Shoe Co... 


Ranger Boot & Shoe Mfg. Co., 
Reece Wood Sole Shoe Co... 
Reed, Dr. A., Cushion Shoes 
Republic Building . <s é 
Rhinestone Creations, Inc. 
Roberts, Johnson & Rand 
Rochester Shoe Tree Co.... 
Ross, A. & Sons.... 
Rubin, Irvin . 

Rueping, Fred, “Leather Co. 


S&M Spent sige 


Sabin, B. 

Sebago-Moc .. gas aNd hi. 
ian Mee Ca, IGG ...5 55. 
Shaw, M. T., Inc. 


Shoe Form Co., Inc. 
Smeltzer, E. C., Co. 
Storybook Shoe Co.. 
Superior Shoe Co. 


et 
wWsDty 
we OO UT 


ee 
~ 
SOP CIO OOOO 


fat eh he 
CD at oe OD 4 de rt DD DO OO OO CO CODD 


bat et et 
CxS 


Surpass Leather Co........... — ae 
Swank Shoe Dressings............-.- 124 
Tingley-Reliance Rubber C “=. as 126 
Tower Grove Shoe Co. $9 
Treinis Brothers, Inc. , oie ee 
Tyer Rawhber Co... 2. ees toes 31 
United Last Company os a ahy 5 a 
United Shoe Machinery C orp. 

30, 36, 37, 128, 144 


United States Rubber Co. s; 
Front Cover, 26, 27, 40 


Universal Form Corporation 107 
Universal Publishers  ..... 136 
Vaisey, Bristol Co.... ‘ 48, 49 
Vincent Edwards & Co....... 141 


Weil, M. K., Shoe Co. 110, 132, 140 
Well-Built Shoe Mfg. Co. --++ 131 
Weyenberg Shoe Mfg. Co. ree? 47 
Wilner Wood Products Co. 143 
Winthrop Shoe Company 85 
Wright, BE. T.. @ Co. Ime ....... 83 
X-Ray Shoe Fitter Co. 106 

143 








Give your shoes a good break with UNITED FINISHES 















I; takes flexible upper leather finishes to keep shoes — ine 

looking salable after “try-ons” at the fitting stool. iy 
Finishes that break well and are durable can be blended by United 
Finishing Specialists . .. experienced men who can first 


analyze leathers, then assist your finishing department in 


a 





producing the desired results. 


As many manufacturers have discovered, it pays to call upon 





such a specialist because you can have confidence in his iomeintechoins 
recommendations. It pays in other ways, too, for often the - 
United Finishing Specialist can show you a method or a material BB CHEMICAL CO. 
that will make possible substantial savings in finishing. To FINISHES FOR UPPERS 
find out in your case, just call the nearest United branch office. BOTTOMS * HEELS © EDGES 


UNITED SHOE MACHINERY CORPORATION 
BOSTON, MASSACHUSETTS 
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Nunn-Bush Satisfaction costs 
Less than Dissatisfaction 


Intelligent consumers choose Nunn-Bush shoes 


because wisdom counsels the buying of shoes made 
to Nunn-Bush standards for truly satisfying wear. 
From YOUR point of view . . . how much retailing 
wisdom is there in striving to satisfy customers instead of 
simply “selling shoes”. It is the Nunn-Bush belief, 
backed by more than 35 years experience, that sound 





business progress is best achieved by aiming at 
customer satisfaction above every other consideration. 
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SHOE 


This is not “just a shoe store”. It’s a place where the makers of 
STRIDE RITE Shoes and their dealers cooperate with you to give 
young feet the finest protection possible! 

Here you will find an experienced, careful fitter of children’s shoes; 
one who keeps accurate size records for each small customer and sends 
reminder cards when shoe size “check-ups” are due. 


Here, too, are shoes designed expressly for growing feet... giving 
them the encouragement they need to stay straight and strong and 
healthy: “room to grow in,” gentle support, and freedom of action! 
No wonder then, that... 


The best cared-for feet in the wort 
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PRICED ACCORDING TO SIZE 


Green Shoe Mfg. Co., Boston, Mass. 








